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The 75th WATER GAS MACHINE of the type 
illustrated is now being erected by the Semet- 





Solvay Engineering Corporation. Never has 
the gas industry given greater or more rapid 
indorsement to any plant equipment < < < 
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Becker Type Ovens 


for 
Rainey-W ood 


HE Rainey-Wood Coke Company 

has contracted with the Koppers 
Construction Company for the design and 
erection of a battery of by-product coke 
ovens consisting of forty-one Becker type 
combination coke and gas ovens. The new 
work will also include three Koppers Gas 
Producers for underfiring these ovens. 


The forty-one ovens will have a daily 
coal carbonizing capacity when operating 
under normal conditions of approximately 
770 net tons of coal. 


When underfired with producer gas, 
these ovens will have a gas output of 
approximately 8,200,000 cubic feet of coke 
oven gas per day. 


The Koppers Construction Company) 


Koppers Building Pittsburgh, Penna. 
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THE STACEY MANUFACTURING COMPANY 
The Builders of STACEY Gas Holders for Seventy-Eight Years 
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CAST IRON VALVES 
AND FITTINGS 
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Builders of 
More Than 
1300 
Gas Holders 


Pioneer Builders 
of Low and 
High Pressure 
Gas Holders 
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THE STACEY MANUFACTURING COMPANY 


J. FRANK STACEY, Pres. & Gen. Mgr A. A. RANSHAW, Vice-Pres. EDW. J. BAECHLE, Sec’y & Treas. 
GEO. H. CRESSLER, Gen. Sales Mer. W. D. BIRBECK, Sales Engr. FRANK O. PANDORF, Chief Engr. 
A. E. HARVEY, Sales Engr. 


Established 1851 CINCINNATI, OHIO Incorporated 1880 


New York Office: 52 Vanderbilt Ave. Telephone Vanderbilt 1549 
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If You Haven t the Gas 
You Cannot Sell It! 


A requisite of the gas company is to pro- 
duce gas to sell. The prime requisite, how- 
ever, is to produce gas at the lowest pos- 
sible cost to realize a profit on the gas 
produced. 


To obtain uniformly good results from 
proper methods of operation, the plant 
equipment must be maintained at all times 
in a uniformly good operating condition. 


Sometimes the productive capacity of the 
equipment is not equal to the demand, 
which may necessitate readjustment, simple 
repairs, replacement or complete renova- 
tion or rebuilding the plant. 


Whatever the cause of reduced productiv- 
ity, it has to be known, and until it is known 
to a certainty, not guessed at, the plant, if it 
does not actually lose money, will deprive 
the gas company of that profit which ac- 
crues from low cost production. 


Let us cooperate with you 























Here is where the unbiased survey of an organization 
of competent engineers can be of inestimable value. 
They can see with the trained and critical eye of the 
outsider what those who are living their daily lives 
close to their work may pass by unnoticed, 


We have had unusual opportunities to study every 
phase of gas-making in our experience of over a quarter 
century, which enables us to go into your plant, with 
a free mind and cooperate with your engineers and 
plant operators to the end that your plant will pro- 
duce gas at the minimum cost, 


for Profitable Production 


Improved Equipment-Russell Engineering Corporation 
Engineers—Builders 


MAIN OFFICE 
Battery Park Bldg., 24 State St., 
NEW YORK 


fo 





PBRANCH OFFICE 


Engineering Bldg., 205 W. Wacker Drive 
(RS) CHICAGO 
£ 
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Consumers Power Company 

Lansing, Michigan 

Stevens & Wood, Inc., Engineers 

y United Engineers & Constructors, Inc., 
ap Constructors 


Brooklyn Borough Gas Company 

Coney Island, N. Y. 

The Western Gas Construction Company, 
Engineers 


This interesting Smoot Steam Accumulator installation is at the Cedar Rapids Gas Company, Cedar Rapids, lawa. 
The Western Gas Construction Company, Engineers. 


Recent additions to the long list of gas plants equipped 


with Smoot Steam Accumulator and Control System. 


Consumers Power Company 

Jackson, Michigan 

Stevens & Wood, Inc., Engineers 

Semet-Solvay Engineering Corp., 
Constructors 


The Public Service Company of Northern 
Illinois 

Gas Station No. 22 

Ottawa, Hlinois 


SMOOT EN GINEERING CORPORATION 


New York 












SMOOT CONTROL 
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MECHANICAL GENERATOR 
and AUTOMATIC 
FUEL CHARGER 


U.G.I. Mechanical Generators in operation 


The Philadelphia Gas Works Company, 
Philadelphia, Pa. 1 
Philadelphia Suburban-Counties Gas and 
Electric Company, 
West Conshohocken, Pa. 
Public Service Electric and Gas Company, 
Camden, N. J. 
New Bedford Gas and Edison Light Company, 
New Bedford, Mass. 


U.G.I. Mechanical Generators 


under construction 





Consumers Gas Company, 
Reading, Pa. 
Philadelphia Suburban-Counties Gas ad 
Electric Company, 
Chester, Pa. 
The Philadelphia Gas Works Company, 
Philadelphia, Pa. 


E. I. Du P. N dC ’ 
U.G.I. Mechanical Generator Carburetted Water Belle, a Virginia a eG a hi 
Gas Set and Fuel Charger as installed at 
New Bedford, Mass. TOTAL 


THE U. G.I. CONTRACTING COMPANY 


DIVISION OF 


UNITED ENGINEERS & CONSTRUCTORS 


INCORPORATED 
DWIGHT P. ROBINSON, P2esiwENt 
Broad and Arch Streets, Philadelphia 





MAXIMUM RETURN TO CLIENTS PER DOLLAR INVESTED 
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Yesterday’s Methods 


Give Way To Today’s Improvements 





Improved methods demon- 
strate the cooling of coke by 
wet quenching to be waste- 
ful of heat, destructive of hot 
coke cars and injurious to 
plant steelwork. 

Dry Quenching, the modern 





method of cooling coke, re- 
275,000 cu. ft. of steam is 


wasted to the air for each 10 moves these disadvantages. 


t f cok t hed. ° 
masher aye By Dry Quenching the heat 
10,000 Ib. of high pressure 


steam could be produced from in the hot coke is converted 
this waste by Dry Quenching. into useful energy —high 
pressure steam. Using no 
water, the damage to hot 


coke carsis eliminated and no 


\\ Vd \ 


corrosive vapors are released 


\ 
\ 


\ 


to injure plant steelwork. 
Dry Quenching of coke is a 


- = =. rrr A -~ . 
Pg 


P| 


| 
i) 


‘> 


step forward in coke quench- 
ing practice. 

Literature describing and 
illustrating the Sulzer Dry 
Quenching system is availa- 
ble to those interested in cool- 





INg coke. Atypical Dry Quenching installation 


DRY QUENCHING EQUIPMENT CORPORATION 


International Combustion Building . 200 Madison Avenue, New York, N.Y. 
A SUBSIDIARY OF INTERNATIONAL COMBUSTION ENGINEERING CORPORATION 
TM 2 EE 











September, 1929—American Gas Journal 9 


Positive and Economical Treatment 
of Tar Emulsions 


APPARATUS 








j— Separating Tank which 
contains Emulsions to be 
treated. 























2— A circulating pump. 


3— A heat exchanger using 
exhaust steam. 











4— Separating sprays in top 
of separating tank. 


























5— A small Jet Condenser for 
condensing small amounts 
of light oil and water 











vapor. 
PROCESS 
]— Pumping to a pressure which gives 5 to flash into steam which breaks up 
pounds per square inch at the spray the emulsion without foaming. 
nozzles. 


4— Mechanical separation in the separat- 
2— Heating Emulsion to about 220° F. ing tank. 


: ; — Drawi ff ; 
3— Emulsion leaves sprays reducing the 5 rawing off separated water 


pressure causing some of the water 6— Drawing off tar to dry tar Storage. 


RESULT 


A dry tar containing about 1% moisture. 
Low Operating Costs 


Send for full details of design and operation of this Positive and 
Economical Process. 


THE GAS MACHINERY COMPANY 
CLEVELAND, OHIO 


New York Office 812 Graybar Building E. E. Witherby, Eastern Representative 
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ROGRESSIVE engineers recognize Oxwelded piping : as the best modern practice. 
Oxwelded joints are leakproof. Maintenance costs are practically nil. The Oxwelded 
joint will last as long as the pipe itself. Costly special fittings are eliminated: fittings can 
be fabricated with cutting and welding blowpipes right on the job. Lighter pipe may 
often be used. Pipe may be purchased in longer lengths. Additions and changes may be 
made at lower cost. 


Aa a “A properly made oxy-acetylene welded joint is as strong as the base metal, fully 
a 100% efficient... .” 





The Best of Everything for Oxwelding and Cutting 


| LINDE OXYGEN UNION CARBIDE 
— The Linde Air Products Company Union Carbide Sales Company 
3 Prest- Ofte Quel 
4 Dissolved Acetylene Apparatus and Supplies 
4 The Prest-O-Lite Company, Inc. Units of Oxweld Acetylene Company 
ie UNION CARBIDE AND CARBON CORPORATION 
General Offices UCC] Sales Offices 








30 East 42nd Street, New York, N.Y. In principal cities of the country 
64 Oxygen Plants—45 Acetylene Plants—154 Oxygen Warebouses—138 Apparatus Warebouses—235 Carbide Warebouses 





a a™ a“ a“ a™ a ™ a —— a, 
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Modern Connersville Blowers 
Improve Water Gas Set Operation 











Economy of power — safer operation at 
moderate speeds — quieter running — a 
positive supply of air at a higher average 
pressure — are the values of Connersville 
Blowers that improve the operation of 
water gas sets. 


In 1923 the Queensborough Gas and Elec- 
tric Company installed the Connersville 
Blower to deliver 26,000 cu. ft. of air per 
minute at 50 pressure. In 1927 another 





Rockaway Beach 


unit of the same size was added for in- 
creased volume. 


Then, too, from Rochester, Richmond, 
Omaha, South Bend, have come interesting 
figures showing lower operating costs, in- 
creased make, more dependable service due 
to the use of Connersville Rotary Positive 
Blowers. 

Bulletin No. 150 contains some data that 
will interest all water gas set operators. A 
request will bring a copy to you. 


THE CONNERSVILLE BLOWER COMPANY 
12th St. and Columbia Ave. 


Connersville, Indiana 


New York 
114 Liberty St. 





Pittsburgh 
Chamber of Commerce Bldg. 


CONNERSVILLE 


Chicago 
53 W. Jackson Blvd. 





Blowers - Gas Pumps - Meters - Cycloidal Pumps 
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Authorities on Gas Purification are agreed that 
the most important factor in an oxide is Fer- 
tic Hydroxide. Ferric Oxide alone does 
not mean anything but it must be in a 
hydrated state. Chemical or com- 
bined water make “LUX” a par- 
ticularly desirous oxide. The 
effect of moisture is very 
striking and particular- 


ly so in revivification. 


An analysis of an 
oxide will tell you what 


to expect from same. 


“LUX” contains the highest 
percentage of Ferric Hydroxide 
namely on Dry basis from 52 to 59% 


and never more than 3 - 344% Lime as 
CaO. 























“ILUXIT H. T.” Cement (Dry) 


For Patching Hot Retorts, Refractory Linings, etc. Shipped in 110 
lb. bags. Order Sample Shipment Today! 








THE ALPHA-—I|I 


192 FRONT STREET JN 


i“ 
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HAND CALORIMETER ts cee Dey 
Dr. Strache-Kling (Loeffler Model) r 


For Determining the Heating Value 
of Gases 





1. It is portable (weight under 10 lbs.) 

2. It is accurate. 

3. It requires only small quantities of gas for each determination. 

4. It requires no water connection. 

5. A determination can be made in one minute. 

6. It can be operated by anybody without special training. 

7. It does not require standardizing by H2+O gas. 

8. Its cost is reasonable. ' 


The principle involved is the burning of an air gas mixture, of a known 
quantity of gas with a definite volume of air, in an explosion pipette in- 
sulated by means of a Dewar Vacuum jacket. 


The temperature rise is recorded on an inserted thermometer. Each 
instrument is equipped with a computer table. 





DR. OTT-LUX-GAS TESTER LUX-RECORDING GAUGE 
For Indicating Change in For Specific Gravity of Gas 
Gravity of Gas, also in Heating (Simmance and Abady System) 


To determine the Specific 
Value of Gas Gravity of manufactured gas is, 

today, as essential to the smooth 
running of a gas plant, as the 
determination of pressures and 


Dr. Ott - Lux - Gas - 
Tester is most simple 
in construction and op- 
eration. It combines in 
one operation the in- 
formation usually ob- 
tained by three dis- 
tinct time absorbing 
manipulations, namely, 
the Gas Analysis, 
Specific Gravity deter- 
Mination and Calori- 
meter test. While it 
is true that it cannot 
replace any of the 
three tests, 
where spe- 
cific results 
are required 
it is equally 
true that it will show any 
changes in the gas, which are 
caused by changes in com- 
position, gravity or heating 
value. 


(LUX COMPANY ww 


rENEW YORK CITY, N. Y¥. 


















heating values. 


In the Simmance 
Abady System-Lux- 
Recording Specific 
Gravity balance, we 
have an _ instrument 
which will give us, 
at a glance, not only 
any changes _ that 
may have occurred at 
any time, but fur- 
nishes a permanent 
record of the Speci- 
fic Gravity of the gas 
throughout the 24 
hours of the day. 
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“INDUGAS” 
VERTICAL CHAMBER OVEN 


With Water-sealed Drop Door 
INTERMITTENT TYPE 











Minimum Labor 
Low First Cost 


The annual operating reports 
of the Association of Swiss Gas 
Plants disclose that the 


“INDUGAS” ovens produce 
the largest yields of gas per ton 





of coal. 


The following table shows the 





actual average yields from coal 
containing less volatile matter 


than the average American 














coal: 
; : Yield cu. ft. Heating value 
City Time per net ton B.t.u. (gross) 
Baden, Switzerland 4 years average 14075 560 
Olten, Switzerland > 8 “ 13317 570 
Friedrichshafen, Germany Bets . 16045 515 








There’s a Reason 
Full information, layouts and estimates gladly furnished 


INDUGAS COMPANY, Inc. 


114 LIBERTY STREET, NEW YORK 
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With Gas Holders... 


Length of Service 
Determines the Cost! 


Cruse-Kemper Gas Holders are designed and built for low 


maintenance and operating expense over a period of years. 


Care in designing equipment to fit specific purposes and in 
assembling all parts is reflected when the yearly costs are 


totaled. 


And withal the first cost of a Cruse-Kemper Holder is only 


a trifle larger. 


CRUSE-KEMPER CO. 


Ambler. Pa. 


Design that Fits Highest Grade 26 Years of 
the Purpose Materials Experience 
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One of | 


these 2 cements 
will meet 


| your 


_ requirements 


















ih i 








Your particular service require- 
ments can be adequately met by 
one of 2 G. R. High Tempera- 
ture Cements. 


GREFCO, a chrome base cement, 
is suitable for severe furnace 
conditions and high tempera- 
tures, particularly where the 
slagging action is severe. 


STANDARD Silica Bonding 
Cement, another General Refrac- 
tories product, is suitable for 
bonding fire clay and_ silica 
brick, patching and general re- 
pair work. It is ideal for appli- 
cations where the temperatures 
are lower and the service is not 
so severe. 


Samples, descriptive data and 
recommendations for your indi- 
vidual requirements will be 
gladly sent on request. 


GENERAL 
REFRACTORIES Co. 


106 South 16th St., Philadelphia, Pa. 


District Offices: 


Boston Chicago Detroit Pittsburgh Buffalo 
Cleveland New York San Francisco 
Seattle, Wash. Montreal, Canada 
Havana (Representative—Woodward & McMillan) 
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Reynolds 
Products 


for all kinds of Pressure 
Reductions—for either arti- 
ficial or natural gas. 


Governors— 
Intermediate Pressure 
Triple Outlet 
; Holder 
Toggle Type Street 


° Regulators— 

High Pressure Service 

Low Pressure Service 

Intermediate Pressure 

High Pressure Line 

Single and Double 
District Station 


Valve— 


Automatic Quick-Clos- 
ing Anti-Vacuum 











Boston, Mass. 


More and More Gas Engineers 
Realize Reynolds Service Regulator Advantages 


To the best advantage—each in their own respective fields, Reynolds 
Three Service Regulators (Models O, 10 and 20), meet and solve every 
condition and requirement in the field. 

Model O, the old standard, has successfully served for a quarter of a 
century — Model 10 features all working parts accessible and interchange- 
able while in pipe line—Model 20, working parts are so accurate as to 
permit complete interchangeability in shops. 


Complete ‘Data on ‘Request 













MODEL vu 
Spring Type Only 
With or Without Mercury 


MODEL 10 
Dead Weight or Spring Type 
With or Without Mercury 
Seal 


MODEL 20 
Dead Weight or Spring Type 
With or Without Mercury 
Seal 


Je ynolds 
Gas Regulator Company 


nderson, Indiana 


‘Represen tatives 


EASTERN SERVICE CO. F. E. NEWBERRY THOS. C. CORIN 
Avon, N. J. Detroit, Mich. 
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3” gasoline line, 
Tonkawa, Okla- 
homa. Four men 
laid 160 lengths 
in 7 hours, using 
Victaulic 
Couplings 








Two 12” gas gathering lines 


with Victaulic Couplings, 
St. Louis, Oklahoma. 





All-purpose 7 


pipe couplings 
“For — a 


on the li 


FOR CRUDE OIL, GAS, 





PEED, ease and economy of installation— 

and leak-proof joints at any pressure from 
vacuum to any pressure required—have made 
Victaulic Couplings standard oilfield equip- 
ment for crude oil, gas and water pipe lines. 
Flexibility at every joint—every Victaulic 
Coupling an expansion joint for the pipe 
lengths it connects—absence of leaks when the 
line sags or is shifted under full load and work- 
ing pressure—disconnection at any coupling 
without injury te coupling or pipe for cleaning 
the line, replacing a defective length or con- 
necting a new line—elimimation of joint-main- 
tenance costs—these are some of the features 
that have earned the specification of. Victaulic 
Couplings on oilfield and refinery lines, water, 
sewage, compressed air and gas lines and for 


a wide range of uses in process products manu- 
facture. 


Available in all sizes from %4 inch up. For 
steel, wrought iron, spiral weld, and cast iron 
pipe—all pressures. 


VICTAULIC COMPANY OF 
26 Broadway 


AMERICA 
New York 


“FOR EVERY JOINT ON EVERY LINE” 


VICTAULIC 
COUPLINGS 





Victaulic Coupling supporting 980 pound load—under a 
hydrostatic pressure of 1000 Ibs 


VICTAULIC 
DISTRIBUTORS 


Western 


SMITH SEPARATION 


COMPANY 
Tulsa, Oklahoma 
Canadian 


D. B. McWILLIAMS 
Toronto, Canada 


Western Pennsylvania 
PITTSBURGH SUPPLY 
COMPANY 
Pittsburgh, Pa. 


Eastern Pennsylvania 


GENERAL STEEL 
PRODUCTS COMPANY 
Philadelphia, Pa. 


Illinois, Indiana 


BELL & GOSSETT 
Chicago, Illinois 





Mi ta, Wi 4 
F. S. VAN BERGEN 
Minneapolis, Minn. 


Ohio 


CASE HARDENING 
SERVICE COMPANY 
Cleveland, Ohio 


FLEXIBLE LEAK-PROOF 


VICTAULIC 


REG VU SPAT. OFF. 


PIPE COUPLINGS 





WATER, 


For detailed information, write or 
mail this coupon. 














VICTAULIC COMPANY 
OF AMERICA 


26 Broadway New York 


Please send Victaulic Bulletin 
No. 7 








SEWAGE, 


COMPRESSED AIR, Ete. 












ADAMANT DISTRIBUTORS 
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Maryland, Baltimo: 
National Builaing Supply Co. 


ee Spriugueid, 
eur B. _ Car ison 









Ww aide i Company 
Michigan. Detroit. 

The Ray! Company. 
Misuesute, 


Dusuu, 
Duluth Builders a Co, 


Minuesuta, Minneapu: 
Northern Muchivery & Supply Co 
Missouri, Kansas City, 
Union — oe 
Missouri, St. Low 
+ Mandian- Buck hig. Co. 
Nebraska, Oma 
+ American Machinery & Supply Co. 







































Mohawk, 

American Hard Wall Plaster Co. 
New York, New York, 

cc. Phillips, pee W. S4th St. 
New York, Kocheste 

American Clay & "Cement Corp. 

Wa. ee Sons Corp. 
New York, 

American Nard wun Plaster Co. 
New York, Syracu 

Paragon Plaster Go. 
New York, Utica, 

Awerican Hard Wall Plaster Co 
North — Asheville. 

thern Steel & Cement Co 

North Carolina, Greensboro, 

Odell Mill Supply Co, 
Ohio, a 














Cle — Tost & Supply Co. 
Ohio, Colu 

Westwater Supply Co. 
Ohio, Dayton, 
Klinger-Dills Co, 





my Bethiehem, 


Morris Black 
Pennsylvania, Erie, 


Pennsylvania, Pittsburgh, 

Pittsburgh Supply Co. 
a Neading. 

Keading Foundry s _Supvly Co. 
Rhote load. Provi 

Read & indy, 







South Carolina, Columbia 
Columbia Supply Co. 
South Carolina, Spartanburg 
Spartanburg Mill Supply Co. 
South Carolina, Greenville 
Greenville Textile Supply Company 
Tennessee, Memphis, 
Reed & Duecker 






Tennessee, Nashville, 
ag any & Allen Co., Ine. 


Texas, Beau 
Wilder Hardware Co. 






Norvell-W 
Texas, Corpus Christi, 

San Antonio Machine & Supply Co. 
Texas, Dallas, 

Murray Co. 

Texas, El Paso, 

Geo. 8. — Co. 
Texas, How 

Norvell - Wilder | cama Co. 
Texas, San Anton 

San Antonio Mlechine & Supply Co, 
Texas, Waco, 

San Antonia Mochine & Supply Ca 
Virginia, Lynchburg 

Gorma Burnett, Ine, 
Virgmia, Nortu 


in, 
Empire Ms netoteeney & Supply Corp. 
Virginia, Kichmona, 
Southern Ky. Supply Co. 
Virginia, Roanoke 
Gorman L. Burnett, Inc, 
Washington, Seattie, 
Cragin & Co. 
Washington, Spok 
sulidated Supply Co, 
West Virginia, Charleston. 




















Vancouver, 


British es, 
B. C. ment Co., Ltd 






Ontario, Hamilton, 
mson- 4 
Ontario, Port Arthur, 
Wells & Emmerson 
Onta 










Wilton Furnace & Coal Ce., Lea 





Philadelphia 
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the last fo 
operat ions 












GITIZENS s GAS GoMPANY 


Bot field Refractories Coes 


We are in receipt of your rece 
which you re 
ADAMANT? Fire Brick Cements 
the following: 


We hav 


(a) Patch work on cok 
() Boiler yates “ecantar tire brick with a dip joints 
(c) For 

(a) Mixed with gan 


150 to 2700 degrees F 
with either silica or 








TELEPHONE 


no 
MavesTic Buito! pane - 2041 


poLtis .INDIANA 


INDLANS 


» PBs 


nt letter, in 
ence in the use of 
ani are pleased to give yu 


quest data on our experi 


ed ADAMANT during the period covered by 
rang *4 several different phases of our 


= = 11 list as follows: 


which .we wi 





e oven brickwrk, 


ister for large patch wrk 


s from 
ANT nfable in temperature 
oe yw oe corfint that it will bond readily 
fire brick shapes 


Yours very trulys 











Gas Plant Officials ...... 


ADAPRODUCTS 
ADAMANT Fire 
Brick Cement 
ADACHROME 
Fines 
ADACHROME 
A ggregate 
ADACHROME 
Plastic Super-Cement 
ADAPATCH 
(Fire brick in plastic form) 


The ADAMANT Gun 


For a 








interested in prolonging the service life 
of fire brick construction, and in reducing 
refractories repair work and maintenance 
expense, will find much of interest in 
the new booklet on ADAMANT Fire Brick 
Cement and other ADAPRODUCTS. Send 
for a copy of this book, and give us an out- 
line of your refractories difficulties so that 
we can send you suggestions that will help 
you improve refractories service. Write us 
today. 


Botfield Refractories Company 


W orld’s Largest Excluswwe Manufacturer 
of High Temperature Cement 


Swanson and Clymer Streets, Philadelphia, Pa. 















Long Furnace Run, Use The ADAMANT Gun 


BRICK CEMENT 











Whenever You Use a Fire Brick, Use ADAMANT, the Original High Temperature Cement 
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Kaos Klawers 


VUE ANE 


YOU BUY YOUR CAR 
BY THE WAVELENCTH 


The bills for “gas” are in the terms of k. w. hrs. 
and “internal combustion engines are obsolete as 
Dodo Birds”~some of the Roots Blowers. 
Pumps and Meters being installed today will 
still be giving full-time accurate and de- 
pendable service. Data sent upon request. 














> 
From the recent address of a leading 
automobile manufacturer. 


ROOTS Users 
Root for 


The P.H.2 FM.ROOTS CO. 


natticase., CONNERSVILLE,INDIANA  wotiny Stee 
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Here is shown 
a typical installation 
of 48” plain end cast 
iron pipe connected with 
Dresser couplings for manu- 
factured gas. 


Thecouplingsare equipped with 
lead tipped indestructible gaskets 
and will remain permanently tight. 


S. R. Dresser Mfg. Co. 
Bradford 


Penna. 
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THE BARTLETT HAYWARD COMPANY 
Main Office and Works Pershing Square Bldg. 
Baltimore, Md. New York City 





DESIGNERS AND BUILDERS OF 
Complete Coal Gas Plants 
Carburetted Water Gas Plants 
Blue Water Gas Plants 
Oil Gas Plants 
By-Product Plants 
De Brouwer Charging and Discharging Machines 
Salt Water and Fresh Water Condensers 
Tar Extractors 
Purifiers 


B. H. Co. Vertical Centrifugal Scrubbers 


(Feld Type) 


B. H. Co. Thickener 


(Genter Type) 


Steel Tanks 
Vertical Waste Heat Boilers 
B. H. Co. Westling Valve 


(Patent Applied For) 


Fast’s Flexible Couplings 


GAS HOLDERS 








Tue BartLtett HAywarp CoMPANY’s MAIN PLANT 
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Pioneer of the Gas Industry 


Including- GAS INDUSTRY- Est.1900- 


HENRY M. RILEY, Editor 














Ad Infinitum 


ANY OF THE ILLS with which 

man has to contend emanate from 
the stomach. Consequently, this organ 
demands food that has been intelligently 
selected from a dietetic standpoint, prop- 
erly cooked and, what is equally import- 
ant, preserved in a fresh and wholesome 
condition from the time it is culled from 
the farm or packing house until it arrives 
on the dining table. 


One of the greatest factors insuring 
proper food preservation is the use of re- 
frigeration, either by ice or mechanical 
means and, although one might be of the 
opinion that nearly every family must 
possess some sort of means for keeping 
food fresh by this means, such is not the 
case. Indeed, many people and agencies 
who possess refrigeration facilities at 
times let down the bars with the attendant 
ill effects. Hence, an intensive education- 
al movement to take care of the non-users 
and to keep the users in line is obviously 
much needed. 


The National Food Preservation Pro- 
gram which is being conducted during the 
current month supplies this much-needed 
educational stimulus and it can be pre- 
dicted with all assurance that the move- 
ment will be a success from every stand- 
point. 


Bringing the matter closer home, every 
gas man who is truly interested in further- 
ing his Industry will amply appreciate the 
big part the gas refrigerator will play in 
the National Food Preservation Program. 


But, to contribute to the movement in a 
satisfactory way we will have to get out 
and hustle. We will have to boost and 
talk up gas refrigeration, not only at every 
opportunity but we will have to create 
opportunities. This latter thought involves 
a condition whereby we will have to make 
the public “gas refrigerator conscious”; 
not a difficult task if we will but realize 
that it can be done. The gas refrigerator 
is beyond doubt a proven device. It is 
now silently doing a great work in thou- 
sands of homes. It is economical to oper- 
ate; it is as attractive a refrigerating 
medium as those motivated by other forms 
of energy; lastly, it carries an intriguing 
sales appeal which no other mechanical 
refrigerator possesses. All that is needed 
is for the Industry as a whole to have 
faith in the appliance and the salesmen 
and publicity men can be counted upon to 
do the rest. 


However, we must not stop with the 
month of September. The active further- 
ance and sale of gas refrigeration should 
be an all-time proposition. Nothing less 
will suffice. 
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Forecasting 
Peak Loads 


T= THREAT of sudden increases in gas de- 
mand now hangs over the head of every gas- 
company management. The first “cold snap” 
of the fall is going to bring into action hundreds or 
thousands, of small auxiliary heating units which have 
been rusting away in idleness for several months past. 

There is no means for preventing this epidemic of 
sudden demand each fall. But there are many means 
by which the incidence of the demand may be antici- 
pated and its unfortunate effects eliminated, or at least 
minimized. One of these means requires merely a 
reasonable amount of adavnce planning, the assignment 
of particular loads to each works or of particular extra 
jobs to each man in the organization who will be af- 
fected by the fall increase. It is a very good plan to do 
this scheming and organizing while the days are still hot 
enough to wilt a collar. 

And it is also important for the management to 
watch weather reports from day to day as fall ap- 
proaches. It is not possible to forecast with great ac- 
curacy just when unwanted sudden changes in load are 
to come, but certainly a forecast of an abrupt drop in 
temperature anticipated by the weather report should be 
a caution signal to the production manager. He should 
be very sure that on the morning when the chilly day 
arrives his holders are full to the top and everything is 
set to take care of the extra space-heating burden. It 
may be that both the weather man and the public will 
disappoint him occasionally, and he may have to slack 
off on production later in the day in order not to blow 
the seals of his holder. But those little inconveniences 
of operation are far less serious than the others which 
might follow in the train of unduly lowered pressure 
because of excessive loads without adequate gas to 
meet them. 


Gas Man Cooperation in 
Systematic Fire Surveys 


ANY MUNICIPAL fire departments make 
M regular fire-prevention inspections. If this is 
not the practice in your city it ought to be. If 
it is the practice, then the gas company should have a 
part in it. Every fire prevented is vastly more im- 
portant than a dozen fires extinguished after they have 
done much damage. This is a well recognized fact. It 
is a fact that can be sold to city officials, business men, 
and, we hope, even to gas-company executives. In- 
spections to this end should be general, not by interested 
superintendents, but by trained fire-prevention in- 
spectors, perhaps best by specially trained members of 
the city’s fire-fighting force. 
The direct advantage of cooperation between gas com- 
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panies and city firemen in this work is, of course, a re- 
duction of fire losses ; but the indirect advantage may be 
even greater in developing an understanding of gas ap- 
pliances and the proper way to treat fires where gas is 
or may become a contributing factor in the damage 
done. 

Gas seldom is a direct cause of fire, and then only 
where carelessly or ignorantly used. It may, however, 
through no fault of anyone, become a contributing 
factor, if a fire already started from other causes oc- 
casions an opening of gas lines. It is desirable, there- 
fore, that all the fire-fighting force of the community 
understand just how gas installations are made, to, pre- 
vent escaping gas with its attendant hazards of in- 
creased fire, and even greater hazard of possible explo- 
sion. Every trained fireman of a community should 
know how to turn off the gas in all varieties of service 
cocks which are in use. They should be encouraged to 
find out where such turn-off devices are located in ad- 
vance of the emergency when they may need to use 
them. They should be assisted in every way through 
the active cooperation of emergency and executive of- 
ficers in times when no emergency exists quite as much 
as during the time when a fire is being fought. 

The Chamber of Commerce of the United States is 
holding annually contests between communities to de- 
termine which in each class can accomplish the greatest 
reduction in fire loss. This is adding a new incentive to 
local efforts. Public-utility executives should take full 
advantage of this trend and become partners with the 


city firemen in prevention as well as fire-control 
measures. 


Helping the 
Salesman 


LSEWHERE IN THIS issue will be found the 
k first article of a series, “Gas Utilization Tech- 

nology for the Domestic Salesman,” which should 
be of considerable assistance in furthering gas sales. 

Months ago this matter was carefully thought out and 
planned by American Gas Journal staff in conjunction 
with the author, Mr. A. M. Apmann. In addition, 
other gas men were consulted as to the nature of the 
articles, so that the domestic salesman would be assured 
of obtaining a maximum of benefit from them. 

The “hand-shaking” era in selling is past. Salesmen 
must now know their wares in order to produce. 
Further, they must know something of the competitor’s 
goods. In our Industry, in order for the salesman to 
be adequately posted, it is necessary for him to have 
a practical working knowledge of the technology of 
appliances and the fuel that they utilize. 

Fortunately, such technology can be imparted in an 
understandable manner and the author of the series, Mr. 
Apmann, has admirably accomplished this end. Alert 
salesmen will welcome this series and profit by their 
reading. 
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Carl Auer 
von Welsbach 

HE DEATH of Carl Auer von Welsbach not 

only deprives the Gas Industry of one of its 

outstanding geniuses but will also cause many 
of us to hark back to the time when the lighting fix- 
ture bearing his name was the mightiest bulwark in our 
entire business. Later this selfsame bulwark was to 
serve us faithfully dur- 
ing the trying period of 
transition when we 
came to find that our 
big field lay in the use 
of gas ‘as a strictly 
heating agency. 

It raises an interest- 
ing speculation as to 
what would have hap- 
pened to the Gas In- 
dustry had it not been 
for the Welsbach man- 
tle. Some might con- 
tend rather convinc- 
ingly that gas would 
have speedily become 
others 
would hold that yeo- 
man service would have 
been required to carry 
on. _Somewhere 
tween these two ex- 
tremes perhaps, lies the 
fact of the matter. 


passe while 


be- 


Carl Auer von 
tle that bears his 
inestimable value 


Welsbach in inventing the gas man- 
name accomplished several things of 
to the Gas Industry. First, the in- 
vention itself was an outstanding scientific achievement ; 
one to rank with Lowe’s process for making water 
gas as a truly great chemical engineering advance in 
the industry. Next, it made the gas man Bunsen 
surner conscious, so to speak. In this regard it would 
be difficult to enumerate the effects this scientist’s dis- 
covery had on the later developments of burners of 
a varied sort. Lastly, the mantle invention threw its 
vast potential possibilities into the breach of gas com- 
mercial matters at a time when most needed and 
heartened the industry until it could find its ultimate 
field in the realm of heating. American Gas Journal 
feels that the latter was the greatest accomplishment 
of Carl Auer’s inventive genius. 

Although gas lighting, in this country at least, is but 
a shadow of its former greatness, Carl Auer has writ- 
ten his name imperishably in the scientific annals of the 
Gas Industry. 

It is to be hoped that in the near future someone 
from the ranks of the American Gas Industry will an- 
nually offer a Carl Auer von Welsbach Medal for some 








Welcome is the man who brings ideas to the salesmanager 
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particularly noteworthy achievement in furthering the 
use of gas. 
— %——_ 

How About 
Paterfamilias? 

T ALMOST every turn the average American 

household encounters some new device of a 

mechanical or semi-mechanical nature for mak- 
ing the tasks in the 
home lighter. These 
appliances are for the 
most part purchased by 
the woman doubtless 
for the plain reason 
that nearly all of the 
advertising incident to 
them is directed toward 
her. Further, it is the 
woman who is most 
often approached as a 
prospect by the sales- 
man or demonstrator. 

3ut, once let the ap- 

pliance finds its way in- 
to the home and subse- 
quently develop a me- 
chanical ailment 
forthwith the 
familias is pressed into 
service with his meagre 
kit of “five-and-ten” 
tools. He might also 


and 
pater- 


come in for a season 
of fault-finding for not having investigated the de- 
vice before it was purchased. As a matter of fact, all 
he knows of the appliance when the S. O. S. is sent 
out is that there is such a “critter” in the house for 
which he is paying on a monthly basis. 

Regardless of all the appliance advertising that is 
written in the housewife’s language and aside from 
the fact that she receives most of the salesman’s at- 
tention it is the man of the house who is the better 
posted in a mechanical sense. It would seem then, 
that the advertiser and salesman alike should devote 
a generous portion of their efforts to him. Or, at 
least both the man and woman of the house should 
be sold a particular appliance—the former from a me- 
chanical and the latter a convenience standpoint. 


+ 
Say It 
With Capitals 
HOSE IN ATTENDANCE at the coming 


Atlantic City Convention can be assured of the 
best program of papers ever presented at a meeting of 
gas men. Moreover, careful program planning has 


permitted of time to visit the exhibits. 
AMERICAN GAS ASSOCIATION HAS DONE A 
GOOD JOB. 
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Greeting the Customer in a Congenial Atmosphere 








Upper left—New Customers comfortably 
seated at individual desks while applying 
for service. 


Upper right—Attraciive Customers Serv- 
ice Department of Westchester Lighting 
Company. 


Center—Cover of a booklet telling the 























‘a | 
So wee sear, ¢ 
oe eerient ae X 





Pusuic Service COMPANY 








customer how to obtain the best results 
from his gas service. 


Lower left—Close-up of individual desk 
contact. The transaction is _ private, 
friendly and personal. 


Lower right—A pplication desks set in an 
atmosphere of charm and comfort. 
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The New 


Customer 


By H. T. East 
Assistant to Vice-President, 
Public Service Company of Northern Illinois. 


R. NEW CUSTOMER 
enters the gas company 
office. It is a new ex- 

perience with him. He is skep- 

tical, hesitant, half afraid. Will 

he get gas? How long will it 

take? What will it cost him? 

He wishes the business were 

over with as he approaches the 

clerk at the counter. Bear in 

mind, he comes to request serv- 

ice that should have been so- 

licited of him. No salesman 

— has ever called to sell him the 

advantages of gas. They have been too busy selling 
appliances which pay them larger commissions. 

Here is a great opportunity for the company. Will 
its agent, the employe, make the most of it? If the 
applicant is given prompt, courteous, sympathetic, pa- 
tient attention, with a genuine display of interest, and 
if an honest effort is made to explain the steps neces- 
sary to get gas introduced into his premises, Mr. New 
Customer will soon become reassured, flattered at the 
kindly attention, and leave confident that he is begin- 
ning to do business with a friendly firm. The first im- 
pression will be a good one. Mr. New Customer will 
be convinced that the gas company means well by him 
and this feeling will often be strong enough to offset 
some possible delay, annoyance, or shortcoming of the 
future. 


Where Good-will Is Born 


If, on the other hand, he is shunted about to several 
people and has to explain over and over what it is he 
wants; if he is met with that first cousin of discourtesy, 
lack of genuine interest and attention, the opposite feel- 
ing is engendered and the seed of dissatisfaction that 
sprouts and grows so vigorously is sown. Bear in mind 
at this point that the attitude which demands future 
goodwill effort by the company is born. This first con- 
tact is immensely important. But only the first step 
has been taken. Let us follow this customer for a while 
after assuming the company is poorly organized and 
managed, that it is unmindful if its obligation to the 
customer, and further, that it is selling gas and not 
genuine gas service. 


Questions follow: “Do the mains pass your house? _ 


Which side of the street is it on? There may be 
changes. Where did you last use gas? It may be some 
time before you get connected. We cannot make a 
definite promise.” Bewildering questions, demands, but 
no carefully presented information or helpful advice. 
An application blank with the ominous title “Domes- 
tic Gas Service Contract” with many lines of finely 
printed stipulations interspersed with weighty legal 


terms is placed before him. “Sign here.’’ Sipn? He 
did not come to borrow money or enter into a contract. 
He came in to tell the gas company that he wanted to 
become a gas user and pay the company for it. He 
may be reluctant to sign papers; he has always been 
told to carefully read anything before signing. It 
would take too long to read it all and he would not 
understand it anyway. Finally, to avoid appearing 
“dumb”, his signature is affixed, but not without mis- 
givings. Anyway the thing is done. Bewildered and 
doubting, Mr. New Customer passes out to await de- 
velopments. 


The Machinery Starts 


Now the ponderous wheels of the company routine 
begin to turn, All is as it should be; for has not this 
same procedure been followed by this company for over 
thirty years? The order is passed on to the credit de- 
partment where the watch dogs of the company treas- 
ury ponder over the signature to determine by the shape 
of the very letters whether Mr. New Customer will pay 
his future gas bills. “Never used gas before”, the 
records say. Aha! Here is a suspicious character. 
The company must be protected. Form letter No. X 
is mailed him. It is very politely worded but requests 
a bill guarantee deposit of five dollars. It does not 
explain why. What is Mr. New Customer to think? 
But never mind, the machinery does not stop. There 
is time enough to stop it later if the five spot does not 
show up, 

The order goes, let us say, to the inspection depart- 
ment and is taken out the next morning by a field man. 
He approaches the house and with the calm assurance 
of one who has the proven right, critically examines 
the yard and house, measuring here and there, never 
taking the time for a friendly chat with the awed house- 
wife about gas and how it is distributed. At any rate 
he has the measurements. The data reaches the office 
showing that forty feet of service pipe are required 
inside the property line and that the pavement must 
be broken. This sort of thing is understood perfectly— 
by the company men who handle it. The charges total 
$34.50. A job order contract is promptly mailed. “Sign 
both copies and return with your check in amount 
$34.50. Very cordially yours, Gas Company.” Maybe 
Mr. New Customer does not have that much money 
laying idle just now, but he more likely hesitates be- 
cause he does not understand. How could he? Nobody 
has ever explained that customers own the service pipe 
laid inside their lot lines or that the municipality re- 
quires advance payment for broken pavements. What 
to do? Friend wife is determined to either have gas, 
a new oil stove, or a divorce. He signs and sends with 
check attached. It won’t be long now, everything is 
fixed. 
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The job is scheduled. Comes a crew to install the 
service. They move in on Mrs. New Customer’s lawn 
and viciously attack it. Did the foreman tell her that 
it was too bad to disturb such nice grass but it would 
be carefully replaced? Not much, he had an order 
which gave him the right to dig away. The pipe is laid 
but there is no house piping to connect it with. “Sure 
you must have that done by your own plumber, The 
company does not do that? Didn’t anybody tell you 
that? They thought the company took care of every- 
thing but will have house piping installed tomorrow. 
The ticket is marked “Not Ready” and filed away. 

Mr. New Customer has piping installed and waits a 
day or so and then calls at the office to learn why he 
has no gas. A “service connection delay complaint,” it’s 
labeled. Now things begin to hum. The street depart- 
ment is called. “Report on Mr. New Customer, four 
six one Vine Street.” ‘That service is in, completed 
last Friday.” | Now, that much misused and over- 
worked word “Service” gets busy. To the street de- 
partment “Service” is service pipe, to the complaint 
clerk it is the whole gas connection, and to the anxious 
customer it is water heated or meals cooked. Despite 
argument it is discovered that everything is not com- 
plete, the order is resting in a pending file. No follow 
up here to insure selling gas as soon as possible. “We 
will take care of it at once.” 

The meter arrives but that stove which was bought 
at a department store is not connected. “Can't you 


connect it?” “No m’am, I am a meter setter. You will 
have to have the company send out a fitter. Notify us 
when it is connected so we can set the meter.” No gas 


sold yet at this address. 

Eventually, despite everything done seemingly to de- 
lay jit, the service is turned on and an unrestricted sup- 
ply, of gas, the perfect fuel, is made available to per- 
form the many functions requiring heat. If the poor 
customer is not thoroughly disgusted it is because the 
convenience of the new fuel has completely over- 
shadowed the feeling, engendered by the mishandling 
of his order. 


And So It Goes! 


Just as sure as death and taxes a bill arrives, Strange 
symbols and figures, hopelessly arranged, but with the 
sum to pay easily enough discernible. Why is it that 
much? How does the company know? How can a 
meter measure gas? But, if he complains or inquires 
some clever, fast talking young fellow will try to con- 
vince him that the bill is really low and make him 
ashamed. Anyway they will turn off the gas if he does 
not pay. And so it goes. 

Space will not permit a recital that includes more of 
the misadventures of the new gas customer. It is not 
intended to have this poor customer undergo all the 
trials and tribulations his kind is subjected to at one 
lime or another by some gas company. Probably no 
company is as bad as the above, but the point is that 
almost every company has some practice, policy, rule 
or regulation that could be discarded or changed to sim- 
plify the process of securing gas service. This clinging 
to archaic rules and procedures is possibly more preva- 
lent with us gas people than with our younger electric 
cousins. Such cases do exist and usually, because their 
ill effect upon customer relationship is not realized by 
those empowered to correct them or possibly because 


of the groundless belief that a change will have some - 


harmful result. Well enough should never be left alone 
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in this progressive age, especially where improvement 
will build customer goodwill, so let us examine some of 
the possibilities to see whether things are as they should 
be. 


Customer Contact Quarters 


Pleasant surroundings and a friendly atmosphere 
should. greet Mr. New Customer when he enters the 
gas company office if that valuable first impression is 
to be a good one. Many companies, recognizing this 
fact, have provided customers’ halls and offices ar- 
ranged for the convenience of their patrons. The fur- 
niture and fittings need not be costly or elaborate but 
should have charm and should be easily accessible. 
Seats must be provided for use when for any unavoid- 
able reason a wait is necessary. 

It is human nature to be reasonable when comfort- 
able. This human trait can be capitalized by providing 
seats for use while transacting their business. Many 
companies have removed counters formerly used for 
customer contact and replaced them with individual 
desks where the customer is seated with the company 
representative. There is a decided trend in this direc- 
tion. The portographs show excellent examples of cus- 
tomers’ halls which provide facilities insuring comfort 
and privacy for visitors. The arrangement has much to 
recommend it from a customer relations point of view. 

For many years gas companies believed that it was 
absolutely necessary to obtain a signed application or 
contract from each new customer. Many organizations 
still insist that this is essential and picture the terrible 
consequence which will result if the customer’s signa- 
ture does not repose in the files. 

The actual experience of many representative com- 
panies proves that customers do not generally like to be 
required to sign a contract when they merely wish to 
buy gas service, Other business houses do not require 
signatures of their patrons. Some people are skeptical 
about contracts, particularly those that carry stipula- 
tions too long to read and phrased with legal terms or 
language not understandable to the lay person. Signa- 
ture requirements also make a personal visit to the 
office necessary thus inconveniencing the customer or 
entailing extra expense to the company if the forms are 
presented at the customer’s home. By doing away with 
the signature requirement, calling the form a request in- 
stead of a contract, and using a minimum of simple un- 
derstandable words, dealings with the new customer are 
made much more satisfactory. Companies which refuse 
to make these changes are doggedly clinging to an old 
practice which has no real justification and are over- 
looking a splendid opportunity to make their initial con- 
tact with their patrons more pleasing. 


Credit Restrictions 


The right of the gas company to safeguard itself 
against losses due to unpaid bills cannot be denied. In- 
deed, these safeguards benefit the rate payers as well 
as the company since any losses sustained must be 
borne by bills paid and excessive losses would eventual- 
ly affect rates to all users. Ability to pay and credit 
status of applicants are matters which must be consid- 
ered. Too often, however, the method or practice is 
placed in effect or continued in use without due con- 
sideration being given their effect on the new customer. 
who, after all, is, in the majority of cases, an honest 
person who intends to pay his obligations. He may 
not even realize that this buying gas service is some- 
what different than the buying of some commodity 
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which he carries home with him since it is always used 
long before the bill can be computed. This being true 
why not see that this difference is carefully explained 
before requesting a deposit to guarantee payment 1! 
such is deemed necessary. Although new customers 
deserve this consideration, the reasons for such de- 
posits are not always properly presented. 

Service connection should never be delayed pending 
credit investigation. This can follow without risking 
appreciable losses in cases where the investigation can- 
not be completed at once. When no specific reason to 
doubt credit is obtained, it is preferable to give the ap- 
plicant the benefit of the doubt and then watch the ac- 
count closely until credit is established by experience. 
A more tolerant and sympathetic handling of credit 
regulations will undoubtedly bring good-will exceeding 
in value any losses which might result. This has been 
conclusively demonstrated. 


Trained Contact Employes 


Physical surroundings and company policies are im- 
portant considerations but all these advantages are nulli- 
fied if the personnel representing the utility company 
is not qualified to render prompt, courteous, efficient, 
and friendly service. This fact is becoming more and 
more recognized. Only those of pleasing personality, 
tact, diplomacy, with sympathetic understanding, a 
thorough knowledge of the business and the company’s 
obligation to its patrons should be used in this work. 
Employes who have not clearly demonstrated their na- 
tural qualification should be transferred without delay 
to other duty. 

To insure knowledge of the gas business, company 
policies and practices, the personnel should be carefully 
trained and this training must be more or less continu- 
ous. Many workable training plans have been evolved 
which bring about the desired result. The group con- 
ference plan where every day contact problems are dis- 
cussed and the best phraseology or procedure for each 
case agreed upon has proved especially suitable for 
training contact employes. Any company which does 
not give the selection and training of employes the at- 
tention the matter deserves cannot expect satisfactory 
results. 

Informing New Customers 


Customers’ lack of information concerning gas, its 
distribution and application is an obstacle to better cus- 
tomer relationship. This is naturally more pronounced 
with new customers. Newspaper advertising, public 
talks, cooking schools, and personal calls at customers’ 
homes are plans which have been successfully employed 
to improve the situation. Perhaps the most effective 
means of placing information in the hands of appli- 
cants for service at the time when such information is 
most needed is by means of a pamphlet which can be 
handed out or sent by mail as soon as the address is 
known. 

Care must be taken to see that this booklet contains 
information which the customer requires rather than 
that which the company wishes them to have, that is, 
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it should be informatory and not an advertising medi- 
um. Some of the subjects usually covered are: history 
of gas, how it is made, instructions on operation of ap- 
pliances, safety suggestions, description of meters and 
how to read them and hints concerning the economic 
use of gas. 

One objection to this means of informing customers 
is the possibility that it may be substituted entirely for 
those personal explanations, which, properly handled, 
make real friends for the company. Inquiries and re- 
quests for information should never be answered by 
handing out a booklet although one should always be 
presented later. Booklets with information which will 
aid customers have an important place in a business as 
little understood as the gas business. 


Service Connection Delays 


Once the formalities of the application and credit 
approval are passed the order is forwarded for execu- 
tion. Here lie many opportunities for delays and an- 
noyances which a carefully arranged and properly con- 
trolled routine can avoid, Applicants should, of course, 
give ample notice, especially where mains or services 
must be laid, but if for any reason they fail to do so 
they can hardly be criticized or penalized for the fail- 
ure. Imagine a competitive business blaming a pros- 
pective customer for not having arranged his purchase 
for the convenience of the firm. After obtaining all 
necessary information, and no more than is necessary, 
the steps required to introduce gas into the premises 
should be carefully explained. No promise should be 
made that cannot be faithfully fulfilled. If there is 
possibility of payments for paving or other condition 
this possibility should be mentioned and reasons fur- 
nished. 

Analysis of time taken to complete installations will 
almost invariably show opportunities for reducing the 
elapsed time. Actual work may be delayed awaiting 
office records, work orders and the like. Failure to 
promptly forward progress reports between depart- 
ments, slowness in scheduling work or deliberate de- 
lays due to underestimating the need for prompt con- 
nection often cause a loss in sales as well as dissatis- 
fied customers. A review of a group of orders will 
usually reveal causes of delays which can be corrected. 
An adequate follow-up system, operated by a depart- 
ment not responsible for the actual work will also re- 
duce delays. Such opportunities are many and the re- 
sults immediate. 

Many gas men, reading these remarks concerning 
the new gas customer will feel that it is an attempt to 
make a mountain out of a mole hill because the ratio 
of new customers to the total served is so small. Sta- 
tistics show that in the United States gas companies 
each year serve for the first time well over one-half 
million new customers, men and women who never 
before enjoyed the benefits of the service. If they are 
warmly welcomed, duly informed, promptly connected, 
and efficiently served, who can say that the result will 
not be of great value to the gas industry. 
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View looking north over the new line of hangars at the Cleveland, Ohio, Airport. 
Here and elsewhere are offered opportunities for gas. 


Watch The Airports 


Commercial Aviation points the way to more Extensive use of Gas 


By J. E. Bullard 


about two years old. Over 1,000 airports are 

now being developed and more than a thousand 
more are being planned to-day for construction within 
the next year or two. The Lehigh Portland Cement 
Co. is offering $10,000 in prizes for airport designs. 
The best authorities insist that every community large 
enough to have a railroad station will also have to have 
an airport and that in less than five years there will be 
more planes landing and taking off each airport every 
day than there are trains stopping at the railroad station 
in the city served by the port. In this estimate only 
scheduled air transport line planes are considered. It 
is possible that privately owned planes will have to use 
other than the main airport of the community. 

At the present time there is not a single fully devel- 
oped air terminal developed in this country. Within 
another couple of years we may expect that several 
hundred at least will be real air terminals. Eventually 
all communities will have to have adequate airport 
facilities. 

An air terminal must have a terminal building. This 
building must provide all the facilities of a modern rail- 
way passenger station. It must have a hotel for air- 
ports are usually located too far away from the hotels 
in the cities to make it convenient for passengers to 
stop at them. It must have repair shops for planes and 
it is desirable that it have repair shops for automobiles 


(atest to 96 aviation in this country is only 


and busses so that the lines run by the airport manage- 
ment will have service facilities right at the port. 

Near the port will grow up industrial centers com- 
posed of plane factories, manufacturers of plane parts, 
light relatively high price articles that lend themselves 
readily to transportation by air and producers of other 
goods that require rapid transportation. For example 
it is almost certain that the milk sold in large cities will 
have to be collected from wider areas than is now the 
case and in order to do this effectively airplanes will be 
used for the purpose. 

Residential sections will grow up around airports for 
as the number of passengers carried and the mail, ex- 
press and freight increases in volume it will be desir- 
able for more and more families to live as close as 
possible to the port, so that the wage earners of those 
families who are employed at the port may be close to 
their work. Also there will be more and more com- 
muting by air. Air commuting is already increasing in 
importance and some far seeing real estate concerns are 
developing residential developments around private 
landing fields, 

It is obvious then that within a very short time there 
is going to be a growing demand for gas at airports. It 
would be highly desirable to have all buildings heated 
by gas in order to do away entirely with smoke. It 
requires very little smoke to obseure the landing area 
to such a degree that landing becomes dangerous and it 
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is possible that in the future laws will have to be passed 
prohibiting the use of smoke producing heating plants 
in the vicinity of any airport. 

One of the first things that the city of Buffalo, N. Y., 
did when developing its airport was to drill two natural 
gas wells and the gas from these wells provides for part 
of the heating requirements. In most parts of the 
country gas wells cannot be drilled at the port and it is 
necessary to depend upon manufactured gas. How- 
ever, it often happens that the best site for the port is 
a considerable distance from the gas mains and unless 
the gas company fully comprehends the gas market 
that is being developed at ports some other fuel than 
gas must be used. 

Let us now consider the uses of gas at an airport. 
The first buildings usually erected at an airport are 
hangars. If winter flying is to be done it is desirable 
that they have heating facilities in order that the engines 
on the planes can be more readily started and it will 
not take so long to warm them up. 

Next in importance to the hangars are the repair 
shops. These obviously must be heated if work is to be 
done in them in the winter time. They also should have 
facilities for the heat treating and the working of 
metals. Metal is playing a greater and greater part in 
the production of planes. Big transport planes are being 
made entirely of metal. Metal propellers are becoming 
more and more popular and a slight accident is likely to 
cause a propeller blade to be bent and this blade has to 
be straightened or a new one procured. 


Prospects in Terminal 


Before a successful passenger business can be con- 
ducted throughout the year a passenger terminal must 
be built. In addition to waiting rooms and concourse, 
provisions must be made in these terminals for execu- 
tive offices of transport companies, quarters for pilots, 
restaurants and the like. In this building in addition 
to heating, there must be fuel for cooking, for 
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heaters and oil fired cooking apparatus have been in- 
stalled it is not nearly so easy to get the business as it 
is when the port is just being planned. 


Gas Salesman Must Be Alert 


The gas salesman will do well to keep in very close 
touch with the airport manager. If the port has not 
yet reached the stage where it has a manager then 
business must be done with the chairman of the airport 
commission which is charged by the city with the duty 
of developing the port. If a private concern or indi- 
vidual is developing the port then the manager of the 
concern or the individual owner is naturally the person 
to see. 

Some private companies are already planning air- 
ports that will cost from one to several millions of 
dollars to develop. Virtually every city of any size will 
have to provide a public airport. The present estimate 
of the Department of Commerce of the cost of a port 
that will meet the requirements of a public airport for 
a city is two dollars per capita. This cost will go up as 
air traffic increases, planes become larger in size and 
greater areas and better runways are needed at the 
airports. 


Every gas company, therefore, may profitably have 
one salesman who spends enough of his time studying 
the local airport situation to keep fully informed in 
regard to the possible gas market it offers. The poten- 
tial demand is certainly very large and though the 
present sales may not be large they are sure to increase 
to such a degree within a very few years that a gas 
company can well afford to make a considerable invest- 
ment to supply the initial demand. If gas is the first 
fuel used in and around the port, it is likely to be the 
only fuel, provided an adequate supply is always avail- 
able. 





heating water and some means provided for 
refrigerating the food kept in stock. Gas can be 
utilized for all these purposes. | 

It is quite probable that the airport manage- 
ment will find it necessary to provide transporta- 
tion to the city. This means using busses and 
smaller cars and having a servicing and repair 
station for these vehicles. Here gas will be 
needed for the usual purposes in repair and paint | 
shops. 

As factories locate at the port they will de- 
mand the supplies of gas needed for the various 
industrial processes requiring heat. The 
residential section around a busy airport grows 
faster than any other residential section in or 
near the city and this growth will continue long 
after the airport has become fully developed, 
for around every transportation terminal of any 
kind there is always an increase in building. The 
vicinity of an airport promises to lend itself 
much more to residential development than does 
any other type of transportation terminal. The 
fact that it is some distance from the city itself 
tends to increase this growth. 

The opportunities for selling gas to the air- | 
port will naturally vary with each port. Each | 
one is a special problem in itself. However, it | 
is important that every effort be put forth tc | 
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port just as soon as development has gone 
far enough to create a demand. After oil 


Plans of America’s largest city for aviation facilities 
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Uses Gas to Speed up Aircraft Making 


Commercial aviation is coming into its own. Recently 
the air-traveling public has demanded “ships” of grace- 
ful lines and comfortable appointments. Aircraft makers 
everywhere are responding with alacrity. To keep up 
with the pace thus set, old methods of manufacture 
give way to new day after day. Among these changes 
is that of switching to the use of gas for refined heating 
operations in aircraft factories. 

Naturally, when city gas is not available, Pyrofax 
may be used with every bit as much advantage as city 
gas. This fact has been fully recognized by the Fokker 
Aircraft Corporation of America at its Teterboro, N. J., 
factory. 

About a year ago, a single Pyrofax unit was installed 
to furnish gas for soldering-furnaces. Pyrofax proved 
its worth immediately, and in the summer two more 
units were added to help conduct other operations. 

At the start, the use of Pyrofax was confined to the 
tin shop. In this department fusilage sheeting is 
stamped, formed and assembled. In the assembly 
stages soldering and tinning operations are important. 
One of the important products used in the wooden fusi- 
lage frame assembly is hot glue. So Pyrofax was given 
the job of heating the glue pots in the main assembly 
room. A combination heating pot and ladle with a 
Wolf Urn Burner is used. 

Polished fittings for ship cabin interiors distinguish 
most of the airplanes made today. Many of these fit- 
tings must be specially constructed. Usually the un- 
finished fittings are plated and polished by the plane 
maker. Before plating, all dirt and grease are removed 
from the parts by placing them in a bath of cleaning 
solution which must be kept at a temperature of 200° F. 

Originally, smaller parts were placed in baths heated 
by means of hot plates. Later on larger parts, such as 
motor shields were required to be highly polished and 
larger baths were installed. A vat, four feet by two 
feet deep, was built. Under it were placed two No. 60 
BCE Johnson Industrial Burners. Although this vat 
was originally designed to be heated by electricity, Pyro- 
fax Gas has been substituted because the operator main- 
tained that gas heated the contents much more quickly. 
Often the baths must attain maximum heat quickly. 

—P yrofacts. 


—_—_——__—_- 


Government Producing Helium on Large 
Scale at New Amarillo Plant 


The new Government helium plant, located at Soncy, 
near Amarillo, Texas, produced during July 648,850 
cubic feet of helium, of an average purity of approxi- 
mately 97 per cent, the United States Bureau of Mines, 
Department of Commerce, announced recently. The 
first shipment of helium from the plant was made on 
May 6, and production has been steadily increasing since 
that date. 

While detailed cost data are not yet available, it is 
confidently believed that production costs at the new 


. plant will be well within the previously estimated figure 


of $20.00 per thousand cubic feet of helium. This is 
the lowest figure at which helium has ever been pro- 
duced, so far as is known to the Bureau of Mines. Only 
a single unit of the plant is now in operation. When the 
second unit is completed, in the near future, the normal 
capacity of the plant will be far in excess of present 
Government requirements. With practically the same 
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fixed charges, production can then be increased to any 
desired amount up to 20,000,000 cubic feet, or more, per 
year, and costs per thousand cubic feet of helium will 
depend on the amount of orders received. 

The average cost of helium produced at the Fort 
Worth plant during 1926 was about $34 per thousand. 
Compared with this figure, a cost of $20 per thousand 
effects a saving of approximately $36,000 in the helium 
required for a single filling of the Los Angeles, or 
$91,000 in the cost of the 6,500,000 cubic feet required 
to fill one of the big ships now under construction for 
the Navy. 

Shipments of helium are now being regularly made 
from the Amarillo plant in specially designed tank cars 
to the Navy at Lakehurst, N. J.. and to the Army at 
Scott Field, near St. Louis, Mo., and at Langley Field, 
near Newport News, Va., for use in the dirigibles op- 
erated by these services. 

Before the World War, Helium, which had been ob- 
tained only in small amounts as a curiosity in scientific 
laboratories, cost about $2,000 per cubic foot. As the 
result of research by the Bureau of Mines, in coopera- 
tion with other Governmental agencies and commercial 
interests, production costs have been brought down to 
approximately 2 cents per cubic foot. No other nation 
is able to provide its dirigibles with this rare, noninflam- 
mable gas, it is pointed out, because supplies of helium- 
bearing gases in magnitude sufficient for such large scale 
production have so far been discovered only in this 
country. The German dirigible, the Graf Zeppelin, 
which recently completed a successful transatlantic 
flight, must depend on the highly inflammable hydrogen 
for its buoyancy. 

Helium is extracted at the new plant from natural 
gas having an average helium content of approximately 
134 per cent produced from the Cliffside Structure lying 
northwest of Amarillo. Gas from 26,000 acres of land 
is available to the plant. 


———__—_- 


A Priceless Natural Resource 


“Natural gas is the Nation’s priceless and irreplace- 
able natural resource and to its reasonable and effective 
conservation the American Gas Association is pledged,” 
declared Alexander Forward, New York, managing di- 
rector of the American Gas Association, before the re- 
cent annual meeting of the Colorado Utilities Associa- 
tion held in connection with the annual meeting of the 
Rocky Mountain Geographic division of the N. E. L. 
A. at Glenwood Springs, Colorado. 

“Rapid growth of the use of gas in industry is 
shown,” said Mr. Forward, “by the fact that the aver- 
age increase in gas sales per customer of every class 
in the last ten years has been 17.4 per cent while for 
comparison the increase in the use of electricity per 
customer in every class in the same period has been 9.6 
per cent or a little more than half the average increased 
use per customer of gas. 

Specific mention was made by Mr. Forward of the 
growth of gas refrigeration as one of the industry’s 
more recent developments, and the installation of 1,100 
gas refrigerating machines in a single New York apart- 
ment within the past few days was pointed out. 

“The average American home of a few years hence,” 
said Mr. Forward, “will be heated and cooled by gas 
the year ’round.” 
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Inspection and Maintenance of 
Gas Benches 
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By Glenn H. Niles 


Chief Engineer, Improved Equipment—Russell Engineering Corporation, 
New York City 


from his retort benches must maintain them in 

the best possible condition until they are worn 
out. To do this, the benches must be frequently and 
inquisitively inspected as it is of primary importance 
that they be kept in steady operation. It is improvident 
to operate benches having re- 


Ts operator who would get the greatest profit 


serve to keep it in good general condition are so inex- 
pensive, yet so vitally necessary, that failure to provide 
this attention may let it get into a condition beyond re- 
pair and require replacement because of the failure of 
some particular part rather than due to general wearing 
out. 

It is more or less common prac- 





torts which will not hold gas; re- nn 
quire more than a normal amount 
of fuel; which, because of draft 
leakage, cannot be mainiained at 
a good oven heat. 

Few retort benches actually 
collapse, but many of them are 
operated long past a period of 
profitable production simply be- 
cause they continue to make gas. 
A well built, properly operated 
and maintained bench will eventu- 
ally wear out, and it is more 
profitable to destroy a bench by 
making it perform useful work as 
rapidly as possible than to oper- 
ate it for a longer time at less 
than its capacity. It is good busi- 
ness to carry the highest safe 
heats and burn off the heaviest 
possible charges, and the bench 
will last longer under these con- 
ditions if given frequent inspec- 
tion and proper maintenance than 
if operated with fluctuating heats, 


ment.—Editor 


Bench Maintenance and 


Coal-Gas Efficiencies 


With coke ovens and water-gas 
making the largest percentage of 
present-day supplies, the humble re- 
tort bench has been much neglected. 
Nevertheless, this unit is still a vital 
part of the gas-making system in lit- 
erally hundreds of small plants. 
efficiencies of such works depend on 
proper inspection and maintenance of 
this equipment. Managers will, there- 
fore, welcome this article by Glenn H. 
Niles, who heads one of the most ex- 
perienced technical groups dealing 
with coal-gas plant building and re- 


ful study by every works management 
that has any horizontal retort equip- 


tice, when the reports fail, to make 
a rather cursory examination of 
the bench and, if the producer and 
recuperators do not have any glar- 
ingly apparent defects, refill above 
the floor line with new retorts and 
settings. There are cases in 
which this procedure is warrant- 
ed, but more often than not, such 
a course is productive of future 
difficulty and before proceeding 
along this line, a thorough inspec- 
tion and test of the recuperators 
should be made. These parts of a 
gas bench are practically inacces- 
sible for close examination and 
although, during operation, the re- 
cuperators may not have appeared 
to have any serious defects they 


The 


pair work. The numerous practical may, when the bench is shut 
suggestions in the article deserve care- down, develop open joints, 
cracked tiles, etc. which will 


cause trouble when the bench is 
again heated. There is no espe- 
cial difficulty in relining a pro- 








uneven charges and little or no — 


attention to upkeep. 

A bench not properly dried before being put into op- 
eration and not suitably maintained may operate well 
for a short time and then give trouble so suddenly that 
there will be no question as to the advisability of get- 
ting rid of it. But because a bench that has been prop- 
erly constructed, carefully dried and given the neces- 
sary attention to its maintenance does not suddenly fail 
and has, in fact, an almost indefinite life, it becomes a 
matter of considerable judgment to determine just when 
it ceases to be an economical unit in the gas making 
process. It is, of course, sometimes necessary to con- 
tinue a bench in operation, while it is in bad condition, 
because its capacity, reduced as may be, is needed to 
meet the sendout but, based solely upon its efficiency for 
processing coal and without reference to a financial con- 
sideration, or opportunity to shut it down because of 
sendout conditions, a bench should be replaced when the 
necessary repairs are of a major character, fuel re- 
quirements more than normal, gas leakage excessive 
and heat control difficult. The ordinary repairs which 


can be made to a bench during operation and which 


ducer, providing new grate fittings 
if needed, or installing new nos- 
tril blocks, because this part of the bench is open and 
accessible when the retorts have been removed, but 
almost every operator will realize that recuperators, left 
under a second set of retorts and which develop leaks 
soon after firing the refill, are liable to more or less 
continual leakage thereafter. 

An operator can, by making a few simple tests and 
a careful inspection, determine quite to the point wheth- 
er the useful life of a bench has been expended. If, 
after drawing a charge and before putting fresh fuel 
in the producer, the seal on the dip pipe is increased 
above normal and the retort then heavily charged, the 
presence or absence of smoke in the combustion cham- 
ber will indicate whether or not the retort is tight. If 
the retort leaks, an attempt should be made to patch 
it, but if it is old and the bottom tiles cracked or worn, 
it may be difficult to make the patches remain in place. 
It is obvious that the operation of a retort in such con- 
dition that it cannot be closed by internal patching is 
unprofitable, and if this condition applies generally to 
all retorts in the bench, they should come out. An- 
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other indication of an unprofitable bench is the steadily 
increasing demand for fuel. This may be due to a num- 
ber of causes—a very common one being leaky recup- 
erators from which sufficient air, to burn the producer 
gas does not reach the secondary nostrils because of 
its being drawn through open joints or cracks into the 
waste gas passages and up the chimney. This condition 
can often be detected by the presence of short blue 
flames at the walls of the waste gas passages of the re- 
cuperator if the secondary air be shut off while making 
the inspection. In many cases it is very difficult to 
stop these leaks because the patching material must be 
forced into the openings against the flow of air. 





Front wall of bench protected by splasher plates 


An increasing demand for fuel may indicate leaks 
direct from the combustion chamber through the rear 
wall into the chimney flues, and such leaks are usually 
inaccessible. Burned out nostril blocks cause poor dis- 
tribution of the producer gas, and leaks in the draft sys- 
tem make it impossible to hold back-pressure on the 
bench, and the operator is unable to prevent the too free 
burning of the fuel or to affect the complete combustion 
of the producer gas by regulation of the secondary air. 

The producer may need relining, which can be de- 
termined visually and by an examination of the larger 
clinkers which have been knocked off of the side walls 
as they occasionally have bits of fire brick attached to 
them. 


Liklihood of Damage by Cooling 


It may be necessary to shut down a bench in order 
to reline the producer, but unless this operation is con- 
ducted with extreme care the cooling effect may cause 
so much damage to retorts and recuperators that it will 
not pay to put the bench back into service unless they 
also are replaced. In benches having inside producers 
the side walls or inside lining of the firebox are de- 
pended upon for a substantial part of the support of the 
retorts, and any weakening of these walls may allow 
settlement of the lower retorts and the setting tiles 
which span between them. When determining the ex- 
tent of repairs to a producer lining, consideration should 
be given to the retorts and recuperators. 

The initial inspection of a gas bench should be made 
when it is installed. The operator should give attention 
to the erection of the bench so that he will be familiar 
with the details of construction which will not be ap- 
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parent after the bench is closed up. Before starting the 
drying fire, a further inspection should be made in order 
to make sure that the bench is ready to operate. 

A bench, if it is not properly handled during the dry- 
ing and initial heating, may be practically ruined, and 
the operator should make frequent inspections as the 
heat increases. Regardless of how carefully and stead- 
ily the moisture is driven from the brickwork there will 
be some inclination for the masonry to warp and shift 
as the temperature rises. This need not necessarily dam- 
age the structure, but attention must be given to the 
binding or other apparatus against which the bench 
abuts. The tie rods must be adjusted in order to pre- 
vent breakage and to avoid bulging the walls between 
the buckstays. This applies more particularly to end 
buckstays and longitudinal tie rods, but front and rear 
buckstays and cross beams will need some adjustment. 
lf the longitudinal tie rods are too tight the crown of 
the arch may raise, with the result that the upper ends 
of the joints between the arch blocks will open and al- 
low the top filling to sift in. Such an arch is weak 
and is liable to burn through. All cracks and oper 
joints which develop in the outer walls of a new bench 
should be carefully raked out and pointed after the 
bench is up to full heat and in operation. 





Quenched coke on charging floor. Front wall of bench 
is protected by splasher plates 


The binding must be kept free and clear as the at- 
mosphere in a retort house is corrosive to steel, and 
dirt or dust which will hold moisture against the base 
of buckstays or at the point where they pass through 
the charging floor will cause them to eat out and become 
weakened. Neglect to maintain bench binding in good 
order and reasonably tight is a very frequent cause for 
rebuilding pier walls and arches before they have been 
worn out. 


Use of Splash Plates 


In retort houses where it is customary to quench the 
coke on the charging floor in front of the benches the 
front.walls may be preserved by the use of splash plates 
fitted under the bottom mouthpieces and extending 
down to the floor so as to keep the coke and quenching 
water from the brickwork. The coke chute block is 
often destroyed by the splash of quenching water and 
the coke chute frame becomes loose and allows the es- 
cape of producer gas around it. If this gas is permitted 
to burn the damage becomes progressive and the need of 
a new block and frame is only one of the results of this 
neglect. Bench regulation is interfered with, the front 
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wall becomes so hot that the stokers hesitate to go near 
it, and the fuel is increased. A removable steel plate 
laid over the coke chute door when retorts are being dis- 
charged will prevent much of this trouble, but any leaks 
which develop around the coke chute frame should be 
patched immediately with fire cement. 
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Gun for refractory repair 


The sight hole plugs in the walls of the combustion 
chamber and recuperators should be kept tight. If they 
do not fit properly, they should be mudded, and if 
broken, should be replaced. Leakage in or out through 
these openings will interfere with the draft and heat 
regulation. This is one of the most common sources of 
trouble with benches as they grow old. The plugs are 
inexpensive, and their neglect is inexcusable, as well as 
unprofitable. 

The lip of the lid and the front flange of the mouth- 
piece body should be scraped frequently in order to pre- 
vent the accumulation of pitch and carbon which, if 
allowed to remain, will eventually cause the mouth- 
piece to warp and leak. This point is too frequently 
neglected and, if not regularly attended to, will require 
the use of mud or clay to prevent leakage. 


Effect of Leaky Joints 


Leaky joints in standpipes and hydraulic main connec- 
tions are immediately self-evident and although they 
may not affect the operation of the bench directly they 
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will affect the apparent yield per ton of coal. Stopped 
standpipes are very hard to clean and the prevention 
of this trouble is much easier than the cure. The pipes 
should not be allowed to get into this condition, and 
they can be kept open by frequent “bulling.” The 
augers and reamers used for this work should, however, 
be kept at their full diameter so that the pipes will not 
gradually fill up because of the wearing of the auger 
blades. Considerable damage is done to retorts by 
stopped pipes, as the gas builds up a pressure in them 
and its only escape is through the joints of the retorts 
into the combustion chamber. Much of this escaping 
gas will burn on the outer surface of the retort and 
cause local overheating and gradual enlargement of the 
opening through which it escapes. If scrubber stand- 
pipes are used, the valves will require occasional at- 
tention to keep them in good order. A sufficient quan- 
tity of liquor should be used in these pipes to keep the 
inside surface wet at all times. The connection from 
mouthpiece to scrubber pipe should be frequently and 
carefully reamed, and the auger should not be knocked 
against the valve mechanism. The seal pot at the lower 
end of the scrubber pipe requires frequent cleaning to 
prevent the accumulation of sediment which will not 
wash out through the overflow. 


Inspection of Dip Regulator Necessary 


The hydraulic main must be kept level in order to 
keep all dip pipes at an equal seal, and it should be 
regularly cleaned of any sediment which may accumu- 
late. Occasional inspection of the dip regulator is ne- 
cessary in order to remove the accumulation of tar 
and pitch on the overflow and which results in raising 
the level of liquor in the main and increasing the seal 
of the dip pipes. 

The top of the bench should be kept free of the too 
common accumulation of dust and as the dust can not 
be prevented regular cleaning is necessary. If this is 
not done, the dust may become so deep as to cover tie 
rods and cross beams and cause their heating to the 
point of burning off. 

The habit of neatness in the retort house will reduce 
the amount of attention that must be given to these 
items which concern the exterior of the bench but there 
are other equally important matters which affect bench 
operation to a great extent and which the operator 
must search for as they will not be self-evident every 
time he comes into the retort house. 


Care of Recuperators 


The recuperators should have regular inspection— 
a large amount of dust will get into them and although 
some of it will be carried through and up the chimney 
there will be a continual accumulation in the turns and 
flues. To be effective, recuperators must be clean, and 
as the walls of the flues are thin and intended for the 
transmission of heat any accumulation of dust on their 
surfaces will reduce this transfer of heat and may cause 
sufficient overheating to expand or warp the tiles and 
open up the structure. 

In some types of recuperators it is difficult to reach 
all points with a hoe or scraper and in such cases a low 
pressure steam jet may be used if proper care is taken. 
The steam jet should not be directed continuously at 
any one spot or it may blow out a joint or crack the 
tiles. If dust is allowed to lay in the recuperator flues 
too long it becomes almost impossible to safely remove 
it because such means as will be necessary will be so 
violent as to be dangerous. Attention should be given 
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to the recuperators during the first week of 
bench operation and regularly thereafter. 
More frequent cleaning will be required if 
the bench fuel is coal than if coke is used, as 
the dust from coal mats and vitrifies more 
quickly and with greater hardness than the 
dust from coke fuel. 

A good fire cement is better material for 
patching recuperators than ordinary fire clay 
and, if made into a thin “soup” and forced 
into the cracks or joints under pressure will 
usually make a better job than by the use of 
plastic cement on a paddle. A serviceable 
cement gun for this work can be made by 
the use of an ordinary garden spray can hav- 
ing a hand pump as shown by the accom- 
panying sketch. If the tip of the spray 
nozzle is removed and about 10'0” of cop- 
per gasolene tubing put in its place, the ce- 
ment “soup” can be forced into the leaks 
under pressure and the copper tubing can be 
bent to reach around corners if necessary. carve 3 

The vertical waste gas flues in the rear 
wall of stop-end benches should be kept free of dust 
and soot, and the violent rattling of a chain hung down 
them will usually cause the dust to drop to the bottom 
where it can be cleaned out through the lower recupera- 
tor pass. 

Retort benches are commonly provided with some 
form of front wall binding, and the cross bars are at- 
tached to or press against the mouthpiece flanges. As 
the bench comes up to heat the retorts are likely to push 
forward at the front wall against these bars and they 
should be slackened sufficiently to prevent bending. 
These cross bars are usually caught behind the buckstays 
or attached to them and if they are not properly loosened 
as the retort expands the buckstays are likely to be 
pushed forward or bend. The expansion of a silica 
retort, both as to extent and rapidity, varies somewhat 
with the time-temperature rise and after the bench has 
been dried out and is ready for charging the front wall 
binding should be again inspected to see that the cross 
bars are snug but not too tight. 


Patching Retorts 


Silica retorts, when first charged, will leak somewhat 
as the commercial form of silica used is a ceramic ma- 
terial of considerable porosity. After a few charges, 
however, the retort should be practically tight, as carbon 
will close the pores and any small joints in which the 
shrinkage of the mortar has left a slight opening. As 
the retorts are used there should be a regular inspection 
of them and openings which may occur should be im- 
mediately closed before they have time to become en- 
larged. These openings can often be detected by a 
short blue flame burning in the retort where producer 
gas leaks through. A high temperature cement may be 
used for patching retorts, but the openings should be 
thoroughly cleaned out and freed of any carbon, dust or 
loose pieces before the cement is applied. If the patch- 
ing is not done soon after the leak occurs the opening 
may increase in size, the surface of the silica at the leak 
become soft and brittle, and the patches put on after 
this has occurred are likely to come off. Obviously, all 
patching should be done with great care, the cement 
forced as deeply as possible into the opening and the in- 
terior surface well smoothed. Leaks in the bottom of a 
retort can often be stopped by hoeing a pile of dry fire 
cement back and forth over the opening, as many of 
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these cements are so made that they will calcine in the 
joints or cracks and eventually become as hard and 
tough as the silica retort material. If a large hole has 
been broken in the rétort, it is better to fit a piece of 
brick into the opening with cement than to use the ce- 
ment alone. 


Retorts must be periodically scurfed, and leaks are 
liable to be noticed particularly after the carbon has been 
removed. Some coals will carbon a retort quicker than 
others, and the scurfing should be done only and as fre- 
quently as is necessary, as the operation of decarbon- 
izing a retort of too much carbon at one time does not 
improve its condition, In hand charged retorts the car- 
bon accumulates mosf rapidly and to a greater extent at 
the rear end and if it is allowed to remain will cut down 
the weight of charge that can be put in. Incidentally, 
carbon at the closed end of a retort is hardest to re- 
move, and if it gets a good hold at this point it is prac- 
tically impossible to get it all out. In machine charged 
retorts, and which are usually thrus, the carbon ac- 
cumulation is more frequently found at the charging 
end, and if allowed to build up will, in time, constrict 
the entrance to the retort and may interfere with the 
charging operation. Carbon should be burned loose 
from the retort walls to a point where it nearly falls off, 
as the use of a slice bar requiring any considerable 
force is dangerous. 


Shutting Down Procedure 


It is sometimes necessary to shut a bench down in 
order to make repairs or because its production is not 
needed and should this become necessary extreme care 
must be exercised. As the temperature is reduced the 
structure and the individual refractory blocks or units. 
will contract. If the cooling effect is too rapid the strain 
on the blocks will cause them to crack and pull apart, 
and this applies particularly to silica material. The es- 
cape of heat from the bench from its operating tempera- 
ture down to about 400° F. should be as gradual and 
slow as the original rise of temperature when the bench 
was put into operation. It is good practice, when a 
bench must be shut down (if it is intended to be put 
back into service), to leave the charges in the retorts 
and fire the producer steadily with decreasing amounts. 
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of fuel so that when the fire is out the producer will be 
full of ashes and the retorts full of coke. The dampers 
should be gradually closed during this procedure so that 
there will be no rapid draft through the bench. It is 
practically impossible to shut down a bench without 
doing some damage, but this can be reduced to a mini- 
mum by very careful attention. 

It has been previously stated that a bench may be 
practically ruined if not properly dried and heated, and 
the maintenance which will be required by a bench will 
be very largely determined by the care given to it during 
the first month after firing. The chart shown herewith 
will serve as a practical guide for refilled or complete 





An Operating Test of the Maclaurin 
Gas Retort 
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new benches, and will indicate the progressive rise in 


temnerature for stop-end benches. For this type of re- 
fractory masonry the time required to dry and heat it 
to the operating temperature is roughly at the rate of 
two tons of masonry per day, but it is important that 
the time-temperature curve be somewhat as shown on 
the chart and not a straight line. The rise in tempera- 
ture up to 300° F. will require approximately one-third 
(4) of the total time needed to bring the temperature 
up to the operating point, and any attempt to shorten 
this initial drying period, if it does not actually ruin the 
bench, is likely to increase the amount of maintenance 
work required during the life of the bench. 


A resume of the investigation reported by the British Department 


of Scientific and Industrial Research on this intermediate- 


temperature carbonizing system. 


search has been empowered by the British Gov- 

ernment to make tests at the public expense of 
plants for the low temperature carbonization of bitumin- 
ous coal. The present report describes a test of one 
unit of the Maclaurin plant erected at the Dalmarnock 
Gas Works of the Glasgow Corporation. The erection 
of the plant was completed early in 1925. It was started 
up on the 18th of June, 1925, and since this time has 
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T HE Department of Scientific and Industrial Re- 





been worked intermittently, the actual working time un- 
til May, 1928 being about two years. 

The carbonizing plant consists of five internally 
heated retorts or producers which have in common coal 
and coke-handling systems, a condensing system, and 
the necessary auxiliary plant, Fig. 1 shows diagram- 
matically the general lay-out of the plant, and Fig. 2, 
half-sectioned, an elevation of a producer unit. 

The body of each producer is 20 ft. high, square in 
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Fig. 1—General lay-out of plant, Dalmarnock Gas Works, Glasgow, Scotland 
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Fig. 2—Elevation of producer unit 


cross-section, and is lined with 18 in. of firebrick. Ex- 
cept for the flat walls, it is in shape not unlike a blast- 
furnace, with a maximum width of 8 ft. 3 in. 15 ft. 
from the top. The retort then tapers uniformly in both 
directions and is 6 ft. wide at the top and 6 ft. 6 in. at 
the bottom. Near the base it is divided into two equal 
parts by a vertical wall, through which run a pair of air 
channels, each of which conducts air to a series of 20 
horizontal nozzles. Facing these are similar sets of 
nozzles supplying air through two outside walls of the 
retort. The nozzles are situated 3 ft. 6 in. above the 
widest part of the retort. 

The base of the producer is fitted with four water- 
sealed discharge doors, which are counterbalanced and 
are easily operated by hand by means of levers and suit- 
able gearing. Provision is made above each discharge 
door for the admission of steam into the producer, the 
respective quantities being controlled by hand-operated 
valves. 

Above each producer body is fitted a “condenser,” 
consisting of an outer and inner circular wall. A free 
space is left above and below the inner wall and a tar 
seal is so arranged at the top of the producer body that 
gas can pass freely over the inner wall into the annular 
space between the two walls, but only tar and liquor 
can pass underneath. Situated near the base of the 
outer wall of the condenser is an offtake carrying the 
products from the producers into a main running along 
the whole battery. 

Coal charging is effected, without loss of gas or in- 
take of air, from a hopper situated above the condenser, 
sealed at the top by.a hand-operated lid and at the bot- 
tom by a counterbalanced conical valve or bell. Provi- 
sion is made for rodding the charge, pokeholes being 


American Gas Journal—September, 1929 


provided at the top of the condenser and doors in the 
walls of the retorts. 


Test Conditions 


It was decided that the test could best be performed 
on one of the battery of five producers. Without elab- 
orate apparatus it would be difficult to determine the 
influence of any variation in the performance of one 
producer upon the plant as a whole; the samples of 
coal, coke, and other products could be dealt with more 
conveniently, and, further, the testing staff and num- 
ber of observations could be kept down to a practicable 
minimum. Blanks were therefore inserted in various 
pipes and connections, enabling the end producer to be 
completely isolated from the remainder of the battery. 

The coal used for the test was supplied by the United 
Collieries, Ltd., from their Clydeside colliery at Ud- 
dingston, and consisted of the normal output from the 
Virgin seam. Screen analyses carried out on 6 cwt. 
portions of each daily sample gave the size of coal car- 
bonized :— 





Per cent. 
I, Te 48.1 
Through 2 in. on 1 in. ............ sijescsyikisic 
” yee) epee ee ener 11.2 
3 Ss ar eer: 12.1 


The total weight of coal carbonized was 101.55 tons, 
with an average moisture content of 9.5 per cent. Its 
proximate analysis (air-dried) was :— 

















Moisture pi genohie 9.2 
Volatile matter less moisture 0000... 36.6 
Fixed carbon abies 51.6 
Ash 2.6 
Calorific value (B.t.u. "per BD pxicncts- Ae 
The ultimate analysis (dry coal) v was :— 
II iliedbt chichctsacenade GS RR ae 2.93 
RU cashes spociisnhiiagndighiadtniecibataisciats 79.00 
Hydrogen —............. Pf RE Re 5.27 
Nitrogen .............. a 
Sulphur (combustible) Sa citing 0.75 
Difference (oxygen and errors) ............. 10.06 


During the test period no very serious difficulties 
were encountered in working the producer, but at times 
“holds-up” occurred, which necessitated shutting down 
the plant and rodding the charge until the coal was 
again evenly distributed. During the test of 120 hours 
the producer was shut down for intervals totalling 6.9 
hours, the longest shut-down period being 1 hour. Dur- 
ing the worst “holds-up,” which occurred in the first 
three days of the test, it was found necessary to rod at 
the manholes as well as from rodding positions at the 
top of the condenser. Little trouble was experienced in 
working the producer during the last two days of the 
test, and it would appear that the claim of 20 tons per 
day throughput with this particular type of coal is 
justified. 


Coke Extraction Satisfactory 


The method of extraction of coke appears to be satis- 
factory. With the four discharging positions it is pos- 
sible to regulate the flow of coal through the producer 
as desired. The coke on discharge was normally quite 
cool enough to handle conveniently, but at times, due to 
efforts on the part of the operator to speed up the 
throughput after shut-down periods, it was burning 
freely. 

The coal is carbonized by the sensible heat of the 
products of combustion of a small portion of the coke, 
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which is consumed by the introduction of air at a posi- 
tion near the base of the producer. The system cannot 
be described strictly as one of low temperature carbon- 
ization, although the volatile products are removed at 
a relatively low temperature, since a part of the coke 
must pass the position in which combustion takes place 
and in which the temperature is not less than 1,000° C. 
Tests carried out on the coke produced during this test 
show, however, that the amount of coke which reaches 
this high temperature is small and is not sufficient to 
affect the value of the product as a domestic fuel. 


Test Results 


The weight, carbon and thermal balances show that 
the test has been satisfactory, and definite yields of 
products can be stated for the carbonization of this par- 
ticular type of coal. 

The yields obtained, calculated per ton of dry coal, 
were: 


Coke .. 

Tar 

Gas spirit (crude) 
Gas 


bo 


cwt. 
gal. 
gal. 
cu. ft. 
therms 
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Accurate Analysis of Gas Mixtures 

For certain purposes extremely accurate analysis of 
gas mixture is necessary. One difficulty with usual 
methods of gas analysis is found in the deviation of 
gases like carbon dioxide from the gas law. In the 
analysis of hydrocarbons this results in serious error 
in determination of the carbon dioxide contraction 
ratio. Other errors result from solubility of gases in 
absorbing solutions, inaccurate gas burettes, poor menis- 
cus in the burette due to dirty mercury, absorption and 
occlusion of gases in the copper and copper oxide in 
the combustion tube, uncertain temperature and volume 
ot dead space in the manifold, leaks and absorption of 
gases through stockcock grease and rubber tubing, etc 
The Pittsburgh Experiment Station of the United 
States Bureau of Mines, Department of Commerce, has 
developed a gas analysis apparatus with which it is 
hoped to eliminate most of the usual uncertainties, AI- 
though for a rapid and convenient analysis the standard 
types of apparatus are probably about as satisfactory as 
can be hoped for, a more accurate method is desirable 
in particular instances even though the labor involved 
in analysis is more than would be desirable in routine 
analyses. 

—_—— $__— a 


New Methods for Obtaining Liquid Fuels 


Within recent years, many radically new processes 
for producing industrially important maierials have been 
discovered as the direct result of the knowledge ac- 
cumulated during many years of research on chemical 
thermodynamics and kinetics, observes the United 
States Bureau of Mines, Department of Commerce. 


Liquor . 48.1 
Ammonium sulphate (including 


that in gas) 


gal. 


41.9 Ib. 

The coke produced was well carbonized and contained 
3.9 per cent. of residual volatile matter. The largest 
size marketed makes a good fuel for domestic purposes, 
and is little, if any, inferior to a low temperature coke 
prepared, in externally heated retorts, at 600° C. 

The tar is of a primary nature and resembles in 
chemical properties a tar made from a coal of similar 
properties carbonized by external heating at 500° C. to 
950° C. The yield of tar is 57.1 per cent. of the yield 
from the Gray-King assay. 

The yield of ammonium sulphate is high, but the 
liquor produced is only of 6.2 oz. strength. 

The installation as erected is economical in labor. 

It was evident from examinations of producers which 
were not in use during ‘he test that the temperatures 
attained in the producers were not excessive, as little de- 
terioration of the brick linings was observed. This is 
confirmed by the fact that no clinker was produced dur- 
ing the test run. Temperature explorations in the 
charge gave a maximum value of 1,020° C. at a posi- 
tion 6 in. inside the brick wall and 12 in. above the air 
inlets. 


Among the oldest of these is the synthetic ammonia 
process which is now successfully competing with natu- 
val deposits as a source of nitrates. The synthetic 
methanol process is likewise competing with the wood 
distillation industry as a source of “wood alcohol.” 
More recently processes have been discovered for the 
production of oils and motor fuels from coal by direct 
hydrogenation and through intermediate formation of 
water gas from coke. These latter processes, however, 
have not yet been widely applied commercially. 

Another process, by which hydrocarbon oils and or- 
ganic liquids are produced from coal through the medi- 
um of water gas, was announced by Fischer in Ger- 
many. Recently Audibert and Raineau have submitted 
to the French National Bureau of Liquid Fuels a com- 
prehensive report of work on the development of this 
process. Although the catalysts necessary to this 
process have not yet been developed to the point of 
commercial application, it has been shown that the 
process holds considerable promise. For example, from 
1000 cu. ft. of water gas 1 gal. of organic liquids and 
100 cu. ft. of gaseous hydrocarbons can be produced. 
The organic liquids consist principally of hydrocarbons 
and alcohols. The gaseous hydrocarbons contain a large 
proportion of methane. It is to be expected that such 
processes will continue to replace the time-worn meth- 
ods for obtaining the great variety of products so essen- 
tial to modern civilization. 

Since many of the newer processes start with coal or 
coke as a raw material and since the object of many of 
them is to produce liquid fuels, the Pittsburgh Experi- 
ment Station of the United States Bureau of Mines, 
Department of Commerce, has been active in work on 
the development of these processes. 
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Causes and the Reduction of the Water 
Content of Tar 


By Dr. Karl Bunte 


A Contribution from the Gas Institute 


AR can be dehydrated so that in most favorable 

cases it contains little as half a per cent water. 

It commonly contains three to four per cent 
water in the dehydrated condition, and at times the 
water content is as high as five per cent due to errors in 
the process. The causes of these disturbances are very 
numerous and just as many methods have been proposed 
for their elimination. The numerous inquiries that have 
come to the author at the Gas Institute and the expe- 
rience gained in investigating numerous individual cases 
have convinced the writer that it would be advantageous 
to collate the authoritative viewpoints on the tar dehydra- 
tion problem. The theories and the practical information 
that are discussed below have been confirmed by numer- 
ous gas chemists in their experience in the gas works 
and have also been supplemented by additional informa- 
tion available to the writer. 

The separation of tar and gas liquor requires in the 
first place a certain period of time which depends on the 
physical properties which are described below. The 
viscosity of the tar represents a certain resistance, which 
acts against the separation of tar and gas liquor, and 
the difference in the specific gravity represents the 
energy of the buoyancy of the lighter water in the 
heavier tar, which tends to overcome this resistance. 
Thus, the final result and the time required for separa- 
tion depend in the first place on the viscosity and on the 
difference in the specific gravity. 

Influence of the Temperature 

Inasmuch as the viscosity is decreased by rise in tem- 
perature, the resistance is consequently also decreased, 
and hence the water can be more easily separated from 
the viscous tar at higher temperatures. This is well- 
known. Certain determinations have been carried out 
with the aid of the Hutchinson apparatus, which afford 
an idea of the influence of the rise of temperature on 
the viscosity. The following tabulation shows the time 
of sinking of the testing device in an emulsion of road 
tar with thirty per cent of water. 


Temperature Time of Sinking 


degrees C degrees F Seconds 
25.0 770 Zan 
27.8 81.0 18.0 
30.0 86.0 11.4 
32.5 90.5 6.2 
35.8 96.4 5.0 
37.8 100.0 4.0 


The Hutchinson apparatus, in which the time of sink- 
ing of a spindle-like instrument is measured between 
two marks, is better suited for this determination than 
the ordinary viscosimeter. The viscosity of a thinly 
viscous tar was determined according to degrees Engler 
and the results are shown below. 
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Temperature Degrees Engler 
degrees C degrees F 
40 104 6.4 
60 140 3.5 
80 176 1.9 


The period of time required for the separation is 
accordingly always dependent on the viscosity of the tar, 
which is itself controlled by the temperature. Con- 
siderable practical use is made of the fact that the separa- 
tion takes place more quickly from heated, thinly viscous 
tar. 

Warm condensates (with the exception of light tar 
emulsions, which we will speak about later) separate 
more easily than cold. In order to dehydrate the tar 
thoroughly, it is heated up to a temperature of 60 degrees 
C (140 degrees F ) by means of a steam coil before being 
filled into heat-insulated tanks, and then it is allowed to 
remain without agitation for two to three days. No 
additional heating is performed, for the reason that 
the separation would only be prolonged due to the in- 
creased circulation of the tar. The following experiment 
was carried out to substantiate this process. 

Experiments Conclusive 

An intimate emulsion of road tar, that is a water-free. 
rather thickly viscous tar, with thirty per cent water was 
heated on the water bath to different temperatures and 
then allowed to stand two hours each time without agita- 
tion at the desired temperature. The results obtained are 
given in the following table: 

Temperature of Tar 


degrees C degrees F Separation of Water 


25 77 almost no separation 

35 95 large water bubbles formed 
which for the most part did 
not reach the surface 

45 113 13 per cent separation 

50 122 56 per cent separation 

60 140 72 per cent separation 

70 158 93 per cent separation 


Practical results obtained at the Dresden, Duisburg, 
Munich and other German gas works substantiate fully 
the technical correctness of the practice of heating the 
tar for a short time and then allowing it to remain at 
rest. 

It is also important to distribute the sale of the tar 
uniformly, in order to avoid too early disposal of the 
upper layers in the storage tank. A gas works, which 
establishes a standard uniform content of 0.9 to 1.5 per 
cent of water in its tar, will find that of the several tank 
cars of tar which are being disposed of the first two will 
contain tar with the standard moisture content, then one 
with 2.5 per cent water, then one with five to six per 
cent water and finally one with twenty per cent water. 

The time required for the separation of the water from 
tar and the effectiveness of such separation are depend- 
ent in the second place upon the difference of specific 
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gravity between gas liquor and tar, for this difference in 
specific gravity is the active force which engenders the 
‘separation. Hence, it apparently follows without argu- 
ment that it is easy to separate heavy tar from: light gas 
liquor. Nevertheless, this statement is correct only in a 
very limited sense, for tars with a high specific gravity 
are also thickly viscous tars. Such tars are subject in 
predominate degree to the first influence, as explained 
above. However, the conclusion that is drawn in the 
opposite sense, namely that very light tars and very 
heavy gas liquors are very hard to separate is correct. 
A gas works, which has to work under such circum- 
stances, cannot help itself in any other way than to 
dilute the gas liquor. This quickly and effectively re- 
moves this highly disadvantageous operating condition. 

The interesting question is how does and can it happen 
that light tar is obtained along with heavy gas liquor. 

The specific gravity of gas liquor increases as its con 
centration increases, that is as the percentage of am- 
monium salts contained in it increases. 

Hence, the specific gravity of the gas liquor is depend- 
ent upon the quantity of gas liquor which is separated 
from the gas at comparatively high carbonization tem- 
perature. If the amount of gas liquor formed is in- 
creased (that is by using a young coal, wet, washed 
coals, undecomposed steam from wet carbonizatiom) 
then the greater part of the water is separated at high 
cooling temperatures, which means that it (the 
liquor) contains only a small proportion of ammonium 
salts and therefore has a lower specific gravity. 
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The use of dry coal and elimination of the steam 
result in an increase of the concentration and of tne 
specific gravity of the gas liquor. 


The later, stronger 
cooling acts in the same manner due to the greater ab- 
sorptivity of the colder condensate for ammonia. 


Changing Specific Gravity of Tar 


On the other hand the specific gravity of the tar is 
changed in the following manner : 

First, a change may be effected by complete or partial 
conversion to another oven system. Tars from the hori- 
zontal retort have a specific gravity of 1.2 on an average. 
On the other hand, tars from the inclined retort have an 
average specific gravity of 1.15, while tars from the 
vertical retort and the chamber oven have an average 
specific gravity of 1.1. It is also true that tars of still 
lower specific gravity are obtained from ovens in which 
the coal is in motion while it is being carbonized. 

Another way in which the specific gravity of the tar 
can be changed is by changing the method of operating 
the ovens. Higher carbonization temperatures and in- 
creased exhaust through the exhauster yield heavier tars 
due to the overheating effect which is thereby produced. 

On the other hand, the carbonization of wet coals 
(washed small sized coal) yields lighter tars. 

A charge can be effected in the specific gravity of the 
tar by properly selecting different types of coals. Thus, 
the most striking cases in which dehydration of the tar 
has to be given up are when wood and lignite coal are 
carbonized. Other factors are also responsible for this. 
On the other hand certain ‘younger varieties of anthra- 
cites will yield more thinly viscous and specifically lighter 
tars than older coals when the carbonization is carried out 
under like conditions in both cases. The highest boiling, 
heaviest and most viscous tars are separated from the 
gas in the condensers, somewhat lighter tars in the air 
cooled tar separators and the lowest boiling, lightest and 
most liquid tars in the later stages of cooling the gas. 
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Tar and gas liquors, which are obtained from the 
coolers, scrubbers and the other parts of the purification 
apparatus, are often collected together and carried over 
into a collecting or separating pit, in which the tar and 
gas liquor are allowed to separate according’ to their 
specific gravitv. The gas iiquor accordingly rises to the 
top and is drawn off, while the tar sinks to the bottom 
and is removed through a suitabie pipe. The gas works 
at Stuttgart reports that it is advantageous to allow the 
flow of tar and gas liquor to entez the pit in a wide stream 
at about the height corresponding to the location of the 
separating surface between zar aid gas liquor. 


Correct Arrangement of Overflow 


The third important factor, which enters into the 
separation of the tar from the gas liquor, makes its 
appearance in the tar pit wherein this process is per- 
formed. This is the hydrostatic law. The overflow of 
tar is arranged to take place at a lower point than the 
overflow of the ammonia liquor due to the higher specific 
gravity of the tar. It, therefore, follows that the correct 
arrangement of the mutually inter-related points, at 
which these overflows or removal of the separated layers 
of tar and ammonia liquor take place, with respect to the 
difference in the specific gravity and in ratio to the 
depth of the pit has a considerable influence in establish- 
ing the preliminary separation of tar and ammonia liquor. 

It may first be assumed that the tar, which is located 
both outside and inside the tar overflow pipe, has the 
same specific gravity. Hydrostatic equilibrium then sets 
in at the depth of the separating surface between the tar 
and the ammonia liquor. This separating surface be- 
tween the-tar and the ammonia liquor appears at such a 
point in the pit that hy.s, = hy.sy. This means that the 
depths of the tar and the water columns (hy and h,), 
which maintain the equilibrium, are inversely propor- 
tional to the specific gravities, sy and s,. The less the 
differences in the specific gravities, the greater must the 
overflows h, and hy be at a given difference in head, and 
hence the lower in the pit will the separating surface 
between the tar and the gas liquor be located. On the 
other hand, the lower this is located, the shorter the time 
period during which the tar has to remain in the pit in 
order for the water to be separated from it, before it 
enters the tar outlet pipe. Or, if a sufficient period of 
time for separation is maintained through the distance 
between the separating surface and the lower end of the 
tar pipe, then the difference between the heads hy, and h, 
must be smaller in proportion to the difference in the 
specific gravity. The heavier the specific gravity of the 
gas liquor, the lighter the tar; hence the deeper hydro- 
statically the separating layer in the tar pit, and the 
shorter the period of time that the mixture has to remain 
in the separating pit. 


Variation in Location of Outlets 


The following conclusions can be drawn at this point. 
The lesser differential in specific gravity of the tar and 
the gas liquor requires lesser differential in the depth at 
which the outlets are located for the initial, thorough 
separation of the tar and the liquor. Several works, 
accordingly, possess tar slide valves which afford an 
opportunity of throttling the outflow of the tar. 

For a given difference in level between the two out- 
lets, the time that the mixture has to remain in the 
settling pit, which is determined by the depth of the 
separating surface with respect to the lower end of the 
tar pipe, is shorter, the less the difference in the specific 
gravity. 
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‘The time that the mixture has to remain in the settling 
pit so that the tar and water are separated in the initial 
separating process is dependent on the diameter of the 
settling pit as well as on its depth. The narrower the 
settling pit, the shorter this time period, and consequently 
the stronger the influence of the position of the separating 
surface. Hence, settling pits, which are as deep as 
possible and roomy in comparison with the quantity of 
material put through them, are the first prerequisite for 
good separation. 

The gas works at Stuttgart, Germany have found that 
the aforementioned exposition also affords an explana- 
tion of the fact that the present tar separators on the 
water-less gas holders are too small, and in spite of the 
fact that they are heated do not effect dehydration of the 
tar in the winter-time. Such dehydration of tar is 
generally not necessary in summer, for the water emul- 
sion is just is good a sealing liquid as tar itself. It is 
different, however, in the winter. It appears necessary 
then to collect the outflowing tar in a large, heatable tar 
container and to separate the water from the tar, and to 
feed tar from the tar tank to the pumps that raise it to the 
top of the holder. What has been said is particularly 
important for such holders, which are used in storing 
water gas. 

The time that the tar and water mixture has to remain 
in the settling pits is furthermore dependent on the 
quantity of tar that is removed from the gas in a unit 
of time. The greater the precipitation of tar, the shorter 
the settling period (continuous or periodic overloading 
the settling pits). A speed of 0.1 millimeter per second 
(.025 inch per second) is assumed to be normal for the 
flow of tar and of 0.4 millimeters per second (0.1 inch 
per second) for the flow of water. 


Change in the Ratio of Specific Gravity 
Due to Heating 

The idea, that the viscosity of the tar is lessened by 
heating, which: consequently enhances the rapidity and 
completeness of the separation, must be subjected to 
certain limitation, when emulsions of light tars and gas 
liquor are being treated. In the first place the specific 
gravity of the emulsion of tar and water is less than 
corresponds to the law of mixtures. The separation of 
water from the emulsion is thereby retarded. The fol- 
lowing data were obtained from a series of experiments 
on this subject. 
Water Content Specific Gravity 
Found by the Calculated according to 
Pycnometer the law of mixtures. 


Percentage 
1.186 — 
10 1.172 1.180 
15 1.159 1.167 
20 1.147 1.158 
1.139 1.148 


The coefficient of expansion of water and of the tar 
ingredients is very different. This is the most important 
point. At a temperature differential of one degree C the 
coefficient of expansion for these different substances 
are as follows :—water 0.00018, benzol 0.00120, toluol 
0.00110, xylols 0.00100 and naphthalene 0.00032. The 
coefficient for tar is 0.00049 to 0.00067. The coefficient 
of expansion is, therefore, almost ten times as large as 
that of water in the case of the light tars and almost three 
times as great in the case of ordinary tars. 

The specific weight of thin tars, which contain much 
light hydrocarbons, is also considerably more: quickly 
reduced by: heating than the specific weight of water. 
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As the temperature rises, the specific weights approach 
each other. Hence the increase of the temperature not 
only does not enhance the separation of emulsions of thin 
tars with water, in which the decrease in the viscosity 
plays no important role, but separation is actually re- 
tarded. In such cases the tar sinks to the bottom while 
the water rises to the top. Such emulsions separate into 
their constituents rather more difficultly at higher than at 
lower temperatures. The existing tendency of the forma- 
tion of tar ingredients, which float on the surface of the 
mixture, is enhanced by increasing the temperature. 


Influence of Cooling 


Change in the ratio of the specific gravities is con- 
sequently determinative as far as the position of the 
separating surface is concerned and hence for the period 
of time that the emulsion has to remain in the tar pit, 
when certain given dimensions are assumed for the latter. 

A great increase in the quantity of gas or the practice 
of producing water gas within the carbonizing retorts and 
the like may have an important effect on the cooling of 
the gas, the undecomposed steam strongly affecting the 
cooling process. The largest portion of the tar, namely 
the heavy tar ingredients with a portion of the gas liquor, 
run out of the condensers and the air coolers, but in 
water-cooled coolers a lighter tar is precipitated along 
with cold gas liquor saturated with ammonia salts. 

For example, the specific gravity of the gas liquor at 
a temperature of 15.5 degrees C (60 degrees F) is as 
follows:—from the condenser 1.011, the first cooler 
1.035, the second cooler 1.075, the third cooler 1.115 and 
the fourth cooler 1.120. 

It, therefore, follows that the tar and gas liquor from 
the condenser and the air coolers possess markedly differ- 
ent specific gravities, while the tar and gas liquor that 
are obtained in the remainder of the purification system 
are very close in specific gravity and hence remain emulsi- 
fied. When the flow of the gas liquor and tar mixture 
first enters the settling pit, the heavy tar sinks to the 
bottom without mixing with the lighter tar. It is there- 
fore advisable to allow the tars from the different stages 
in the purification system to mix as long as possible 
before they enter the settling pit, and according to the 
experience of one gas works, it is advisable to allow the 
heavy tar to form a layer over the lighter tar. 

The conclusions that may be drawn at this point are as 
follows. Overloading of the normal cooling process and 
quick after-cooling must be avoided, as otherwise thin tar 
emulsions will be formed. When heavy and light tars 
are precipitated at different points in the condensation, 
process, they are mixed together before entering the 
settling pit. Then on the one hand the heavy tar will 
become less viscous and on the other hand the tendency 
of the light tars to form emulsions with water will be 
diminished. 


Emulsion Formation Due to Absorption and 
Colloids 


These purely mechanical and hydrostatic influences 
are not sufficient to explain in many cases the difficulties, 
which assail the separation of water from tar. Accord- 
ing to the author’s experience, they afford a simple ex- 
planation in most instances in one way or another, so 
that the following additional causes of stubborn reten- 
tion of water first come into play, when the afore- 
mentioned causes fail to yield the proper explanation 
and suggest the proper remedy. 

The complicated conditions of surface tension may 
enter into this problém to make it more difficult, inas- 
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much as great surface tensions prevent the agglomera- 
tion of the originally small particles of water and their 
rise in the tar. 

Attention has been called to the presence of free carbon 
in the tar and to the comparative frequency with which 
this substance promotes the formation of tar and water 
emulsions. The portion of tar, which is designated as 
free carbon and which is insoluble in most organic sol- 
vents, is partially actual free carbon, which has resulted 
from the pyrogenetic decomposition of the hydrocarbons. 
It also consists in part of flue dust, as is indicated by the 
ash content. However, as the analytical detection of 
hydrogen indicates, it consists in the greatest portion of 
high molecular weight and hence insoluble products of 
pyrogeneous decomposition. When gas reaches the dew 
point due to cooling, then the moisture is precipitated on 
the particles of carbon, which act as centers of condensa- 
tion, and hence the water passes over into the tar. This 
surface combination of the water and the tar does not 
decompose due to the difference in the specific gravity 
of the water and the tar. Inasmuch as the content of free 
carbon is due to the same causes—namely overheating— 
as the formation of thickly viscous tars, hence the two 
causes and effects must not be interchanged. Tar which 
contains carbon is at the same time and according to its 
very nature highly viscous. 

Another phenomenon which enhances the stubborn 
retention of the water by tar is the action of substances 
which facilitate or promote solution. This phenomenon 
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will be best explained by means of a technical example 
not connected with this particular problem. Certain 
substances, such as the higher phenols, (the so-called 
cresols of lignite tar) are to be sure insoluble in water, 
but due to their easy solubility in alcohol they are like- 
wise soluble in aqueous alcoholic solutions. The alcohol 
acts in the manner of a solvent or as a solution-promoter, 
on the one hand between water and on the other hand the 
higher phenols. In the same manner the lower phenols 
of certain tars can also act as solution promoters. It is 
true that the tar cannot be mixed with the water, but the 
lower phenols are miscible with water and also with tar. 
They can, therefore, promote the stubborn retention of 
the water. This happens when phenol-rich wood tars 
and tars obtained from the gas made from lignite coal 
are being handled. Furthermore, the phenolic soaps, 
which are formed between ammonia and phenols, can 
also act as emulsifying agents. 

Finally, the colloid-forming agents, for example those 
obtained as by-products from resins, can also play a 
certain role in this connection. There is not such definite 
information available on this subject as on the remainder 
of the problem. 

It is therefore evident that the difficult separation of 
water from tar is caused by many factors. What has 
been said above regarding certain operating conditions 
should be of some help to gas engineers, even though they 
may be contradicted or substantiated as the case may be 
according to the experience of the gas man. 


Effect of Repeated Exposure to Carbon 
Monoxide 


Public Health Bulletin No. 186, “Effect of Repeated 
Daily Exposure of Several Hours to Small Amounts of 
Automobile Exhaust Gas,” published by United States 
Public Health Service, contains some information of 
value to the gas man, particularly as it might apply to 
workers about gas plants who are subjected to mild ex- 
posures of CO because of the working conditions where 
they are employed. 

The Bulletin draws the following conclusions: 

In summing up the results of this investigation in 
which six men were exposed four to seven hours daily 
over a period of 68 days to gasoline engine exhaust 
gas-air mixtures containing 2,3, and 4 parts of carbon 
monoxide per 10,000 parts of air, the following con- 
clusions are apparent: 

1. Exposure to 2 parts CO to 10,000 parts of air 
caused some subjects at rest or exercising mildly to ex- 
perience slight but not discomforting symptoms in ap- 
proximately two hours and distinct frontal headaches 
of a discomforting nature in three and one-half to four 
hours. No symptoms of any type were experienced in 
more than 50 per cent of the exposures, and no occipital 
headaches occurred in any subjects even after six and 
one-half hours’ exposure. The blood attained 20 per 
cent carbon monoxide-hemoglobin in three and one- 
fourth to four and one-fourth hours and 25 per cent in 
five and six hours, depending on the person and whether 
he was at rest or exercising mildly. 

2. Exposure to 3 parts CO to 10,000 parts of air 
caused some subjects at rest or exercising mildly to ex- 
perience slight symptoms in less than two hours and 
distinct frontal headaches in two and one-half to three 
hours. A few occipital headaches and cases of Vertigo 


occurred after three hours. In more than 65 per cent 
of the cases, distinct discomforting symptons were ex- 
perienced after five hours’ exposure. This concentra- 
tion produced 20 per cent carbon monoxide-hemoglobin 
in the blood in two and one-half to three and one-half 
hours, 25 per cent in three to four hours, and 30 per 
cent in four to five and one-half hours, depending on the 
subject and whether he was at rest or exercising. 

3. Exposure to 4 parts CO to 10,000 parts of air 
caused some subjects to experience frontal headaches 
in one and one-half to two hours. A few occipital 
headaches occurred in two and one-half to three and 
one-half hours. At the end of three and one-half t 
four hours more than 90 per cent had distinct frontal 
headaches. 

The blood attained 20 per cent carbon monoxide- 
hemoglobin in one and one-fourth to two and one-fourth 
hours, 25 per cent in two and one-fourth to three and 
one-fourth hours, and 30 per cent in three to four 
hours, depending on the subject and whether he was a‘ 
rest or exercising mildly. 

4. Although there was a tendency for headaches to 
appear with a lower amount of carbon monoxide-hemo- 
globin when attained by exposure to the lower concen- 
trations of carbon monoxide, in general, frontal head- 
aches just begin in some subjects when the saturation 
reaches 18 to 20 per cent. A few distinct occipital head- 
aches accompanied by vertigo occurred at 23 to 28 per 
cent. 

5. Exercise, even though of a mild form, distinctly 
augmented the absorption of carbon monoxide and 
caused symptoms to appear after shorter exposure. 

6. The rate of elimination of carbon monoxide from 
the blood in a given period after exposure varied di- 
rectly with the initial saturation, but for the initial 
saturations attained in this study the rate of elimination 
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appears the same for the same range of saturations— 
that is, it is the same between, say, 25 and 20 per cent, 
also regardless of whether the initial saturation was 25, 
30, or 35 per cent. After an initial saturation of 35 per 
cent was attained, approximately one-half hour was re- 
quired to lower it to 30 per cent, about one hour more 
to lower it to 25 per cent, nearly one and one-half hours 
to lower it to 20 per cent, nearly two hours more to 
lower it to 15 per cent, two and one-half hours more to 
lower it to 10 per cent, and three to five hours longer 
to lower the saturation to 5 per cent, if the subject 
breathed air the entire time. For lower initial satura- 
tion the time required to eliminate the CO to a lower 
saturation was the same as the portion of the above 
which corresponded to the values in question. 

7. A 30-minue inhalation of oxygen or 5 per cent car- 
bon dioxide in oxygen reduced the amount of carbon 
monoxide-hemoglobin from 35 per cent to less than 10 
per cent in 30 minutes, and when given immediately it 
alleviated the symptoms. For lower initial saturations 
the same effect was produced in somewhat less time. 

8. Exercise immediately after exposure markedly in- 
creased the speed of elimination. This procedure, how- 
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ever, is not recommended or advised as a treatment for 
poisoning by carbon monoxide. 

9. There were no apparent signs that the tests pro- 
duced deleterious effects to the health and physical well- 
being of the subjects. No lack of appetite, change of 
weight, or muscular weakness occurred. 

10. In general, a distinct increase in hemoglobin oc- 
curred. This was accompanied by an increase in red 
blood cells. No important change occurred in the 
leucocytes. ‘ 

11. With the exception of a few occurrences of traces 
of sugar, no important changes or abnormalities were 
noted in the urine. Tests for blood pigment were nega- 
tive. 

12. Psychological analysis employing tests that were 
thought would reveal any difference occurring in the per- 
formance of the subjects after exposure to carbon mon- 
oxide in the concentrations given failed to show any 
distinct effect due to the gas, although there was a 
slight tendency for a poorer performance to be made 
on a prolonged steadiness test. The difference in per- 
formance on all other tests was no greater than the 
variation on successive control tests, 


Concern Serving Delicatessens 


Economizes With Gas 


By J. B. Nealey 


American Gas Association 


HE delicatessen store is another product of 

modern civilization and has grown greatly in re- 

cent years until today it is numbered among the 
country’s largest businesses. Back of the delicatessen is 
the assembly, preparation and distribution of provisions 
sold by the delicatessen, and at the present time this con- 
stitutes another gigantic enterprise. 

Among the large provisioners of delicatessen stores 
and one handling a complete line of delicatessen store 
supplies, is the concern of Bohle Incorporated of New 
York City. This firm maintains a 24 hour service and 
keeps four iced automobile trucks busy continuously sup- 
plying between 500 and 600 delicatessen shops in New 
York and vicinity. While a full line is handled by this 
company including smoked fish, domestic and imported 
cheeses, etc., it specializes in hams, corned beef and 
roast pork. 

Having outgrown its old quarters through increased 
trade, this firm recently built a new and modern plant 
which represents the last word in sanitary and mechan- 
ical perfection. 

The hams prepared ‘in this plant have been corned in 
sweetened brine and are known as “sweet pickled boil- 
ing hams.” When received they are put into soaking 
vats of hot water which performs the dual function of 
cleaning and softening. 

In one end of the main room is a series of long tables 
at which the men work. As soon as the hams are suffi- 


ciently soft they are placed on these tables and the men 
remove the bones, loosen the skin and take off the 
proper amount of fat. 

In preparing the hams for boiling, two methods are 
used. In the first method they are put into heavy 
aluminum containers under pressure. There are three 
shapes, oblong, pear-shaped and truncated, and differ- 
ent sizes in each shape of these containers to accom- 
modate different weight hams. Pressure is supplied by 
springs on the covers and the hams are always under 
pressure whether expanding or contracting. When 
processed the hams are so shaped that they can be cut 
up on the slicers without waste. 

The other method is that of making them up as 
“round” or “string” hams. These are not put into the 
ham boilers but are tied up with string in the old 
fashioned way of years ago when that was the only 
type known. These are wrapped in canvas-like cloth 
and boiled in the tanks among the aluminum forms or 
containers. 

For this operation three tanks are provided, two 
large and one smaller in size. The larger ones each 
measure 14 ft. in length, 5 ft. in width and 4 ft. in 
depth and hold 150 to 210 hams each which are boiled 
for about 5% hours at temperatures ranging from 170 
to 180 deg. F. 

These tanks are of sheet steel with insulation between, 
which serves to conserve the heat. lower the fuel con- 
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sumption and improve working conditions. Gas fired 
immersion heaters, two in each tank, are used to heat 
the water. These consist of a loop of 6-in. steel pipe 
laid on the bottom of the tank and running from one 
end to the other and return, so that the two open ends 
protrude through one end of the tank and about a foot 
apart, 
































One of these is welded into the end of the tank and 
the other is bent at right angles and runs up under the 
hood where the waste gases are vented to the outside 
air. A gas burner is set opposite the lower open end of 
the pipe and fires directly into it, the hot products of 
combustion traversing the length of the pipe and return 
thereby heating the water in the tank. 

The burners used are the open end type with pilot 
lights built into them to hold the flame from being 
blown away. The gas is boosted to four pounds pres- 
sure and air is sucked in at the injector to form a gas- 
air mixture which will give complete combustion. A 
rotary air-cooled gas compressor, with pressure oiling 
system and by-pass relief valve built into it, is used to 
boost the gas pressure. 


Close Regulation 

This relief valve can be set to open at different pres- 
sures, but, as it operates by gravity it is weighted to 
open at four pounds on this particular application, so 
that any excess gas delivered by the compressor is im- 
mediately by-passed to the suction slide. One feature 
of this installation is that the gas can be turned down 
to half a pound without any danger of back-firing, or 
of changing the gas-air ratio. The efficiency of this 
unit is above 80%. 

It seems to be a popular belief that all boiled hams 
are smoked at some time or another but this is an error. 
The exception is the Virginia Style ham and in making 
up this specialty a string ham is used and is smoked 
before boiling. These are the only boiled hams that re- 
ceive any smoking. 

A gas-fired, sheet steel smoke oven is provided for 
this operation. This smoke oven is 6 ft. square and 12 
ft. high and the walls, roof and floor are constructed 
of double steel sheets with asbestos insulation between 
as in the boiling tanks. Three long gas pipe burners ex- 
tend from front to rear and are located about three 
inches above the floor. A rack of hams is run into the 





Tanks heated with gas-fired immersion heaters for boiling hams 
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oven, the floor covered with hickory or cedar sawdust 
and the burners lighted. Heat from the gas flames 
causes the sawdust to smolder and smoke and the ex- 
cess smoke is removed through a flue which runs into a 
tall chimney.” Natural draft only is used. 

While hams, beef or other meats are smoked in this 
oven for periods ranging from one to five hours, the 
burners are kept lighted for only about half an hour, for 
the sawdust will continue to smoke for a long time after 
the action has once been started, without more heat. 

Refrigeration is the’ next important step in processing 
the hams which are first allowed to cool to room temper- 
ature. They are then put into the first automatic re- 
frigerating box at 45 deg. F. where they are allowed to 
stand for a day when they are transferred to another 
box at 36 deg. F and left for another day. They are 

hen ready for delivery in the iced trucks. 





Gas-fired smoke house and boiling tank. Note twin compres- 
sors for burner control in foreground 


Roasting of various kinds of meats is accomplished in 
a gas fired oven 4 ft. square and 5 ft. high which is di- 
vided into four compartments by iron grids or shelves. 
Kach compartment is provided with a door. Five gas 
burners, located in the front section and close to the 
floor, fire into the interior of the oven, and as the com- 
partments are separated only by iron grid shelves, 
the one set of burners is sufficient to heat the entire unit. 


% 


Copper is Not Perfect 

Copper, like most metals, has its disadvantages as 
well as advantages and to say that nothing affects cop- 
per is certainly incorrect. 

For instance, any man who has had anything to do 
with refrigerating machinery and ammonia gas knows 
that ammonia does affect copper very much. For that 
reason brass and copper parts are never put into am- 
monia machinery. 

In some parts of the United States even the water is 
exceedingly hard on copper tubing and piping. Thus I 
know of one instance where copper tubes in a stream 
condenser last only a year at their very best owing to 
the bad water in that vicinity. Copper tubing is per- 
sistently used, however, because it is the best material 
they can find for the purpose. 

For most water handling purposes copper and bronze 
piping are very good, Copper and bronze wire cloth 
also are decidedly superior to iron wire cloth and even 
to galvanized iron wire cloth according tomy own per- 
sonal experience. 


W. F. SCHAPHORST 
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I—Competitive Fuels 
B EFORE entering into the study of gas in relation 


to competitive fuels, it may be well to refresh 

our minds on the facts that show that gas is not, 
as so many believe, a monopoly, but actually subject to 
keenest competition. So many customers dismiss the 
gas industry with the statement that it is a state pro- 
tected monoply. This view is only ioo often helped 
along by the sensationalists playing on class prejudice 
for the purpose of personal popularity. 


Why the Coal Range? 


Everyone in gas sales work knows most certainly 
that gas is competitive. Those who serve districts such 
as New York City cold water flats, where neither heat 
or hot water is supplied will know that in about 50% 
of these flats combination coal and gas ranges are in- 
stalled. If gas is in a class alone, why the coal range? 
Simply because coal even in 100 and 200 Ib. bags is 
cheaper for the dual purpose of heating the flat and 
cooking than gas or any combustion using gas can be 
for the heavy winter months. The many advantages 
of gas are well appreciated by these customers, whose 
average sales per meter are among the highest, but 
the one disadvantage of overall cost is the big obstacle. 
The quality and price of these combination ranges are 
not low, but compare favorably with the best gas ranges 
(without oven control and other accessories) to be 
found on the Gas Company show floors. First cost, 
then, even for the househoXler, is not a prime objection 
in fuel selection. Public Service Commissions have 
generally approved of the adoption of rates for com- 
petitive business. In other words, where an existing 
schedule does not offer sufficient inducement for the 
use of gas fuel, the principle has been approved by the 
Courts and Commissions of the introduction of special 
rates making it possible for the gas companies to com- 
pete on a cost basis with coal or oil. 

These two illustrations have been introduced to show 
that gas is indeed a competitive fuel and not a monoply 
by State grant. Just to get an overall glimpse of this 
industry, two phases should be considered. First, what 
is the public’s idea of its value, and second, what kind 
of a business is this competitive gas business. 

It is not greatly out of line to say that the public 
has invested 5 billion dollars in the gas industry. With 
the recent developments in longer distance transmission 
lines, the investment is perhaps even more, but 5 
billion is a safe approximation. How much this actu- 
ally conveys to the mind is difficult to say, but con- 
sider it from this angle. Suppose all this 5 billion 
dollars was to be delivered to a bank in the form of 
$20 gold pieces. Five ton dump trucks are to be used 
and 3 loads can be deiivered, dumped and trimmed 


every hour. How long would that delivery take? Let’s 
assume that the first truck started the first minute of 
the New Year, and trucks arrived, backed in, dumped 
and departed day and night. The last truck would just 
finish at 11:30 A. M. on January 26th. “Believe it or 
not,” that’s what the value of the gas industry means in 
$20 gold pieces. And that does not include isolated 
producer plants and blue gas sets used by a single plant. 

With this immensity, however, the average sale is 
too small for any retailer. No sales or delivery system 
would care to undertake such a picayune business. Con- 
sidering that one large manufactured Gas Company 
sold about 45 M. million cu. ft. in 1928 to its 1,150,000 
customers, there was delivered daily to the average 
customer about 8 Ibs. of coal and 1% pints of oil. 
Imagine that for the sale of a commodity! With such 
units of sale, it can be seen that the industry does not 
sell a commodity, but only a service. Considering the 
efficiencies of utilization, the average annual sale of 41 
M. cu. ft. per meter replaces 3 tons of coal. The 41 M. 
cu. ft. at a rate of $1. per M.cu. ft. does the cooking, 
supplies hot water, and heats rooms at a cost of $41. 
compared with $45. to $60. for coal, and with much 
greater satisfaction. The “gas house” efficiency of con- 
verting coal to heat through gas is so far ahead of the 
home conversion of coal to heat that the higher priced 
fuel comes out ahead. It is idle to say that the home 
offers no additional gas outlets, for there is water 
heating, house heating and cooling, refrigeration, laun- 
dry uses, incineration and who knows what new de- 
velopments may result at any minute. An increase in 
domestic utilization means long tedious household edu- 
cation before the annual sales per meter increases great- 
ly. The sale of refrigerators to 5% of the customers 
increases the sales per total meters only 24%. _ Incin- 
eration has the same effect. Laundry equipment a trifle, 
less. The total effect is good, and the addition of a re- 
frigerator will in most cases make a profitable customer 
of a losing one. The sale of gas for industrial uses, 
and since in many companies industrial includes house 
heating and restaurant equipment, is no less difficult 
than domestic selling, but the results are more fruitful. 

Having in mind, then, the size and service rendered 
by the gas industry, the characteristics of fuels com- 
petitive with gas can be considered. In this summary, 
fuels are discussed from the standpoint of distribution, 
physical and chemical properties, storage and handling, 
and utilization. The comparison of advantageous and 
disadvantageous characteristics will be deferred until a 
succeeding article. 


Coal—Its Distribution, Use and Properties 
1 Distribution. 
Coal of various grades is found very widely dis- 
tributed, particularly throughout the United States. It 
is reliably estimated that within 3,000 feet of the sur- 
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face of the ground there are 500,000,000,000 tons in 
Pennsylvania, of which 90% is bituminous. In the 
Mississippi Valley there is equally as much. Colorado 
and the other states of the Plains and Rocky Mountains 
have very abundant supplies of all grades, with a tend- 
ency towards grades below bituminous. Great quantities 
of sub-bituminous coal is also found on the Pacific 
Coast and well over 1,000,000,000,000 tons of lignite are 
to be found in the 4 states of Arkansas, North Dakota 
Texas, and Montana. 

2—Physical and Chemical Characteristics 

A. Composition: Varies from lignite with high mois- 
ture, volatile and ash content to anthracite with low 
moisture, volatile and ash content. Even within single 
shipments, composition varies widely. The standard 
methods for coal analysis call for quite elaborate samp- 
ling methods. Usually high sulphur content. 

B. Heating Value: Dependent more on volatile con- 
stituents than on fixed carbon. Almost a direct function 
of the ash content. 

C. Combustion: Slow because of particle size and 
difficulty of producing an intimate mixture of fuel and 
air. Combustion products consist of COs, No, Oo, free 
C and CO., the two latter soon after firing. In high 
temperature work, forced draft is needed which causes 
fusion of ash and loss of heating value because of em- 
bedded fuel. At lower rates, impossibility of intimate 
contact brings about a loss in combustible in ash equal 
to or greater than ash content—e.g.—the residue from 
a coal of 15% ash is usually 30% the extra 15% 
representing unburned carbon. 

3—Storage and Handling 

Coal must be delivered to a house in bags or by 
truck, and provision made for storage. Differently 
sized coal must be used if this fuel is used for cooking 
or water heating and house heating. The fuel capacity 
of a cook stove or water heater and the comparatively 
rapid heating period, make a small size coal necessary. 
On the other hand, the requirement for boiler or 
furnace firing is for a large size coal. For kitchen use, 
coal is carried from the bin to the stove in scuttles. The 
ash which amounts to about 30% of the weight of coal 
fuel must be carried out which is objectionable. 

4—Utilization Problems 

A. Combustion: To burn coal, three distinct steps 
must occur. The first step consists of oxidizing the 
coal to a gas, carbon dioxide. This gas rises through 
the glowing fuel bed and is changed to carbon mon- 
oxide. When this gas meets the secondary air it burns 
with the characteristic choppy blue flame of a coal 
fire. When a coal fire is blazing just after adding coal, 
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much smoke is produced because the stove is not de- 
signed to give proper and complete combustion during 
such periods. 

B. Effect on Stove Linings: Coal ash at the high 
temperatures met during a fast fire melt and form 
clinker. The ash also fuses with the stove lining, caus- 
ing this to crumble quickly. The ash protects part of the 
iron grates, causing overheating and burning out of the 
grates not so protected. 

5—Fuel and Labor Costs 

A. Fuel Costs: On the heat unit basis, coal is usually 
the cheapest fuel. At $15. per ton for high grade 
anthracite coal, the cost per million B.T.U. is 63 cents. 

B. Labor: The labor involved in using coal consists 
of coal handling and firing, watching the fire, shaking 
and removing ash and clinker. It is impossible to set 
a value on such labor, although a usual charge for 
tending house heating furnaces is $15 monthly. 


Characteristics of Oil for Domestic Purposes 

1—Distribution 

Oil is found in several areas in the United States in 
pools. The more important of these are the Appalach- 
ian, covering the states of Pennsylvania, West Va. and 
Ohio; Lima—Indiana; Gulf Coast, covering the states 
of Louisiana, Texas and Oklahoma; Rocky Mountains, 
chiefly centered in Montana and the Pacific fields of 
Southern California. In spite of the great use of oil, 
the reserve estimated as remaining in the ground seems 
to remain about the same, as newly discovered fields 
makeup for the oil used. However, the demand for 
gasoline has changed refinery practice so that the ten- 
dency is for production of two grades only, gasoline and 
a heavy fuel oil fraction. The intermediate grades, 
kerosene, etc., will cease to be made except during 
periods of dumping. 

2—Physical and Chemical Characteristics 

A. Composition: Varies from light oil (kerosene 
and red oil) to heavy pitch, excluding gasoline. 

B. Heating Value: This varies but slightly, being 
between 18,000 and 19,500 B.T.U./lb. 
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C. Combustion: Dependent on the ease of conver- 
sion into gas. Light oils as kerosene vaporize readily 
and combustion is very rapid. Heavy oils with high 
flash points vaporize slowly and give delayed combus- 
tion. The products of combustion are COs, CO, H2O, 
Ne, Os and free carbon. The latter results from dis- 
sociation of the hydrocarbons in the flame before com- 
bustion. Incidentally, the free carbon referred to is a 


source of lamp black. 
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3—Storage and Handling 

For domestic purposes, oil is delivered by can or tank 
wagon. For cooking, water heating, etc., containers of 
about 1 gallon capacity are filled from the can. For 
house heating, oil is fed to the underground storage 
tank directly from the tank wagon, being pumped trom 
there to the oil burner. As oil burns completely to 
gaseous products and collodial carbon (smoke) the 
problem of ash removal is non-existent. 

4—Utilization Problems 

A. Combustion: Oil must be gasified before com- 
bustion. In lamps, stoves, etc., the heat of the flame 1s 
sufficient to gasify the volatile kerosene used for such 
nurnoses. By using a metal stack to conserve heat, blue 
flame combustion can be produced. On furnaces and 
larger requirement heating appliances, either mechanical 
atomization or supplementary heat is used for gasifi- 
cation. 

Oil burns to COs, H2O and No. Because of incom- 
plete combustion CO and oxygen are usually present in 
flue products. The combustion of oil produces about 
15 Ibs. of water per 100 Ibs. of oil. It should be men- 
tioned that it is extremely difficult to burn oil without 
producing some smoke. 

B. Ausxiliary Equipment: For gravity feed appli- 
ances, no auxiliary equipment other than fuel container 
is needed. For pressure type appliances, oil pumps are 
needed and air blowers for supplying air for atomiz- 
ation and combustion. Gas or electric ignition devices 
are also required for such systems. 

5—Fuel and Labor 

A. Fuel Costs: On a heat unit basis, kerosene oil 
at 17 cents per gallon (50-gal. lot price) costs $1.215 
per million B.T.U. Fuel oil at 10 cents per gallon costs 
69 cents per million B.T.U. 

B. Labor: On gravity type appliances the labor 
consists of filling fuel containers and cleaning wicks, etc. 

The pressure type appliances are automatic, requir- 
ing little or no labor. 

Electricity 

1—Distribution 

Electricity is available in practically all sections of the 
country. It is generated from coal, oil gas and water 
power. Coal will always be the basis for the production 
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of electricity, although the use of natural gas and on 
for this purpose is steadily increasing. While water 
power will be an important source of electrical energy, 
the potential water power available and its geographic 
location make it impossible that the dreams of the hy- 
dro-electric advocates that white coal will dominate can 
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ever come true. The maximum available water power 
can never supply more than 10% of the fuel require- 
ments. Geographically, however, more than 65% of the 
potential power is in nine states of the Pacific Coast and 
Mountain States. 

2—Physical and Chemical Characteristics : 

A. Composition: As electricity is an energy it has 
no definite chemical composition. It is, however, sup- 
plied in different voltages and frequencies. For indus- 
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trial heating the usual utilization voltages are 115, 230 
and 460 volts. Distribution voltages commonly used are 
2300, 4000, 11,500 and 22,000. Single phase current is 
supplied only infrequently, the majority of industrial 
current supplied being 3 phase, with 2 phase following 
close thereafter. 60 cycle alternating current is the 
usual frequency, although a few sections are still sup- 
plying 25, 40 and 50 cycle current. 

B. Heating Value: One KWH of electricity corres- 
ponds to 3412 B.T.U.’s. 

C. Combustion: Electricity being an energy, no 
chemical reaction takes place in the production of heat. 
Heat is produced by the resistance of the heating ele- 
ments to the passage of the current in domestic appli- 
cations. 

3—Storage and Handling 

Electricity is supplied directly from the central sta- 
tion. There is no unloading, storage or ash removal to 
be considered. 

4—Utilization Problems 

For domestic purposes the simplest method of chang- 
ing electricity to heat is used, which is the resistance 
element. The usual type consists of a simple coil of 
heat resistant wire, the length and cross sectional area 
determining the amount of heat produced. Because of 
the low heating value per unit (3412 B.T.U. per KWH, 
i. e., 9 ampers at 110 volts for an hour) the service lines 
must be quite heavy. For an electric cabinet range 
with oven and four top burners, power lines equal to 
those used for 10 H.P. motor are required. The pro- 
ducts from electric heating, except such as may be given 
off by the material, are negligible. 

5—4Fuel and Labor Costs 

A. Fuel Cost: Ona heat unit basis, electricity is by 
far the most expensive source of heat. At a rate of 
14 cents per KWH, the cost is $4.40 per million B.T.U. 

B. Labor: There is no labor necessary for utilizing 
electricity other than that involved in handling the ma- 
terials being heated. 


The second article in this series, “Manufactured and 
Natural Gas,” will appear in October issue of Amer- 
ican Gas Journal. 


‘ 
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The Power of 
Ma ; Sentiment 


HE course of the world has been dictated always by 

i the compelling influence of mass thought. Take the 

i} big political and economical crises. We find pre- 

ceding each, the growth of certain thoughts in the 

minds of individuals, followed by the exchange of 

ideas, with the result of a crystalization of mass sentiment, 

and only when the individual feels the beginning of the 

mass thought, do we find in him a desire to act—“to break 
down the old and establish the new.” 


It follows that the plain fundamental thought of “A 
Modern All Gas Home for Every Gas Man” that we advo- 
cated in our August issue, appears to have every semblance 
of a development from a single thought seed in the minds of 
a few individuals into a mass thought that will in turn in- 
fluence individual action. 


The enthusiastic reception to this thought by the Gas 
Man shows clearly that a trend toward mass sentiment on 
this important subject is on the way and would need very 
little urge to make it an actuality. It also shows that the 
Gas Man is always inclined to take a serious view of an exist- 
ing ailment in his business and apply the remedy. 


Naturally, this prompts our desire to play a part in the 
realization of this deal, and as a means to this great end, we 
are beginning with the Convention issue and continuing in 
subsequent ones a series of articles by Gas Men who believe 
in the use of gas to the practical extent of living in “A 
Modern All Gas Home.” 
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ALL; cool. weather approaching; 

Young America again struggling with 
home-work or avoiding it. The katy- 
dids are shrilling their warning—‘six 
weeks to frost.” The home appliance 
merchant is sizing-up his quota sheets, 
hauling out his sales plans for final re- 
vision and in some cases trying to cover 
an eight months apathy and console him- 
self with the fact that cool weather 
loosens purse strings and starts folks 
shopping. 

Man feels the pull of the season and a 
desire to clean house and replace things 
that are out of style. 

Fall brings the urge to do something 
in all people, especially those who 
throughout the year have held obstinately 
to the old ideas that folks do not have 
the money to buy during the early part of 
the year and that you can’t expect to do 
much selling in summer. 


Outlook Favorable 


Fall is harvest time, and the fall of 
nineieen twenty-nine, having no _presi- 
dential year to upset the equilibrium of 
man, should be a regular harvest season 
for the merchant who sells home labor 
saving appliances—if he will but use his 
riative wit and work his plan. 

Any fair-minded merchant with ten or 
even five vears’ experience in selling the 
American home manager must admit that 
never in the history of this business has 
the outlook for the progressive ones been 
more favorable. Never, for instance, has 
the gas man had such a variety of appli- 
ances to offer his customers, never has 
he had such attractive appliances. Never 
has he had such a volume of advertising 
to awaken interest in better home furn- 
ishings. Never before have “the powers 
that be” approached that state called “ad- 
vertising consciousness” and been willing 
to invest in the future to the extent of 
setting-up a reasonable appropriation for 
the purpose of building proper display 
rooms, efficiently lighted and furnished 
for window display, direct mail, out-door 
and newspaper advertising. Never before 
has there been such a demand from the 
home manager for “the newest.” Never 
before were there so many homes with 
women in them seeking appliances that 
will brighten these homes and lessen home 
labors. Never were there so many homes 
within reach of the distribution lines of 
utility company service. Never within 
the memory of man has there been such 
a desire to “keep-up with the Joneses.” 
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By William H. 





William H. Matlack 


Never in the history of merchandising has 
there been a greater opportunity for the 
seasoned salesman who will devote a defi- 
nite portion of each work day face-to- 
face with prospects in the American 
homes. 

At this writing,. there is something 
startling happening every day in the home 
appliance industry. By the time this ap- 
pears in print the range manufacturers 
will have told the industry of a half 
dozen or more new non-resisting appeals 
that the salesman may use to sell as 
many modern gas ranges, some of which 
have not as yet been exposed to public 
view. The fall line of gas ranges will be 
of astounding design, new in color com- 
binations and embodying many features 
not yet a year old. Ovens and broilers 
insulated; compact, convenient heat regu- 
lators; automatic lighters for main top, 
oven and broilers; burners of new design; 
broiler innovations and convenient serv- 
ice drawers—plenty for the salesman to 
present to the progressive home manager. 

Again, for the chap who is in earnest 
and wishes to sell happiness in home- 
work there are laundry appliances. Fall 
brings rains and flurries of snow; sell the 
woman a sure wash-day. A washing ma- 
chine with its own gas water heater; a 
xas heated ironer and sixty feet of in- 


Its Harvest Time—for Hustlers 


Matlack 


door clothes line, compact in a gas dryer 
that sterilizes as it harmlessly dries the 
sheerest fabrics. Fall brings the first de- 
sire for “a little heat,” an opportunity to 
fill the countless empty fire places of the 
nation with radiant gas fires, an oppor- 
tunity to sell the woman in the home 
added comfort and added beauty, “heat 
when and where you want it” with health 
giving rays. 

Aside from these appliances there is the 
gas incinerator, the carefree gas water 
heater that enables the home manager to 
reach for a spigot instead of a match 
when hot. water is needed for any pur- 
pose and the silent gas refrigerator which 
insures her an abundant supply of cold 
for keeping foods below the danger line 
of fifty degrees. 

Every one of these appliances can be 
sold by the salesman who knows no sea- 
sons if he will but prepare himself and 
expose himself to plenty of prospective 
purchasers this fall. 

Selling after all consists of preparation, 
presenting and persisting and constantly 
exposing merchandise to sales. 

The manufacturers appreciate the value 
of preparing the market and are utilizing 
their knowledge by advertjsing their 
wares and thus paving the way for the 
progressives who will cash-in on their 
efforts this fall. 

Having solved the problem of produc- 
tion the smart manufacturer is turning 
his attention to merchandising, advertis- 
ing, displaying and coaching sales-people 
to sell his wares. This is true of all 
manufacturers, wholesalers, and _ retail- 
ers, sellers of staples and specialties from 
tonsil swabs to trousseaux. 


Tuning In 


These men are tuning in with the 
times, offering the prospective purchaser 
color, timely designs, and little-by-little 
plans of payment. “No down payment 
required of old customers” and “two years 
to pay” are some of the inducements 
offered the ambitious and expectant, who 
have the desife, and up to this writing, 
enough money to make the “small down 
payment,” that will enable them to satis- 
fy that desire. 

The ambitious and expectant—the two 
who thrill and feel that the world grins 
as he writes “Mr. and Mrs.” for the first 
time on the hotel register— market is a 
gigantic market and places a gigantic or- 
der each year for merchandise found on 
the sales floor of every progressive gas 
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company. This ambitious, expectant mar- 
ket looks forward to colorful kitchens, 
modern gas ranges, silent gas refrigera- 
tion, and all gas laundry, an incinerator 
and healthful, radiant gas fires for the 
home—if the appliance merchant exposes 
them to their view. The newly-weds and 
those sixty and under, wedded and com- 
ing into their own,—the “average Amer- 
icans,” those who wish to keep up with 
the Jones,—are buying home appliances 
this fall from the persistent. 

Just who is the ambitious, the expec- 
tant you may ask? The answer is easy. 
He is the man with the little car, who 
is buying his own home; reads the home 
newspaper, a popular magazine or two; 
talks about bootleg, yet buys nary-a-drop; 
who believes in the United States; who 
dabbles in the common stock of the corpo- 
ration by which he is employed, paying 
for it on the little-by-little plan; who 
does not want to understand how to make 
money on margins; who contents himself 
most of the time by ‘tending to the ter- 
ritory immediately under his hat; your 
neighbor; your brother in the luncheon 
club; the man on the street. Anywhere 
is he who composes the ambitious ex- 
pectant market that seeks more and better 
home labor saving appliances. He is the 
man the manufacturer is preparing for 
the alert, enthus*<stic appliance dealer and 
salesman who \..Shes to bring in a big 
harvest this fall and who will persist un- 
til he has done that thing. 


Incinerator Essentials 


The incinerator, as is the case with 
other appliances, must give complete sat- 
isfaction to the customer and require a 
minimum of servicing. It is important, 
therefore, to consider the essentiai fea- 
tures which must be embodied in an ap- 
pliance of this character. They may be 
enumerated under the following heacings. 

1. Appearance which has an eye appeal 
and conveys the impression of ruggedness 
and quality. 

2. Properly insulated to prevent exces- 
sive heat on the outside. A 90 deg. rise 
above room temperature is the allowable 
variation by the National Board of Fire 
Underwriters. 

3. One-piece burner. This is 
upon by the gas company laboratories, and 
the A.G.A. Testing Laboratory at Cleve 
land, as a protection against leakage. 

4. Suitable observation door so that the 
burner may be seen at all times. 

5. Interior sheets which come in contact 
with acids and gases to be heat and cor- 
rosion resistant. 

6. Interior construction to be such as to 
permit of proper air circulation, and so 
there will be no blanketing of burned or 
unburned gases. 

7. Ash pan which covers the entire area 
of the incinerator so no falling particles 
of garbage or ignited material will fall 
yutside the pan. 

8. It is essential that adequate flue con- 
ditions be available. Most of the trouble 


insisted 


urnal 


and annoyance with incinerator installa- 
tions can be traced to poor flue conditions 


rather than to the incinerator.—Louis 
Stots, New York Regional Sales Con- 
ference. 








Cash-in on the Food Preservation 
Movement 


Gas men should remember that the Na- 
tional Food Preservation program has 
awakened many of their customers to the 
value of keeping foods at a temperature 
below fifty degrees. Now is the time to 
push that doubting refrigerator prospect 
over the line, to get his signature. Poin: 
out the facts to him, the advisability of 
keeping food at proper temperature, the 
saving to be made by using the gas re- 
frigerator, and the satisfaction to be had 
through its silence 








Ice from the heat of 4 small gas 
| flame at little cost. 





Thousands of users are enjoying 
the benefits of gas refrigeration 
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The whole 
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1ation has been told the 
} during the past 
twenty days and will be told again and 
again between now and October the first 
and therefore the job of selling refriger- 


> 


refrigeration 


ators should be an easy one 
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How It Is Done 
Refrigograms recently told of a gas 
appliance salesman who made sales to the 
tune f $750,000 in 1928 and has fet a 
quota f himself of $1,000,000 for 1929 
Oh! sure they give the name and address. 

After all, this man is doing nothing that 
any gas appliance salesman cannot do if 


= 





he has the will, for he is working ex- 
actly along the lines recommended to 
salesmen of gas appliances fifteen or 
twenty years ago, and every year there- 
after that we can remember. Build up a 
clientele and keep them sold by render- 
ing them service, and you'll keep selling 
‘em. 

Everybody who has ever pushed a door 
bell knows the story but a lot of them 
have failed to follow through. 


oe - 
Getting Them at the Start 


We were talking to a young fellow the 
other day who had but recently been em- 
ployed by a public service company as a 
salesman and who had decided upon a 
plan that looks like a good one. He said 
that after thinking over ways and means 
of securing customers and _ observing 
other men work he had decided to build- 
up a special file of brides-to-be and make 
a systematic effort to sell them. 

This plan was to try to sell them a 
complete appointment; gas range, water 
heater, refrigerator, radiant heater, in- 
cinerator and dryer. He reasoned that 
his appeal would be, “well you are just 
starting out to manage a home and these 
appliances will help you do it in the most 
efficient manner possible. Also, you may 
as well get these things at the start and 
begin at once to conserve your time, health 
and haypiness.” 

We would say his line of reasoning is 
good and that he is going to develop 
the proper market. Statistics show that 
1,250,000 begin to manage new 
homes each twelve months. Young home 
managers are receptive to new ideas and 
properly cultivated will be steady cus- 
tomers for what have you for a number 
of years to come. 


brides 


% 
How to Get Them Out 


A wide-awake retailer of gas ranges in 
the middle west is insuring a full attend- 
ance at his demonstrations by arranging 
with women’s clubs to attend his demon- 
stration in a body. For a party of fifteen 
or more members of selected organiza- 
tions he offers to donate five dollars in 
cash to the organization to do with as 
they see fit. This dealer so we have been 
informed has arranged for three demon- 
Strations a week for as many as three 
months in advance all during the year. 
It has also been said that so far a sale 
has been made at each demonstration and 
each one has also produced several live 
prospects. 

The Public Service Company of North- 
ern Illinois uses a plan somewhat along 
the same lines to introduce home laun- 
dry appliances. 


% 
Try This One 
Now that gas appliance merchandisers 


have adopted the special one day sale 
idea and made a creditable job of it, it 
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seems it might be fitting to extend the 
idea. As a suggestion, why not a “Mon- 
day Special sale,” say once every three or 
four months? Why rot have a “Satur- 
day Special” on seme of the smaller ap- 
pliances once in a while? There is no 
reason why such one day sales plans can- 
not be worked out and made profitable. 
Talk to any gas man and he will tell you 
that to boost sales one must devise new 
ways to attract new faces into his store. 
The special one day sale may help to solve 
this problem. 

As we view it the gas company oper- 
ating an appliance store in the cities hav- 
ing populations ranging from ten to one 
hundred thousand might do well to try a 
“Saturday Special.” In cities of this size 
a great many folks do the bulk of their 
shopping on Saturday and so far as we 
can learn the gas man has not cashed in 
on this day as he should. The reason 
may be that folks have not been properly 
attracted to his store on that day. Fall 
months should be an ideal time to test the 
idea. Try it. 

+ 
How to Attract Them 


One way to get more people into the 
gas company store is to have more mer- 
chandise to attract them. There are a 
number of small appliances that may be 
used to attract folks into the store and 
there are any number of related items that 
might be used. 





Some of the far-sighted gas merchan- 
disers are offering their customers alumi- 


num ware, percolators, double boilers, 
triple sauce pans etc. These appliances 
are featured on open display tables and 
are attractively priced as specials for cash- 
and-carry customers. Other companies 
use fewer appliances and feature them by 
store demonstrations on “discount days.” 
At these demonstrations recipes are also 
distributed to all comers and it is said 
in both cases that more and more peopl¢ 
are visiting the stores. 

Co = 

Reversing the Usual 


The merchandise manager of a depart- 
ment store tells us that whenever any of 
the buyers of household appliances are un- 
fortunate enough to select an item of 
merchandise that does not move fast 
enough to secure the desired turn-over 
he moves it, not by cutting the price to 
the bone, but by placing a bonus on it. 
This bonus brings the desired results. 

He also said that such items often 
speed up the sale of other items being 
shown. He attributes this to the fact that 
being attracted to the item by a special 
the customer just naturally 
looks about for other needed items. 
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A Clean-Cut Dryer Ad 


What seems to us to be an outstanding 
gas dryer advertisement is one used by 
the Laclede Gas Light Company. This 
advertisement tells the whole story of 
drying clothes in a very forceful manner 
and should furnish some very good ideas 
for the ad-man whose job it will be to 
prepare some dryer advertising this fall. 
As we study it we find sufficient idea pro- 
voking material to write a series of ad- 
vertisements around—reasons why the 
home manager will want a gas heated 
laundry dryer. 
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¥ asners and ironers have done much to 
remove the of washday but 


What a 
Gas Laundry Dryer Does they make no provision for drying....and 
is biggest problem. 


The modern homemaker is solving this 
problem with a Gas Laundry Dryer,an effi- 
cient dryer that saves at least 50% of the 

for the process and 






Comserves space by drying all the 
aches 9 a cabener win occupies but 
‘WO square leet of spect yet hes 
a capacity equal to Ob feet of Gothen 
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time 

eliminates the labor of 
lugging wet clothes from 
the washer to the line. 


Dries lightweight pieces in 15 or 20 
ments Hence pieces im proportion 


Séecinaes By slowing garments 
p Lt DG An automatic system of | 
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utes the warmed air even- 
ly to all parts of the drying 
cabinet. This, coupled 
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we'll remove it and you don't owe us 2 cent. Thar’s fair enongh, ien’t ic! 


with thermostatic heat 
|, prevents scorch- 
ing and discoloration. 
Special Offer to Home Owners 
fe are we over this dryer that we are making a 
wo home ownem. We will install the dryer for 30 day free trial. You use 
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Poster Advertising 


Poster advertising, such as has been 
used by the Consolidated Gas Company 
New York, The Spokane Gas Company, 
The People Gas Light and Coke Com- 
pany and several others, has jumped the 
gas industry ahead several years and 
placéd it in the company with other ad- 
vertisers who had to do their selling 
quickly. Study poster advertising as you 
speed over the highways and see what 
you can do to advertise gas. 
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Cost of Training Salesmen 


That it costs a great deal to train sales- 
men to sell home appliances there can be 
no doubt. The biggest cost however, is 
the turnover of men. Just what these 
costs are we are unable to say. We have 
heard a great deal of guessing, some 
stated in dollars per man and others in 
per cent of sales, but that does not mean 
anything. However, we have found a man 
who has been giving the matter some 


study and who has charted costs over a 
period of eight months. 

This man’s findings indicate that an un- 
trained man’s costs amounted to 50.7% 
for the first month of his employment, 
33.88% at the end of three months, 16.6% 
at the end of five months 16.2% at the 
end of six months and 13.6% at the end 
of eight months. He also explained that 
this was considered by him to be a reason- 
able cost and that while there were men 
who could operate for less that he was 
of the opinion that sueh a cost was 
reasonable. This man also found that a 
specialty man operating over the same 
period ran his costs up to 35.7%. Aside 
from this he found that floor sales dur- 














ing the same period averaged 5.63%. 
eis & 
2 S x 
36° ¥ 2 
s°8 $ 
50 : 
CHART 8 
, Showing the Effectof & 
° Untrained Salesmenon Y 
2 The Cosi of Sales > 
40 < é 
: a 
') 
30 
| SWhak elbes rece 
$ SN N 2 
« 9 S 
20 p = = g 4 : 
" » © b9) \ of 
9 " 
6 
1o a" 
" 
. . 
2 














These costs in all instances cover draw- 
ing account, commission and possibly a 
special bonus. As we view it these costs 
are not excessive in view of the high 
turn-over that there usualy is in men sell- 
ing home appliances. 
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The Plan’s the Thing 


The plan’s the thing; it naturally be- 
ing assumed that the product has merit, 
and therefore worth merchandising. The 
plan’s the thing when it is properly built 
up and followed through. 

Obviously, the way to sell the new load 
building appliances is to build a selling 
plan around them and push the plan 
through step by step, as laid out in the 
plan book until the word “finish” is 
reached. 

In selling, let us say gas heated clothes 
dryers, for that is an ideal appliance to 
offer the home manager in September, it 
naturally follows that the sales manager 
should be thoroughly acquainted with the 
product. Assuming that he is, then let 
us see what some of the other steps are 
that go to make up a plan to market the 
dryer. 

The development of indoor drying of 
clothes with gas presents no _ greater 
marketing obstacles today than the gas 
range as an appliance for cooking did 
only a few short years ago. However, 
its general use in the American home does 
produce a marketing problem and a big 
one. The appliance itself has passed the 
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experimental stage. Most all gas man and 
thousands of home managers know that 
“it works” perfectly. It can be sold in 
greater quantities and it is a most desir- 
able load builder for the gas company 
and a needed appliance in the home. Just 
the same, like continuous flow. water 
heaters and ranges tt must be sold. 

Notwithstanding all that has been and 
is being said about the “competition for 
the customer’s dollar” a complete knowl- 
edge of this or any other gas appliance 
and what it will do for the home man- 
ager together with a complete selling plan 
will sell it. 

As a suggestion for building such a 
plan we offer the diagram shown here. 
\s will be noted, first consideration 
is given to the “sales manager” and 
the second to the “appliance.” It 
must be assumed, as stated above, that the 
appliance is an approved one and that the 
sales manager is convinced that it will 
be of service to his customers. The 
story that follows these two subdivisions 
of the plan may be tersely stated thus: 
Mr. Salesmanager selects a dryer that he 
has implicit faith in, one that he would 
sell to his best friend (and install in his 
own home) and feel that he was doing 
him a real service. This is the big job. 
the other activities follow along smoothly 
as a rule. 

To educate the employees in your or- 
ganization (chart left branch) is the first 
step. Teach them all there is to know 
about the dryer and what it will do for 
the home manager. When they have this 
knowledge they are ready to sell. The 
next step, then, is to acquaint the public 
with the appliance. Build a timely win- 
dow display, hold store demonstrations 
and arrange to sell the idea of indoor 
gas drying of clothes to women’s clubs. 
These are educational works that must be 
carried on immediately after the em- 
ployees of the organization have been 
educated. As this work is in progress 
the outside and floor sales people may 
turn to active selling. 

Under the head of direct selling again 
comes window display, direct mail, em- 
ployee’s prospects, salesmen and news- 
paper advertising—window display to 
arouse general interest along with direct 
mail and newspaper advertising to de- 
velop prospects for the trained salesmen 
to visit and sell. 

In planning the newspaper advertise- 
ments build up a budget based on esti- 
mated sales, allowing a reasonable amount 
for each dryer sold. This done a sched- 
ule may be arranged that will permit ad- 
vertisements to be run throughout the 
sale. This schedule would use the largest 
advertisements first, at the time the 
appliance was being introduced and then 
follow with the smaller advertisements 
until the sale is closed. In introducing an 
appliance by a sale of this kind it fre- 
quently happens that the newspaper will 
give it a “reader” at the time the first 
advertisement is published. In submit- 
ting such readers endeavor to make them 
newsy, tell of some special feature in 
connection with the appliance and what 
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it will do for the home managers. Items 
of news go over much better than 
“readers” that simply state that the gas 
company is having a sale of such and 
such an appliance. Use a theme that will 
permit the editor to write a lively head 
for the “reader;” something on this or- 
der; “Women May Dry Clothes in a 
Downpour of Rain,” or some other such 
interesting head-line. In other words sell 
the newspaper man on the value of your 
merchandise and leave the story to his 
telling. 

In the use of direct mail it is always 
more profitable to use a hand-picked list, 
but, if you wish to introduce the appliance 
to all domestic customers the mailing may 
be made to cover at least sixty per cent 
of the domestic customers. A _ general 
mailing, however, loses much of its effect, 
for the simple reason that it cannot be 
followed up quickly enough. In sending 
out such material our recommendation 
would be not to send it out hit or miss, 
but to have each salesman build up a list 
of prospective customers in his district 
and let him be responsible for mailing the 
literature and following it up. It is con- 
ceded by old campaigners that this is the 
most productive way to use direct mail. 
However, a great many utility men find 
that a bill flyer to all residential customers 
is effective. In using flyers be certain 
that they are attached to the bill, not 
merely inserted in the envelope carrying 
the bill. 

Window displays should be well thought 
out and one should try to get over the 
idea that no matter how hard it rains the 
clothes may be dried, if the home is 
equipped with a gas dryer. Not long ago 
we saw a dryer display that was built 
along such lines. The dryer occupied the 
center of the window and wing walls of 
bright velour paper with pastel drawings 
representing a rain storm on either side 
of it put the story over in good fashion. 

Where it is possible to educate all other 
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employees who come in contact with the 
public, regarding the: appliance and the 
sale, it will be found advantageous to pay 
such employees a fixed sum for each pros- 
pect turned in where a sale is made to 
such prospects during the period of the 
sale. In addition there might be paid a 
fixed amount for any sales that they may 
be able to make direct. This plan often 
brings to light latent sales ability, More- 
over, it is well worth employing for the 
reason that it builds up a better feeling 
between the sales and other departments. 

The educational plan may be put over 
by a general meeting or special meetings 
with the salesmen but one of the most 
effective ways to have the lesson learned 
is to build up a boiled-down sales 
talk and distribute it to all con- 
cerned. This talk should bring out 
the sales features of the appliance, 
ine plan of selling and the reasons why 
such an appliance should be a part of the 
equipment of every home. In fact as you 
will gather from what has gone before, it 
would seem that the most effective way 
to put over the sale of any appliance is 
to work out a definite plan and put it into 
a plan book for every person who is to 
have anything to do with the sale. This 
book should contain copies of advertising 
material to be used, cuts of the appliance 
to be feautred, prices and terms, date the 
sale is to open and date on which it is 
to close, a statement from the sales man- 
ager regarding the appliance and his rea- 
son for staging the sale. If such a plan 
is built and followed through sales will 
be made, for the plan’s the thing—if it is 
followed through. 


Don’t Neglect the Gas Range 


The back-bone of the domestic load is 
the gas range and notwithstanding any 
effort that is being made to sell the many 
other needed home appliances the gas 
range should be constantly featured. This 
does not mean that a “sale” should al- 
ways be in progress but that the range 
should be continuously and consistently 
merchandised. Demonstrations, both in 
the store and the homes, should be con- 
ducted all the while and a number of 
new tested recipes should be distributed 
to the home manager at frequent inter- 
vals. Every means possible should be em- 
ployed to induce folks to do more home 
cooking. 
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Show the Customer 


The dramatist sells his play by creating 
atmosphere through light and music and 
stage setting and this, it seems, would 
be the way to sell the advantages, the 
beauty, and convenience of radiant gas 
fires this fall. 

Merely setting these heaters around on 
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Typical examples of fire-place settings in gas company display rooms which attract prospects 


the sales-floor in no way suggests their 
true usefulness or how greatly such ap- 
pliances enhance the beauty of the home 
by filling an empty fireplace. 

Many of the newer gas company sales 
rooms have provisions, in the way of fire 
places built in, to display radiant gas 
heaters while still others occupying older 
buildings are using “built-up” fire places 
for this purpose. In this respect it would 


A New Use for Gas 


A new use for gas, The Better Fuel, has 
been found. This time it was used in a 
New England clambake. Like most of 
the uses for gas, this new one was born 
of the necessity for a clean, smokeless, 
odorless fuel. 

About sixty members of the Distribu- 
tion Department of the Fall River Gas 
Works Company, Fall River, Mass., 
recently planned a clambake to be pre- 
pared on the company property at the 
Distribution plant. Due to the proximity 
of adjacent buildings, and the fire hazard 
and smoke nuisance incidental to the use 
of a wood fire for heating the stones, the 
management suggested that gas be used 
as the fuel for the bake. It was pointed 
out that not only would the objections be 
overcome but that a better bake should 
result from the use of this superior fuel 

Accordingly, a suitable burner was de- 
signed and made by members of the Dis- 
tribution Department and the bake was 
held as planned. The results were even 
better than expected. The stones were 
thoroughly and evenly heated, the ingredi- 
ents of the bake were deliciously cooked, 
the time required for preparing the bake 
was considerably reduced, and the gas 
consumed was very low, only about 700 
cubic feet, costing at the Fall River rate 
only about 80c. 

Further advantages of the use of gas 
for this purpose were found to be the en- 
tire absence of smoke odor in the food, 
something very difficult to avoid 
wood is used for heating the stones, and 
a much greater cleanliness in the cook- 


appear that such displays might be fur- 
ther enhanced if they were set in a 
studied atmosphere, a natural home-like 
setting. 

To furnish an idea of how this might 
be arranged study the photographs repro- 
duced here, any of which might be used 
for a model. The fireplace might be in- 
serted in any wall by building in a false 
wall of composition board over which a 
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ing of the food due to the elimination of 
soot and ashes. 

There are not many opportunities for 
securing additional load through the use 
of such equipment, perhaps, but the inci- 
dent serves as another example of the 
superiority of gas for practically every 
process that requires heat. 


- % 
Good Work 


“Betty dear, tune-in station QUZ: I am 
at loss to know just what to have for 
dinner tonight.” So, in effect, will be- 











coat of plastic material might be applied 
and painted the same color as the perma- 
nent wall, while the vent for the gas fire 
might be either carried out through the 
sides of the built-in display or to the out- 
side atmosphere. 

Showing folks helps materially in sell- 
ing appliances of any type and setting 
them in the proper surroundings too, 
often aids in the selling process. 


come the habit of the home manager over 
the entire country again this fall. The 
convenience and economy of gas and gas 
cooking is interesting “air-information” 
and a number of gas companies and gas 
appliance manufacturers are taking full 
advantage of the fact. 

Roper of Rockford for instance did a 
creditable broadcasting job last year as 
did the Peoples Gas, The Laclade Gas 
Light and The Consolidated Gas Com- 
pany, New York. Thirty-five thousand 
women, the home managers from all 
points of the compass, responded direct, 
by letter, to the Roper Programs over the 
N. B. C. system while countless thou- 
sands more eagerly awaited their and 
other programs broadcast daily. 

Broadcasting recipes and cooking hints 
helps mightily in boosting the cooking 
load and it’s good news to learn that many 
concerns will be on the air with recipes 
during the fall and winter months. 

oman + — 


Thousands Attracted by Electrolux Dis- 
play in Atlantic City 
Thousands of visitors to Atlantic City 
were attracted by a special Electrolux 
Gas Refrigerator window, shown in the 
Du Pont permanent display on the board- 
walk, the week of August 5th. Du Pont 
products are used in finishing the Elec- 
trolux. According to the manager of the 
display, the biggest crowd of the season 
was present the week of August 5th, and 
vast numbers stopped to examine the re- 
frigerator that makes ice by means of a 

gas flame. 
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ENGINEERS and BUILDERS 
GAS HOLDERS and TANKS 
















GAS HOLDERS 
PURIFIERS 
SCRUBBERS 
CONDENSERS 
STEEL TANKS 















The activities of Stacey 
Bros. Gas Construction 
Co., are not limited by 
the confines of this coun- 
try alone, but extend to 
distant lands as well; as 
witness this monument to 
our “Ability to Serve” 
erected in far away 




























STACEY BULLET 
PENSTOCKS 


PLATE 
FABRICATION 


STACKS 
STAND PIPES 











The same preciseness in 
erection, the same ma- 
terials and workmanship 
that characterize every 
structure designed, fab- 
ricated and constructed 
by us, went into this 
holder. We cannot afford 
to jeopardize our well 
earned reputation for 



















2,000,000 cubic foot holder erected at Sao 
Paulo, Brazil, by Stacey Brothers Gas 
Construction Company 
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Che STACEY BROTHERS 
COM DINOS) 


CINCINNATI, OHIO 


AMES E. STACEY, Pres. ANDREW J. STACEY. Vice-Pres. WAYNF STACEY. Gen. Sales Mar. 
RTHUR A. POPE, Sec. and Treas. WILLIAM A. MILLER, Chief Eng. P. C. RODGERS, Asst. Sales Mgr. 
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KNOWN FACTORS CUBIC TIN METER VALUE 
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The__. 
Higher 
Standard 


In Gas Meters, enduring accuracy, quality con- 
struction and time-tested improvements are the 
essence of value. 


There can be no economic justification for “‘good 
enough”’ or experimentation in the volume buying 
of such important long-term equipment. 


For that reason, the vast majority of Gas Com- 
panies are guided solely by considerations of true 
economy in the purchase of Gas Meters. 





AMERICAN METER COMPANY 
Joun J.GRIFFIN & COMPANY 
HELME & McILHENNY 
MARYLAND METER Works 
D.McDONALD & Company 
Metric METAL Works 
NATHANIEL TUFTS METER Works 
Paciric MeTEer Works 











A-TYPE 
UVETERS 
Tinned Steel Case 
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E.quipment 


American Meter Company Gas Meters are unsur- 
passed in all the advantages that make for true 
economy: 


Up-to-date quality, ample capacity, and an un- 
matched record for accurate and reliable perform- 
ance, distinguish every type and model. 


Long experience, nation-wide service facilities, 
manufacturing integrity—in fact all the qualifica- 
tions that have brought world leadership in Gas 
Measurement Engineering—distinguish the manu- 
facturer. 


AMERICAN METER COMPANY 


INCORPORATED 


The World’s Largest Manufacturers of Gas Meters 
and Allied Apparatus 
ESTABLISHED 1836 


General Offices: 105 West 40th Street, New York City 


For Low, 
Medium, and 
High Pressures 


he Four Cardinal 

oints~a guide to 
effective Meter 
Maintenance or 
larger returns on 
Meter Investmenty 


B-TYPE 
UETERS 
Tinned Steel Case 
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OOPER Gas Engine Compressors, in the 
manufactured gas industry, have been 
considered mostly for high pressure trans- 
mission where the load factor is low. The 
Cooper in the aboye installation, however, 
stands as a reserve unit to the electric motors. 
Should the current fail because of a thunder- 
storm or other emergency condition, the 
Cooper Engine is started instantly and the 
proper supply of gas to the distribution 


system is thus maintained. 
A 760 B. H. P. four-cycle 
Cooper Gas le e st Natural gas men everywhere know from experience 
Si mG" : that there is no way to get as much horsepower out of 
driving positive displace- “Reno Sr ape” seater Engi 
ment compressors in the each cubic foot of gas as to burn it in a Cooper Engine. 


Cooper’s low cost operation, accessibility and unfailing 
West Consh o hock en performance are now winning the consideration of 
Plant of the Philadelphia manufactured gas men. Write for test facts and figures. 
Suburban Countries Gas 


and Electric Company. 


THE COOPER-BESSEMER CORPORATION 


Formerly The C. & G. Cooper Company and The Bessemer Gas Engine Company 
MOUNT VERNON, OHIO GROVE CITY, PA. 
Branches in all principal cities 
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A Cooperative Campaign 
With Dealers 


By Jack Wooten 


FREE gas piping offer made by the 
A Be River Power Company of 
Columbia, S. C. during the fore 
part of the year gave gas merchandise 
dealers an opportunity to enjoy the 
best month they have had in many moons. 
The Gas Company, which is at present 
pushing gas service and leaving the 
merchandising end of the business up to 
the dealers to follow through, reports 
that some 60 persons who have never 
used gas before were added to the sys- 
tem as a result of the campaign. In ad- 
dition to the new customers 66 ranges, 
66 water heaters and 12 room heaters 
were purchased during the month. 
Cooperation is absolutely necessary for 
the success of a proposition of this nature, 
and this point was stressed by the com- 
pany at the beginning of the campaign 
Manufacturers, dealers and some of the 
Columbia plumbers assisted in the move- 
ment. 


Other Factors Considered 


The Broad River Power Company was 
naturally primarily interested in increas- 
ing its load, but there were other factors 
to be considered, chief of which was the 
installation of standard gas appliances. 

Just before the campaign started the 
Gas Company sent out letters to dealers 
and plumbers, acquainting them with the 
preposition, and furnishing them with a 
list of customers on the gas lines who 
were not using gas. A list of present 
gas customers who were in the market 
for additional appliances was also 
furnished the merchandisers. 

On the opening morning of the cam- 
paign, the Gas Company presented the 
rules of the free offer to prospects by 
means of a large advertisement in_ the 
newspapers. The provisions were as fol- 
lows :— 

1. That the free piping offer applied to 
both old and new customers. 

2. That free piping would be given as 
follows—service line not to exceed 100 
feet and all other piping to each person 
installing additional gas equipment dur- 
ing February. 

3. That each house in which nex 
tomers lived must be located on the 
pany’s gas mains and occupied by some- 
body for a period of at least six months. 

4. That the 


1 cus- 
Com- 


customer (either present 
or prospective) would agree to wmstall 
standard appliances approved by the 
American Gas Association. Ranges had 
to be only those bearing the Blue Star 
label of the association. Automatic stor- 
age or Instantaneous had to have an 


approved pilot control also. 


Some of the gas appliance dealers tied 
up with the Broad River Power Com- 
pany’s newspaper advertising, and after- 
wards posted the ads on their windows. 
The Gas Company put in a very neat and 
conservative display, and several of the 
dealers did likewise. Windows cards 
were furnished by some of the manufac- 
turers and these were displayed. Banners 
were suspended from the Company’s and 
dealer’s automobiles and _ trucks. The 
campaign was well advertised. 

Advertising in itself is very fine busi- 
ress, but is far from effective unless it is 
followed up. But the Broad River Power 
Company and the standard appliance mer- 
chants saw their proposition through by 
personal solicitation of the prospects. 

The Gas company had no merchandise 
to offer, but they did have service to 
sell. Accordingly, it set out to reveal this 
fact to prospective customers. Solicitors 
were sent out from the office to every 
street Columbia where the gas mains 
were in existence. Every house on every 
street was approached, and free pip- 
ing offer was outlined in detail. While 
the solicitor was telling his story, he 
threw in some suggestions on the use, 
convenience, economy and dependability 
of gas. If the one interviewed appeared 
to be interested in the proposition, the 
Gas Company employee took the name 
and the particular appliance the prospect 
was interested in. This information was 
next turned over to the dealers and they 
sent their salesmen out to follow up the 
“tip”. 

The Gas Company maintained an in- 
formation desk at its main office. Here 
one employee was stationed to answer any 


9 


relative to the campaign, and 


question 
here a number of prespects were obtained. 


An experienced salesman was also 
employed by the Company to assist the 
dealers in selling the prospect. No 
favoritism was shown any of the dealers. 
Each was given an equal chance to call 
at the Gas Company’s office and get a list 
of prospects day by day. 

The results of the free piping offer 
were far more beneficial than were indi- 
cated by the actual figures shown on the 
Company’s books at the expiration of the 
campaign. In the first place, a permanent 
record of definite prospects was made 
possible by the campaign. Scarcely any 
houses were skipped in the canvass for 
new customers. The solicitors, through 
personal interviews, were able to ascer- 
tain just how interested the non-gas con- 
sumers were in gas service and gas appli- 
ances. 

Gas Service Advertised 

The canvass also had a tendency to 
advertise gas service—to set prospects 
talking about gas. The solicitor had an 
opportunity to get the stupid idea of gas 
as a dangerous explosive out of the pros- 
pects’ heads. 

The dealers were also benefitted in su 
far as records go. They, too, derived the 
bertefit of the publicity given to gas. 

And so, instead of March, 1929, ending 
the campaign, it merely got it started. 
There is in the Broad River Power 
Company’s office now a card system show- 
ing what might be called definite prospects. 
The cards indicate who really desired gas 
service, with notations as to why the pros- 
pect has not brought the service into the 
home, and when she expects to have it 
installed. In the file is information on 
every new customer that was brought 
on the system during the campaign. If 
Mrs. Brown purchased a gas range, then 
maybe later she will be interested in a 
water heater when winter comes. And 
so on. Another campaign of a very dif- 
ferent nature might be just around the 
corner. When its time comes the Gas 
Company has a pretty good idea as to 
who shall be solicited for future services. 
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Jones had this photograph taken and published in advertising for a cook—He turned away 
five hundred applicants. 


Courtesy, Greater Service News 
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The Dixie Gas and Fuel Company 


Increases Volume By Selling 


The Man 


By Chas. 


N. Tunnell 





Mr. Briggs, Merchandise Manager, Dixie ( 


; 
he 


pliance dealers and salesmen that 

merchandise must be first sold to the 
woman; and the Dixie Gas and Fuel 
Company of Beaumont, Texas works to 
sell the woman modern gas appliances. 
But W. R. Briggs, merchandise manager 
for this firm, finds that, after all, the man 
controls the purse strings to a large ex- 
tent and that selling the man of the house 
has increased merchandise sales for his 
firm. 

“Often times a salesman has what he 
considers a fine prospect for a range or 
other appliance. When he fails to make 
the sale, he is stumped, wondering why 
he failed after feeling convinced that the 
woman of the house was sold. Eight out 
of ten times such sales are missed because 
the woman has tried to sell her husband 
and failed. The average salesman thinks 
he should line up the woman of the house 
to sell her husband on that new gas 
range; but the average woman is a poor 
salesman,” Mr. Briggs explains. 


He says farther, “It’s true that the wo- 
man of the house should be sold and her 
cooperation is needed to close the sale 
with her husband, but we find that more 
sales are actually closed by diplomatically 
keeping the woman from approaching her 
husband on the question of a new stove 
or similar appliance until the salesman is 
there to assist in the closing of the sale 
Naturally, the woman wants to help in 
many instances; and it takes some diplo- 
macy to keep her quiet until the logical 
time. She often suggests that she will 
talk with her husband about the matter, 
but our boys find that she knows but few 


|: is generally conceded by gas ap- 


jas & Fuel Company, belteves in selling 


mai 


of the merits of such an article; and her 
husband is too often convinced that such 
a purchase is just to satisfy another fancy 
or whim of his wife and not one to be 
considered seriously. 

“But of course, the woman can not be 
made angry or made to think she is a poor 
salesman, for even if she is a poor sales- 
man in selling, she can certainly block any 
sales effort of the salesman. Our boys 
handle the woman by some such sugges- 
tion ‘Now Mrs. Smith, I sure want you to 
help me sell your husband one of these 
new ranges; but we don’t want him to 
think we have been framing up on him. 
Let’s don’t mention it to him until we 
both have him together; then I’ll show in 
detail just why this stove is the one you 
need; then unsuspectéd like, you can join 
in and help me sell him.’ 

“And in this way, our boys get the co- 
cperation of the woman in selling her 
husband, but they’ keep her away from the 
subject until the salesman is on hand to 
demonstrate or explain the article to its 
best advantage.” 


Selling the gas range or gas appliance 
in the prospect’s own home around the 
family circle is a policy that has made this 
department successful with the Dixie Gas 
and Fuel Company of Beaumont. After 
having found his prospect in the woman, 
the salesman makes arrangements to call 
back in the evening when her husband is 
at home. In most instances, the second 
approach is made and directed at the hus- 
band, his never knowing that his wife has 
already talked the matter over with the 
appliance salesman. At this time, the head 
of the family is in proper surroundings 


and away from business to talk home 
comforts and conveniences. 

And it’s this night work that gets 
volume for this firm. Briggs has shown 
his outside salesmen where there is often 
another advantage in calling at night. 
Many times the woman would not give 
her consent to helping sell her husband or 
for the salesman to call back, but when 
calling at night, both wife and husband 
are together; and in many instances, it is 
the man that sets his eye on a new stove 
or takes pride in selecting something to 
make his wife’s home work and surround- 
ings more pleasant. 

A concrete example of the value of 
doing some sales work at night was 
demonstrated by Mr. Briggs. He had 
been stressing a little night work to his 
boys, and showing them by actual results 
that he, too, could get out and make sales 
after supper that could not be made in 
any other way. He happened to see a 
furniture truck unload some new lino- 
leum in front of a house whose owner he 
knew slightly, but not intimately. 

That night when he called, it was, “Mr. 
, I see you have been buying some of 
that new linoleum in new colors. I would 
like to see it.” 





Of course Mr. Briggs gained an 
entrance into the home, the man being 
pleased to show the new linoleum. He 
was farther pleased at Mr. Briggs’ re- 
marks about his thoughtfulness in making 
an attractive colorful kitchen for his wife. 

And when Mr. Briggs mentioned that 
he ought to have a new range in a color 
to harmonize with the rest of the kitchen 
color scheme the man of the house was 
instantly interested. 


The Idea Put Over 


As a result, Mr. Briggs sold this cus- 
tomer on the idea that there was real 
pride to be had in having a pretty kitchen 
with its modern conveniences. The cus- 
tomer slept on the subject; then when Mr. 
Briggs called by telephone the following 
morning the prospect answered, “Yes, Mr. 
Briggs, I’ve decided to buy that new 
stove. I know our old one is plenty good 
from a service standpoint, but if a new 
$150 range in a color to match her kitchen 
will make the wife’s work more pleasant, 
she shall surely have it. And say, I wish 
you could get the installation made today 
or tomorrow, we are both anxious to see 
it working.” 

The sale described is just one of the 
many made by Mr. Briggs and his four 
salesmen by putting in a little sales effort 
at night. The result of calling after 
supper is shown by figures kept on the 
record of one salesman for this firm, a 
new salesman incidentally. This man 
carried out Mr. Briggs’ suggestion of do- 
ing some tap tapping on doors after 
supper. As a consequence, he exceeded 
his sales quota the first month of his even- 
ing work by seven hundred dollars and 
exceeded his sales quota the first half of 
the next month by six hundred and fifty 
dollars. 


Another advantage that Mr. Briggs 


finds in selling the man instead of clos- 
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ing the sale with the woman is that of 
raising the amount of the sale. Many 
times a woman customer will decide on a 
afty dollar range just because her husband 
has suggested that she pay no more, but 
as a matter of fact, she wants a seventy- 
five dollar stove. Mr. Briggs instructs 
his men not to be too anxious to close 
such sales. His men wait to see the hus- 
band. In most imstances the higher pric 
stove is sold; the woman is better pleased ; 
the man is just as well pleased; and the 
salesman has increased his sale by fifty 
per cent. 

There are four salesmen for the Dixi 
Gas and Fuel Company and there is no 
special floor salesman. Each salesman 
takes a turn about spending every fourth 
day on the floor. Commission percentazes 
are smaller in this way but the total earn- 
ings of salesmen are greater, each sales- 
man getting credit for all sales from his 
territory. This plan has eliminated a floor 
salesman, the other four men splitting 
an average of three hundred dollars 
monthly formerly paid to him, but volum 


sales for the firm have been increased 


A Big Advantage 


advantage of the 
on the 


One big 
working 


salesmen 
fourth day is 
that of giving concrete demonstrations t 
It is 


women of th 


floor every 


prospects gained out in the field. 
bit hard to convince some 
attraction colored range will 
give her kitchen but it is seldom difficult 


to get the undecided prospect to come t 


that a new 


the office on a specified day to actually s 
the new colored suitable sur 
The salesmen make these ap 
pointments for the days that they will b 
on the floor, 

Then 


stoves in 
roundings. 


to make demonstration convenient 
the merchandise a home-like 
four attractive kitchenettes hav« 
been built in this sales room, each kitchen 


and to give 
setting, 


ette finished in different color scheme t 
harmonize with a colored range. These 
make it easy for the woman to 
select a color scheme for her own kitchen 

An old stove allowance and a premium 
of dishes or similar articles are used for 
special sales by this firm instead of any 
price reduction. Mr. Briggs says, “It’s n 
inducement during a special sales to tell 
a woman that she is getting ten percent 
off. The fifteen dollars difference on a 
ene hundred and fifty dollar stove does 
not mean anything to her, but a five dollar 
and seventy-five cent set of dishes is a big 
item and brings a lot of. sales.” 

Another thing practiced in this firm is 
that of charging conservative mark-ups 
on specials and appliances _ specially 
ordered. Recently, Mr. Briggs imported 
a fireplace fender from France for a 
customer. It was pointed out to him 
that the fender could carry a three hun- 
dred percent mark-up; but he sold it 
at a thirty percent gross profit. A friend 
was made and this same customer recent 
ly built a “better-type” apartment house. 
For this Mr. Briggs sold him eighteen 
ranges at two hundred dollars. each, 
clearing fifteen hundred dollars on these 
appliances. And now this customer is 
building an individual home in which 


booths 


will be five thousand dollars worth 
of gas appliances. 


there 


The Dixie Gas and Fuel Company of 
Beaumont, heavy 
carloads of gas ranges annually as well as 
a corresponding volume of 
that their salesmen are 
a policy of selling the man 

the house and making many calls in 
the evening other salesmen call it 
a day is largely responsible for this sub 
stantial And as this policy is 
especially being carried out this year, mer 
chandis« half of 1929 
an eighteen percent increase 
for the same period of 1928 


Texas is selling six 
other appli- 
ances The fact 


working on 
atter 
business. 


sales for the first 


are showing 
over sales 


* 
A Gas Cock Testing 
Machine 
T MIGHT be of 


and others interested in the sale and 


interest to dealers 


use of gas appliances to know some 


thing of the manner in which gas cocks 


can be tested 


The gas cock is one of the most im- 
range. The 
tion of the brass used in the 
1 cocks and the 

such that, 

+311 

i 


ant parts of a composi- 
manu fac- 
workmanship 
after years of usage, 
be gas-tight the work 
leaks will develop. 


1 
COCK 





Fig. 1—Installing gas cock on testing 
machine to determine value of a special 
grease 


appliances, the gas cocks be- 
quite hot from the heat of the 

Proper lubrication is necessary, 
therefore, to keep the cocks from binding 
under any condition that they may be 
used ; 

In order to be assured that the gas 
cocks manufactured by the American 
Stove Company are properly designed and 
will last as long as the appliance itself, 
Mr. M. A. Possons, Manager of the New 
Stove Company Division, de- 


On some 
come 
burner. 


Process 


61 


signed and built two special testing ma- 
chines for this purpose. 

One of these machines is in use at the 
factories of the New Process Stove Com- 
Division of the Stove 
Company, where the gas cocks for the 
Red Wheel gas ranges are manufactured. 


pany, a American 


The other machine is used at the Research 


Laboratory of the American Stove Com- 


pany. 








Gas cock on testing machine being 
»perated inside the oven to learn effect of 
heat 


The 
simple, the actuating 
small 


The machine is shown in Fig. 1 
mechanism is very 


force being supplied by a motor. 
The reduction 
gear, which, by means of an eccentric, 
turns a shaft back and forth about fifty 
times a minute through an angle of 90 
degrees. There is a 
which records the 
gas cock is turned “on” and “off.” 


The cock to be 


motor is connected to a 


counting device 


number of times the 


tested is clamped to 
the frame of the machine. The key, or 
movable part of. the cook, is bolted fo 
the shaft. Thus, a cock on this machine 
will be turned “on” and “off” about fifty 
times a minute and will receive as much 
usage in an hour as it would normally 
get over a period of about three years 
on the average gas range. 

As was stated before, to give satisfac- 
tory service, a gas cock lubricant must re- 
tain its lubricating quality at all temper- 
atures to which it may be subjected. If 
the lubricant fails, the cock binds, or 
sticks. In order to be assured that the 
gas cocks are properly lubricated for all 
conditions, the testing machine is used to 
test cocks at different temperatures. This 
is accomplished as shown in Fig. 2. The 
testing machine is made so that the cock 
under test can be inserted into the heated 
oven, 

It might be of interest to know that 
many of the cocks under test are turned 
“on” and “off” over a hundred thousand 
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times without failure, which corresponds 
to about seventy-five years of normal use. 
The tests show that gas cocks properly 
designed and lubricated should last in- 
definitely. 

As far as is known, this is the only 
gas range manufacturer who has ever de- 
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signed and built a machine for testing gas 
cocks. It shows the efforts being made 
to assure satisfactory service to the users 
of its appliances which it is hoped is help- 
ing to further “good public service” with- 
in the gas industry. 


Policy of San Antonio Public Service 


Company Reveals Successful Prac- 


ticeinGasA ppliance Merchandising 


By B. C. Reber 


NTIL a little more than a year 
[ | ago, the San Antonio Public Serv- 

ice Company of San Antonio, Tex- 
as, devoted a part of their floor space 
on their first floor to an exhibit of gas 
and electric appliances. These exhibits 
were arranged by local dealers in these 
commodities, they being allotted the space 
but requested to furnish their own sales- 
men or demonstrators. 

At this time a desire on the part of the 
company to increase the consumption of 
gas necessitated a new policy. A com- 
mercial department had been created for 
the purpose of educating both the com- 
mercial and domestic consumers to a more 
profitable and satisfactory use of gas and 
electricity. 

To further encourage the use of gas, 
the company determined to enter into the 
retail field, and a space was provided 
in the basement of the building and fitted 
up to demonstrate those gas appliances 
which the company selected for their 
stock. This stock included one line of 
gas ccok stoves, two lines of space heat- 
ers, two lines of water heaters, and sev- 
eral lines of burners, appliances, etc. 

Also, at this time, a sales staff was or- 
ganized and the city proportioned off so 
that each salesman had an equal oppor- 
tunity of selling his quota. Hew this 
was done makes an interesting story in 
itself. In making up the consumers’ 
ledgers, the bookkeeping department had 
divided the city into 53 districts. From 
these districts, the commercial depart- 
ment mapped off the city into eight sec- 
tions, the area of the secticns being de- 
termined by the number of meters set, 
rather than a number of city blocks, 
Streets, or other common practise of 
mapping off such territory. As may be 
seen, each salesman, then, had the same 
amount of field and the same cpportu- 
nity. 

The sales staff consists of eight men, 
each salesman having one of the eight 
sections into which the city has been di- 
vided. These men are paid a good salary 
and a nominal commission. They not 


only promote the sale of gas appliances, 
but they make surveys, report complaints 
and handle gas extensions and services. 
The prime motive of the company in 
establishing the gas merchandising depart- 
ment was to promote the use of gas as a 


To Our Gas Customers: 


fuel, to increase the number of gas ap- 
pliances in use, to better living conditions 
by educating the public in the proper and 
economical use of gas, and to establish 
better relations. It has never been their 
intent to compete with local dealers of 
gas appliances. In fact, whenever an 
extension is planned, all local dealers are 
nctified and each has the same opportun- 
ity of getting business. 

The field which this department is cul- 
tivating is one which is often neglected 
by the dealer. The sales staff of this 
organization is more of a clean-up squad- 
ron going around after the others have 
been through and picking up such business 
as they find may be had. 

The sales canvass, w'tile it borders on 
the house-to-house method of selling, is 
handled in a much better manner. Three 
days previous to the time that the sales- 
man will call, a letter is mailed out an- 
nouncing that a representative will call 
at that time. It is stated that he will 
make a survey, take care of any minor 
adjustments, answer questions concerning 
the use cf gas and gas appliances, and 
offer any assistance possible that will 
prove of benefit to the receiver of the 
letter. 

In making his call, the salesman car- 
ries a report card with spaces for such 


We have arranged to have our representa- 
tive call in a few days, and with your permis- 
sion he will make a general inspection of your 


gas appliances. 


The purpose of this inspection is to make 
any minor adjustments that may be. necessary 
and to assist you to obtain the most benefit 


from your gas service. 


He will perhaps be able to explain some 
features of gas service that you are not fam- 


iliar with. 


This offer comes to you, without charge, 
as @ part of our effort to have our customers 
receive the full benefits from the use of gas 


for cooking and heating. 


Yours very truly, 


SH/el 


Appliance Division. 


Letter announcing salesman’s call 
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S. A. PUBLIC SERVICE CO. 
APPLIANCE SURVEY 
Date issued... 192. 


To. ees 
Make remarks on back hereof. 





WATER HEATING 
Is gas used?..._.. i , 
Kind of W.H.?. 
a 
How old? 
| ee 





Is W.H. giving satisfactory 
service? . <i 

Will be prospect “for new 
We, ebout................ 28... 


Surveyed by 





HOUSE HEATING 
Is gas used? _ 
Number of Rooms... 
Number of heaters. 
Number of outlets... 
.| Will be prospect for heat- 


Gas Journal 


APPLIANCE 913 12-13-26 2m 


COOKING 
Is gas used? 
Kind of Range? _ 
How old?._. 
Condition. 





: o- aetcoemananeed 
eg, REE 

_| Will be prospect for new 
range about... 





nen | 192... 





Salesman 


information as is required in completing 
the survey. This information covers water 
heaters, hcuse warming and cooking. It 
also provides spaces to show when the 
customer might be in the market for any 
appliances. 

The letter paves the way for the sales- 
man, and makes his approach more easy 
and pleasant. The customer has been noti- 
fied that he will be there, that he will 
make a survey of the appliances, and that 
he is willing to answer questicns. It in- 
geniously avoids any direct mention of 
selling. It hints that he will be willing 
to explain the features of gas service, 
but appears to leave this to the wishes of 
the customer. 

On the other hand, the results from 
these calls show that they are highly suc- 
cessful. When the salesman has completed 
his survey and made any minor adjust- 
ments that might be required, he finds 


¢ 


re 


hort card 


the prcspect a mood to listen. He is 
able to show what may be accomplished 
with gas. He frequently makes an ap- 
pointment at that time for a demonstra- 
tion at the display room of the company. 

While it is always difficult to determine 
the exact that may be attained 
through such work, a good average shcws 
that 25 of the prospects inter- 
viewed turn out to be live prospects, and 
that 5 cent of those interviewed will 
buy 30 days of the call. 

Except for this rather indefinite in- 
formation, nothing can be shown in the 
way of concrete results. It is evident 
however, that a seed has been planted. 
While that seed may bear fruit today or 
a year from today, the work has been ac- 
complished. The prospect has been shown 
the value of gas aS a fuel. 

If the prospect rents the 
wishes a water heater, such 


in 


results 


per cent 


per 
within 


but 
is 


property 
a report 


“Pepping-up the Domestic Load” 
H 


The 


ERE is a likely looking scheme toi 
increasing the sales of appliances 
and the domestic load as well. 

plan which was originated by Mr. 

B. A. Seiple, Commercial Manager, Jersey 

City Power and Light Company, Asbury 

Park, N. J., is well explained in the letter 

to the employees which is herewith re- 

produced. 

TO ALL EMPLOYEES: 

THIS wees <3 TO YOU— 


AD IT! 

Effective April 26, 1929, a Merchandise 
Tip system will be inaugurated. This 
system is designed to encourage all em- 
ployees to take an active part in building 
up our business by offering them a sub- 
stantial additional remuneration for this 
extra effort. 

Attached to this memo you will find 
five cards called “Employee Tip.” Look 





JERSEY CENTRAL POWER & LIGHT CO. 
EMPLOYEE TIP 


Customer's Name 
| Address 
| Town 

Interested in 
Remarks 
a____ 

When Interviewat 
Name of Employee 


Porm \1265™-4.29 











Obverse—Employee Tip Card 
this card over carefully and you will note 
that all it requires is your filling in seven 
(7) lines and then turning the card over 
to your District Manager. Many times 
you have talked with neighbors, friends 
or acquaintances about the conveniences 


‘ 


of our electric and gas appliances—and 
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noted the back of the card and the 
landlord is canvassed in an endeavor to 
educate him in the increased property 
value of a home equipped with a hot 
water heater. Quite frequently there are 
only two or three outlets in a fcur or 
room home, and this provides an- 
other angle through which sales and busi- 
ness may be increased; for it is evident 
that the more outlets there are in a build- 
ing, the greater are the opportunities of 
increasing the gas ccnsumption. 

Arrangements been completed 
whereby the company sells appliances on 
the budget plan. In such instances a small 
down payment is required, and the re- 
maining payments are carried over a 
period of 12 months. This enables the 
customer to have the benefits of a water 
heater, a new cook or any the 
cther modern gas appliances that have 
been developed, without unnecessary 
strain on the family purse. 

A little more than a year of opera 
tion has shown this to be a highly suc- 
cessful department. It is, of course, im- 
possible to determine how much the gas 
consumption has been but an 
imprcvement is noted. 

A word should be said concerning the 
display room. In addition to a general 
line of heaters and stoves, an attractive 
living room has been arranged which sets 
forth the beauty and comfort of a gas 
heater at its best. The display rovm has 
been instrumental in closing many doubt- 
ful prospects, for it brings them into a 
homey atmosphere and enables them to 
see the equipment in use. 

Without antagonizing local dealers, the 
company has rendered a great service, not 
only to the gas consumers, but to the in- 
dustry. It has built up good will, it has 
carried on an educational campaign, it 
has sold appliances where it is doubtful 
if few would have ever been sold, and it 
has increased the consumption of gas 
as a fuel. 


on 


five 


have 


stove, of 


increased, 


“CASH” by 


card right away. 


now this can be converted in 


filling in a Tip 








> Ist Call Result 


_ Sales Slip No. 


RECORD OF FOLLOW-UP 


_Turned Over to Date 


2nd 

ied 

Sold by __ ; 
Amount of Sale 
Entered in Month of — 

Approved by 


Amount of Tip 


> 








Reverse—Employee Tip Card 
Of course the cash award will be made 
only on those tips resulting in sales. The 
schedule of awards is as follows :— 
Tips resulting in sales of from 
$25 to $100 award $ 1.00 
$101 to $150 award 2.50 
$151 to $200 award 3.50 
$201 and over award 5.00 
Gas Fired Boiler award 10.00 
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also an award of $2.50 for connection of 
an electric or gas customer on our exist- 
ing lines or mains. 

The rules concerning the pian are few 
and not difficult to follow: 

Ist Any tip is good only for 30 days 
Be sure and date your tip cards. After 
30 days expires it is necessary for you to 
again interview your prospect before 
filing a new tip card. 

2nd Should two employees turn in the 
same tip the one reaching the Manager 
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first has precedence. Act promptly. 

3rd The customer MUST be _inter- 
viewed. 

Employees of the regular Merchandise 
Sales Department are not eligible for this 
plan. 

April 26 starts you off—Cash in on this 
opportunity. It means additional income 
each month for you. Let’s have tips and 
more tips 

B. A. SErPte, 
Commercial Manager. 


When The Gas Company Is Liable 
for Fires Caused by Employees 


Other Court Decisions of Interest to Gas Men 


By Leo T. Parker 


ENERALLY speaking, a gas 

company ts not liable for damages 

effected by employees who act 

outside the scope of the employ- 
ment. 

For illustration, in Yore v. Pacific Gas 
& Electric Co., 277 Pac. 879, it was dis- 
closed that a gang of gas company em- 
ployees set fire to another’s property when 
smoking cigarettes. The owner of the 
property sued the gas company for dam- 
ages. 

However, since it was proved that none 
of the gas company officials or the fore- 
man knew that the workmen were* in 
the habit of smoking cigareties while on 
duty, the Court held the gas company not 
liable, stating the following important 
law: 

“If the master had knowledge of the 
negligent use of cigarettes or matches by 
its employees under such dangerous cir- 
cumstances, it might be liable for damages 
for retaining in its employ one who per- 
sisted in such careless habits. . . . As 
a gencral rule, an empioyer is not liable 
for damages resulting from fires started 
by an employee merely to serve his own 
pleasure or purpose, which acts have no 
connection with the duties of his em- 
ployment, and which have not been di- 
rectly or indirectly authorized or rati- 
Res. There is no evidence that the 
foreman, or any authorized agent of the 
appellant (gas company) having charge of 
the employees, kuew that 1t was their habit 
to smoke while engaged in working, o1 
that they were actually smoking on the 
occasion of this fire.” 


Validity of Municipal Ordinances 
Regulating Drilling Oil and Gas 
Wells 


Generally speaking, a city ordinance is 
valid which protects public safety, health 
and the morals of the community, a! 
though such laws deprive property owsiers 


in the business or residential districts of 
just compensation or income from 
their investments. 

For instance, in Marrs y. City of Ox- 
ford, 32 F. (2d) 134, a city ordinance 
was enacted which provided: 

“That it shall be unlawful for any 
person, persons, association of persons, or 
corperation to drill an oil or gas well... 
at a pcint nearer than One Hundred 
Fifty (150) Feet to the streets or the 
railway track or other boundary. 
There shall be only one permit issued for 
one weli in each block, except that where 
more than one producing oil or gas sand 
shall be found in such block, a permit may 
be granted for one well to each of such 
sands, in such block, and that with such 
exception, it shall be unlawful to drill 
more than one oil or gas well in a 
block.” 

A property owner sued to prevent en- 
forcement of the ordinance contending 
that it deprived him of an income from 
his property and violated the State and 
United States Constitutions. However, 
it is important to know that the higher 
Court held the law valid, saying: 

“The police power is an attribute of 
sovereignty to be exercised for the pub- 
lic welfare. . . . The possession and en- 
joyment of all rights are subject to such 
reasonable conditions as may be deemed 
by the goverring authority of the coun- 
try essential to the safety, health, peace, 
good order and morals of the community. 

And it is well settled that the en- 
forcement of uncompensated obedience tc 
a legitimate regulation established under 
the police power is not a taking of prop- 
erty without compensation, or without due 
process of law, in the sense of the Four- 
teenth Amendment. . . . The greater the 
number of wells in a_ city block the 
greater will be the annoyance and hazards 
to the public. Indeed, it would be hard 
to say that an ordinance prohibiting the 
drilling and operation of any well with- 


in the business or residential districts of 

a city would be an unreasonable aud im- 
. . ce . % » 

valid exercise of the police power.” 


Legislature Has Power to Enact 
Statutes Regulating Well Drilling 


Also, in the leading case of Winkler 
v. Anderson, 104 Kan. 1, the Supreme 
Court of Kansas had for consideration 
the validity of a State statute which made 
it unlawful to drill or operate oil or gas 
wells within one hundred feet of the right 
of way of any steam or clectric line of 
railway. 

A man named Winkler had an oil and 
gas lease on a strip of land within one 
hundred feet of the right of way of a 
steam railway and he filed suit to enjoin 
enforcement of the provisions of the 
statute. His lease was valueless if the 
statute was valid. He claimed that the 
statute deprived him of property without 
compensation, without due process, that 
it denied him equal protection of the laws 
and that it abridged his privileges and im- 
munities contrary to the provisions of the 
Constitution of the United States. How- 
ever, the Court held the law valid, say- 
ing: 

“The police power extends, not only to 
the protection of the public safety, health, 
and morals, but to the promotion of the 
common convenience, prosperity, and wel- 
fare... . While oil and gas wells are not 
nuisances per se, and the business of drill- 
ing and operating them is ordinarily legit- 
imate and harmless, it is conceivable that 
they may become detrimental in a high 
degree. . . . If the legislature acted from 
some such considerations as these, it 
possessed power to fix a limit within 
which drilling and operating should not 
intrude.” 


Person Made Sick by Fumes 


In many instances gas companies may 
eliminate damage suits by acting promptly 
when notified that gas is escaping. 

For example, in Anderson vy. Atlantic 
City Gas Co., 145 Atl. 238, it was dis- 
closed that a gas company was notified 
twice in the morning that gas was es- 
caping in the street in front of a res- 
taurant. The gas company failed to send 
employees to stop the leak and an em- 
ployee in the restaurant became violently 
ill in the afternoon. 

It is interesting to observe that the 
Court held the gas company liable for 
the value of the time lost by the res- 
taurant employee, as a result of the ill- 
ness, stating important law, as follows: 

“Corporations manufacturing and dis- 
tributing gas are held to a high degree 
of care in the maintenance of their pipes 
and are required to exercise every reas- 
onable precaution suggested by known 
dangers. Where the existence of a leak 
is known, means should be taken at once 
to avoid injury, and where it should have 
been known that a leak was likely to 
occur because of defective conditions of 
the pipes, negligence may be imputed.” 


(Continued on page 66) 
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has a way with the women 


N THE first place he’s good-looking and 
wears his clothes well. The buff jacket 
and black hat and shoes give him an air 
of distinction that sets him apart from his 
fellows. He has the kind of a build that 
makes heads turn for a second look as they 
pass him on a showroom floor. 


And Hotzone fulfills every expectation of 
his aristocratic name. He wears well, as 
the saying goes. A close acquaintance 
reveals to women the qualities of sturdiness 


and dependability. 


And finally, when women look at 
the price tag, their shopping instincts 


tell them that Hotzone is a bargain. 
* * * 

It has long since been acknowledged that 
Hotzone performance is the match of any 
other heater no matter what its price. In 
addition Hotzone probably holds the record 
for low upkeep. Now “with its little coat of 
tan” Hotzone has the eye appeal that reduces 
the commercial manager’s sales cost. 


Remember “Hotzone has a way with the 
women that sells.” Write for 

prices and discounts and put 

him to work for you. Welsbach 

Company, Gloucester, New 

Jersey. Sales Offices in 

Principal Cities. 


Welsbach,. 


Hol7oNE 


Member American 
Gas Association 








owen 
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Court Decisions 
(Continued from page 64) 


Gas Company Liable For Injury 
To Trees 


Considerable discussion has existed 
from time to time regarding the liability 
and degree of care required of a gas com- 
pany to protect vegetation against injury 
resulting from escaped gas. Therefore, 
the outcome of the leading case of Fuller- 
ton v. Glenn Falls Gas & Electric Co., 
141 N. Y. S. 838, is unusually important. 
Here it was disclosed that a property 
owner owned thirteen shade and four elm 
trees, standing about twenty feet apart, 
each tree being about eighteen or twenty 
inches in diameter. The tops of the trees 
were large and very nice. 

A gas company laid gas mains in front 
of the property on which the trees were 
situated. Soon after the gas was turned 
into the mains, its odor was smelled in 
the immediate vicinity of the trees. The 
leaves on the trees began to turn yellow 
and curl up, and three of the trees did 
not leaf out the next spring, but died. 

The property owner filed suit against 
the gas company to recover damages for 
the injuries sustained to his trees. The 
latter company contended that the leakage 
of gas did not make a prima facie case 
of its negligence. 

The Court, however, held the property 
owner entitled to recover $350 damages 
saying : 

“It seems to me. that the conclusion is 
irrestible that the pipes must have been 
negligently laid, negligently calked, negli- 
gently joined together; otherwise, there 
could have been no escape of gas. The 
situation excludes everything but the neg- 
ligence of the defendant (gas company). 
... There was abundant evidence to sup- 
port the finding that the trees were killed 
by gas. I do not think the verdict was 
excessive.” 


Distinction Between Rental and 
Conditional Purchase of Gas 
Plant Equipment 


Under certain laws, which prohibit of- 
ficials from definitely obligating a muni- 
cipality to pay for purchased machinery, 
rental contracts, with privilege of pur- 
chase, are valid. 

For example, in Jones v. City of Cor- 
bin, 13 S. W. (2d) 1013, it was shown 
that a third class city under the commis 
sion form of government owns and op- 
erates a public service plant. The equip- 
ment is insufficient to meet the immedi- 
ate and future demands of its citizens. 
The commissioners passed an ordinance 
by which 15 per cent. of the revenue de- 
rived from its plant was set aside and 
appropriated for the purpose of secur- 
ing additional machinery. 

Thereafter the commissioners passed a 
resolution authorizing the city to lease, 
with option to purchase, the necessary 
machinery and equipment, and to adver- 
tise for bids therefor in accordance with 
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specifications prepared by the superin- 
tendent of the plant.. Among other pro- 
visions of the resolution. was the follow- 
ing: “Said rental and said purchase, if 
made, sha!l be paid out cof the fund set 
aside and provided by the ordinance and 
not otherwise.” 

The material provision of the contract 
is that the lease is for a period of 24 
months, and the rental for the first month 
is $7,446, payable in cash. The rental for 
each of the succeeding 23 months is pay- 
able monthly in advance, to be paid “out 
of the proceeds of the funds realized as 
provided by the ordinance.” 

At the end of the lease the city is given 
the right to purchase the machinery on 
condition that all installments of rental 
have been paid. In case the lease is ter- 
minated otherwise than by purchase, the 
city is to turn the leased property over 
to the lessor in good condition, natural 
wear and tear excepted. 

Legal proceedings .were filed to prevent 
the commissioners from leasing or pur- 
chasing the machinery. However, the 
Court held the commissioners clearly 
within their legal rights to do so, stating 
the following important law: 

“This is not a case where the obligation 
is payable at all events out of the gen- 
eral funds of the city. No tax can be 
levied to meet the obligation. It is simply 
a case where the rent is to be paid 
irom revenue derived and to be derived 
from the plant, and therefore only out 
of a special fund that will be increased 
materially by the use of the additional 
machinery. It is not a case where the 
general resources of the city will be de- 
pleted in case of default. The lessor is 
given no lien which he may enforce on 
the plant as a whole. The worst that may 
happen in case of default is that he may 
remove the machinery and retain the 
rentals already paid.” 


Gas Company Liable For Injury 
To Workman 


Generally speaking, an employer is ex- 
pected by the law to notify workmen of 
any unusual and known dangers, of which 
the employee is unfamiliar. 

For instance, in Dobbie v. Pacific Gas 
Co., 273 Pac. 630, a sheet metal worker, 
employed by a contractor who was hired 
by a gas company to reconstruct a blast 
pipe, filed suit against the gas company 
to recover damages for personal injuries 
sustained while performing work. 

The facts disclosed that on the roof of 
the generator building where the emplovee 
was injured there was a glass skylight 
that the gas company had knowingly per- 
mitted to become covered to a depth of 
several inches with cinders and soot dis- 
charged from its gas generators. This 
rendered the skylight invisibie to any per- 
son on the roof of the building and caused 
the same to appear to be a part of the 
solid portion of the roof. The employee 
being unaware of the dangerous condi- 
tion of the roof stepped upon the sky- 
light which broke precipitating him to the 
floor below and causing his injuries. 


The gas company attempted to avoid 
liability by contending that the injured 
employee was guilty of contributory neg- 
ligence and that the evidence was insuf- 
ficient to prove negligence on their part. 

However, notwithstanding this conien- 
tion, the Court held the employee entitled 
to recover damages for his injuries, stat- 
ing important law, as follows: 

“The owner of premises is not an in- 
surer of the safety of an invitee, but he 
owes him the duty to exercise ordinary 
care in seeing that the premises are in a 
safe condition. . . . A person so invited 
upon the premises of another may recover 
from such owner for any injuries received 
owing to the dangerous condition of the 
premises known to the owner and not 
known to the person so invited; but such 
owner is not bound to keep his premises 
absolutely safe... . The responsibility of 
such owner for the safety of such person 
in such a case is not absolute; he is only 
required to use ordinary care for the 
safety of the persons he invites to come 
upon the premises. If there is a danger 
attending upon such entry, or upon the 
work which the person invited is to do 
thereon, and such danger arises from 
causes or conditions not readily apparent 
to the eye, it is the duty of the owner 
to give such person reasonable notice or 
warning of such danger. But such owner 
is entitled to assume that such invitee 
will perceive chat which would be obvious 
to him upon the ordinary use of his own 
senses. He is not required to give to the 
invitee notice or warning of an obvious 
danger.” 

—— oe —— 


Gas Consumption Goes Up 73% in 
Milwaukee, Wis. 


Constantly increasing uses of gas iil 
Milwaukee manufacturing plants have 
sent its industrial consumption upward in 
great leaps in the last six years, it is re- 
vealed by figures kept by the Milwaukee 
Gas Light Co., of which Mr. R. B. Brown 
is president. , 

Since 1923, the factory consumption o! 
gas has increased 73.8 per cent in Mil- 
waukee. The average monthly consump- 
tion is now 164,000,000 cubic feet while 
six years ago it was 94,330,000 feet. 

Since the first of this year, the con- 
sumption has continued to go up. There 
has been an increase of 18.4 per cent over 
the 138,500,000 cubic feet average monthly 
consumptign in 1928. 

Before 1923 the use of gas in manu- 
facturing processes fluctuated, reaching its 
previous height in 1920 immediately fol- 
lowing the great industrial operations 
necessitated by the war. There was then 
a slump but since 1923 each year has seen 
the consumption mounting steadily. 

Since the number of new factories lo- 
cating in Milwaukee or being started 
there has been somewhat small, the in- 
crease has come by the existing indus- 
tries finding additional uses for gas. Ac- 
cording to Albert Schuetz, gas company 
engineer, there now are about 1000 dif- 
ferent uses for gas in Milwaukee. 
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GLOVER- WEST 
Vertical Retorts 





The Speed of Carbonization is different for 
every different coal. 


In the Glover-West System it is regulated at a 
moment’s notice, and without interference with 
retort-house routine, by adjusting the mask in 
relation to the pawl and ratchet gear operating 
the coke extractor. 


The gear is protected from breakdown by the 
free pawl tooth and safety pin. 


WEST GAS IMPROVEMENT CO. 


Builders of Coal Gas Plants 
441 Lexington Ave. New York 
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Equipment News 








New Type of Hot Air Gas Fired 
Furnace 


The American Foundry & Furnact 
Company of Bloomington, Illinois, wh« 
have been engaged in the manufacture 
of stoves and furnaces using coal for 
fuel for more than forty years, has taken 
an innovatory step by publicly claiming 
gas to be the perfect fuel and in com- 
mencing the manufacture upon an ex 

















Exterior view of furnace 


tensive scaie of a new type of hot air 
gas furnace. 

The new furnace is designed in various 
types and sizes so that houses or buildings 
from six to thirty rooms can be heated. 
It is somewhat révolutionary in design 
and principle. The burners are placed 
near the center instead of at the base, 
thus creating the highest temperature at 
the upper portion. The cold air entering 
the furnace at the base, is gradually 
heated as it ascends and when the top 
is reached, it is at the maximum temper- 
ature. 

In the upper section, the products of 
combustion first travel up to the top 
of the furnace castings. They then di- 
vide, turn and flow downward to the 
bottom through a hollow tube on both 
sides. They again turn upward into the 
breeching and’ flow back through the 
breeching to the flue connection at the 
rear where they are discharged into the 
flue pipe. Both the primary and _ sec- 
ondary air for combustion, enter the 
combustion chamber through a grill and 
at the rear of the furnace through a 
similar opening. As the air passes up- 
wards to the burner tips, it extracts 
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Interior view of furnace 


heat from the hot surface of the breech- 
ing and the inner sides of the flues. 
Thus, the air is pre-heated before mixing 
with the gas. 

The furnace is constructed in two 
major parts, each consisting of a unique 
cored casting. These two castings, when 
faced together, form only two joints, one 
at the top and one at the bottom, running 
lengthwise of the furnace. There are 
no joints in the hollow flue passes. Lap 
joints at both top and bottom, clasp 
the furnace cement, and asbestos packing 
rigidly. A retaining wall is constructed 
around the joint in the bottom of the 
furnace so that there is no chance of any 
moisture coming in contact with the fur- 
nace cement. All condensation drains 
down the tubes to the bottom of the 
furnace and thence into a discharge pipe 
to the sewer. There is no chance for 
condensation to drip back to the top of 
the burners, thus clogging them. 

The humidifier in the furnace is unique 
in that it ensures variable humidity by 
merely turning a small handle which regu- 
lates the amount of surface of water in 
the pan that is exposed. 

The burners are of the Bunsen type 
tips. Each individually inspirates its own 
primary air and very little secondary air 
is necessary to complete the combustion. 
No air adjustment is necessary 

Safe operation is provided by a safety 
pilot. If for any reason, the gas pilot 
is extinguished, the main valve is closed 


and no gas can escape into the furnace 
Air filters are provided which remove 
dust and dirt. Temperature and humidity 
is extinguished, the main valve is closed 
Stat. 

The furnace is the invention of James 
R. Scott who has been identified with the 
gas industry at Fort Wayne, Indiana, 
and other places for several years. He 
has been appointed manager of the new 
department of the company. 


—_—_—__—__—__ 


A New Acetylene Generator 


There has recently been placed on the 
market a new Portable Acetylene Gen- 
erator for welding and cutting. 

The Generator is unique in that the 
body is made throughout of drawn seam- 
less steel which makes the generator 
lighter in weight, stronger and more 
dependable than bodies with the usual 
joints. 

The Generator is made in three sizes— 
35 Ib—70 Ib. and 100 Ib. capacity by 
the Alexander Milburn Company, Balti- 
more, Maryland. 

The Generator has been scientifically 
developed and has undergone a series 
of laboratory tests by the Underwriters’ 
Laboratories, Incorporated. 

The Generator is extremely simple, it 
has no clocks, or motors and notably 

(Continued on page 70) 
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GAS COMPANIES 
and STOVE DEALERS 
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—_ AutoniatiCook. 


Non-Clog By Pass 











Outside Calibration. Takes just a few seconds to change the 
temperature setting if required, by means of a convenient set- 
screw on the temperature pointer. Merely loosen the set-screw, 
move the pointer to the proper temperature mark on the dial, 
and then tighten the set-screw. 


Quick Removal. Should the “B’’ Type AutomatiCook become 
damaged for any reason, necessitating replacement, it can be re- 
moved without disconnecting the range or disturbing the linings or 
the piping. Requires no meckaiieal servicing or repairs on the job. 
Simply loosen one bolt, replace the Thermostat with a spare and 
tighten the bolt. The job can be done in less than a minute’s time. 


Non Clog By-Pass Pilot. Will not clog nor bind. Always moves 
freely and maintains its adjustment. Eliminates servicing, adjusted 
by turning either to the right or left. 


Non-Corrosive Valve Seat. The AutomatiCook is now bein 
equipped with a Raised Non-Corrosive Valve Seat which will 
resist the corrosive action of gas, eliminating any possible trouble 
from this source. 


—— Write for 8-Page Folder, illustrating and ——— 
describing the above advantageous features. -———— 


ROBERTSHAW THERMOSTAT CO. 


Youngwood, Penna. 














The Robertshaw AutomatiCook is now used on more than 80 leading makes of Gas Ranges 
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Equipment News 


(Continued from page 68) 


few moving parts. Carbide hopper feed 


control and head are assembled in one 


unit which can be detached from the 
seamless steel body by the removal of 
a few bolts. The carbide feed is con- 
trolled by a single valve which, it is 
claimed, responds to high or low pressure 
and automatically stops if the pressure 





is at zero, or if the filler plug is open 
or the generator is not properly closed. 
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It is further stated that the contro! 
and operation of the generator is so 
simple that the carbide feed is uniform 
and a complete consumption of the entire 
charge of carbide is assured. 


The safety features of the generator 
under various conditions of usage, up- 
setting and tipping over is one of the 
notable features. The Underwriters’ 
Laboratories made tests by tipping the 
generator at different angles, throwing 
it over under different stages of operation 
without causing a rise in pressure of 
the gas or abnormal working of the ma- 
chine, it is stated. — 

The machine is equipped with well 
developed blow-off valves, pressure con- 
trol, safety gas purifier and strainer. The 
component parts of the machine are made 
with over-size outlets all welded into 
the seamless body of the generator. 

The body has a protective coating in- 
side and out. Handles of ample size, 
welded on to the body, provide for the 
convenient transportation, 

The cost of generating acetylene gas 
in the new Milburn Generator is claimed 
to be considerably cheaper that the cost 
of cylinder gas. 

The entire work is explicit without 
being verbose and one finds it the rare 





Book 


Review 





Handbook of Chemistry and Physics; 
by Charles D. Hodgman and Norbert A. 
Lange. Chemical Rubber Publishing Co., 
Cleveland, Ohio. 1214 pages. $5.00. 13th 
Edition. 

Not only chemists but those engineers 
who make use of various physical, ther- 
mal and other similar tabulated data in 
the course of their work, will find this 
book of considerable assistance. Its vari- 
ous tables of data, as well as the text 
is arranged in an orderly and easily ac- 
cessible form and has been gathered from 
authoritative sources. 

At various places throughout the hand- 
book typical applications of a number of 
tables are worked out with numerical ex- 
amples and an interesting feature is the 
presentation of some timely laboratory 
short-cuts and recipes which will be 
found convenient. 

The book is well printed, with gold 
edges and bound in a flexible, duravi 
binding. 


* 
> 


American Society of Heating and Ven- 
tilating Engineers’ Codes. American 
Society of Heating and Ventilating En- 
gineers, 29 W. 39th St., New York. 157 
pages. 44 illustrations. $5.00. 1929 Edi- 
tion. 

The gas house heating salesman atd 
all others interested in this phase of gas 
company activity will find a mine of use- 
ful data in this publication, which has 
been gotten out in an attractive loose leaf 
binder. With the aid of this handbook, 
the gas house heating engineer or sales- 


man will be able to readily solve any of 
his problems which have to do with cal- 
culating radiation, insulating value of 
various materials, temperature and wind 
effects, etc. The loose leaf nature of this 
book renders it valuable to the end that 
the user can easily insert therein from 
time to time additional data as well as 
various notes of his own. 

. 


— Re 


Sixth Edition of Steam Turbines by 
James Ambrose Moyer, S.P., A.M., 
Director of Massachusetts Department 
of University Extension, and formerly 
Professor of Mechanical Engineering 
in University of Michigan and Pennsyl- 
vania State College. Published in one 
volume by John Wiley & Sons, Inc., 
New York. 1929. $4.50. 

This volume, which is at once a text 
and convenient referenee on the subject, 
should have a place in the library if not 
on the desk of every engineer who has 
some tangible interest in turbines. The 
author wisely chose to utilize his first 
chapter for an historical introduction of 
the subiect. The facts therein set down 
should be of equal interest to both the 
student and the practicing engineer. 
Chronologically the text goes back to 
the time of Hero and his turbine, through 
the time of Branca to the more recent 
types of De Laval and Parsons. The 
historical features are handled quite con- 
cisely without any loss of essential facts, 
together with very clear descriptions of 
the various types of machines from earli- 
est times. 


combination of technical authority and 
facility of reference. The second chap- 
ter of the book, the sentiments of the 
author to the contrary notwithstanding, 
is both fundamental and refreshing and 
rightfully has a place in the text. This 
chapter covers the elementary theory of 
heat, with special reference to its re- 
lation to mechanical work, and more par- 
ticularly to the application of heat 
theories in the instances of the use of 
steam as a source of energy for driving 
both reciprocating and turbine engines. 
Much of the chapter is devoted to an 
exposition of Temperature-Entropy dia- 
grams and their usefulness in engineer- 
ing problems affecting the turbine. 


An entire chapter is devoted to nozzle 
design and still another to steam tur 
bine types of blade design. The subject 
of commercial types has received its 
proper share of attention. Of equal 
interest is the work done by the author 
on the subject of low pressure steam 
turbines, as well as mixed pressure ma- 
chines. The chapter on marine turbines 
will be of interest to many engineers 
to whom this subject is a specialty. 


One section of the book which is de- 
voted to gas turbines should be read 
with lively interest by gas engineers. 

From the standpoint of reviewing 
fundamentals, the author has included ar 
appendix which should prove of great 
value to the student and cadet. 


—__—__-_—___ 


Steam, Air, and Gas Power. By 
William H. Severns and Howard E. Deg- 
ler. John Wiley & Sons, Inc., New York, 
1929. 425 pages. Price $4. 

It is a good thing to have on any gas- 
works library shelf and in the central- 
office library a well selected group of 
books outlining the fundamentals of the 
various branches of science and engineer- 
ing involved in the gas business. This 
volume will serve splendidly as a text and 
reference book for gas-company staffs as 
they are from time to time confronted 
with problems of power generation ani 
power application. 

The volume was prepared by two ex- 
perienced professors with the aim of 
describing “briefly and clearly typical and 
representative equipment, and to explain 
the theory of such machines and devices.” 
The presentation is clear, and yet concise. 
It is well illustrated and attractive to the 
reader, and _ sufficiently simple in_ its 
mathematical form as not to deter either 
the practical man or the technologist who 
is not specially trained in mechanical en- 
gineering. 

~ . od — 

Weeks Appointed Secretary of Publicity 
and Advertising Section, A. G. A. 
Howard F. Weeks, has been appointed 

Secretary of the Publicity and Advertis- 


ing Section of the American Gas Associa- 
tion effective August 15, 1929, according 


to an announcement by Alexander 
Forward, managing director of the 
Association. 
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ONLY .124 CUBIC FEET OF GAS 


HEATED THIS WHITE PLAINS HOME 
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With an S & D No. 8 burner in- 
stalled under an American Radiator 
Co. Style S-2805 coal boiler of 1300 
ft. rating this home was heated with 
gas on a consumption of only .124 cu.- 
ft. per degree day per sq. foot of C. I. 
standing radiation. 


S & D Burners equal and sometimes 
surpass the efficiency of Gas designed 
heating plants. Write for informa- 
tion. 


Sweet G@ Doyle Foundry & Machine Co. 
Troy, New York 
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A. G. A. and Heating Contractors Ap- 
prove Sales Principles 


Principles of merchandising central 
plant heating equipment have been ap- 
proved by the American Gas Association 
and the Heating and Piping Contractors 
National Association and executed by 
their respective officers. The statement 
of principles which is expected to stimu- 
late the sale of these appliances is as fol- 
lows: 

SINCE gas appliance sales and gas sales 
are so closely related and so dependent on 
each other, and 

SINCE the service rendered by the ap- 
pliance to the gas customer is what the 
customer is ultimately paying for, and 

SINCE the proper appliance for a spe- 
cific service, the correct and safe installa- 
tion of the appliance, the proper customer 
instruction in the correct use of the ay 
pliance and a speedy service for repair 
and maintenance of the appliance are 
necessary factors in every gas appliances 
sale to a gas utility customer, 

FIRST, Manufacturers of gas appli- 
ances, dealers in gas appliances, the gas 
utility and the gas customer will more 
largely benefit by the gas utility extending 
its policy of merchandising gas appliances 
to encourage greater sales by trades. 

SECOND, The margin on all gas ap- 
pliances sold by the gas utility should be 
sufficient to cover al] merchandising costs 
incurred, and thus enable progressive re- 
tail trades to merchandise gas appliances 
at a reasonable profit. It is recognized, 
however, that certain expenses incurred 
in the pioneering of appliances which have 
not yet met with sufficient local public 
acceptance to be generally accepted as 
merchandise items, should properly be 
charged to the promotion accounts of the 
utilities and not charged to merchandis- 
ing. 

THIRD, All local sales efforts by gas 
utilities and trades should be based on the 
merchandising of those appliances which 
conform to standards established by spe- 
cialists of the United States Bureau of 
Mines, United States Public Health Serv- 
ice, United States Bureau of Standards 
and the American Gas Association as out- 
lined in bulletins which may be obtained 
through the American Gas Association. 

THE ASSOCIATIONS CONCERNED 
RECOMMEND to individual gas com- 
panies and trades, the advisability and the 
necessity of greater sales activities in 
local fields for the ultimate purpose of in- 
creasing the sale of gas appliances and of 
promoting the proper use of gas, and 

FURTHER RECOMMEND that proper 
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Convention Calendar 
September 
19-20 Empire State Gas & Electric 
Assu. Upper Saranac, N. Y. 


October 
7-10 Third National Fuels Meeting. 
Philadelphia, Pa. Fuels Di- 
vision, A. A M. E. 


14-18 American Gas Association, 
\nnual Meeting, Atlantic 
City, N. J. Alexander For- 
ward, 420 Lexington Avenue, 
New York City, managing 


director. 














and adequate service to the ultimate gas 
consumer be recognized as essential to all 
progressive sales efforts. 
Heating and Piping Contractors Na- 
tional Association, 
By WALTER KLIE, 
President. 
American Gas Association, 
By ALEXANDER FORWARD, 
Managing Director. 


Philadelphia Gas Works Company Pub- 
lishes Code of Ethics 


In a booklet entitled the Gas Works 
News, the Philadelphia Gas Works Com- 
pany, which operates the city-owned gas 
plants, has published a Code of Ethics for 
distribution among its 3500 employees. 

Conrad N. Lauer, president of the com- 
pany, in announcing publication of the 
booklet says the Code of Ethics “com- 
pletely covers the thoughts I wish to con- 
vey to you as my idea of the spirit that 
should prevail in an operating organiza- 
tion. I look for the complete co-opera- 
tion of every employee with me and with 
each other, in order that we may fulfill 
our obligation to the public and to our- 
selves.” 

Honor, Courtesy, Self-Control, and 
Loyalty form the quartette of principles 
held the most essential for the public 
utilities employees. A sense of individual 
responsibility plus the ability to do good 
teamwork marks the worker who will go 
farthest on the road of his own and pub- 
lic service advancement. 





New Jersey Gas Association to Hold 
Annual Outing 


The Annual Summer Outing of the 
New Jersey Gas Association will be held 
on Saturday, September 14, at Centerton 
Lake Pavilion, near Bridgeton, New 
Jersey. 

The entertainment features include a 
ball game, quoit contest, water sports and 
original novelties. The committee an- 
nounces that the atmosphere is to be that 
of an “old-fashioned picnic,” and exten- 
sive preparations have been made to pro- 
vide an enjoyable outing for all who can 
attend. 


7 


Connecticut Electric Obtains Control of 
Gas Company 


Control of the Waterbury, Conn., Gas 
Light Company has been obtained by the 
Connecticut Electric Service Company. 
The larger stockholders of the Waterbury 
Gas Light Company, owning a controlling 
interest in it, turned in their stock for 
stock of the Connecticut Electric Service 
Company on the basis of two shares of 
Waterbury Gas Stock for one share of 
Electric Service. The same offer is now 
made to all stockholders. 


om ~-—_—__— 


Natural Gas News from Utah 


With the announcement recently from 
the offices of the natural gas companies 
that natural gas will be available in Utah 
cities and towns the middle of September, 
came also the details of construction prog- 
ress to date and of the successful com- 
pletion of one more important chapter in 
the giant task of bringing this fuel to 
Utah. 

The last section of 18 inch pipe, which 
forms an underground steel-girded natural 
gas highway to Utah communities, was 
hauled into position recently near Old 
Aspen, Wyoming. 

At the present time all of the 122 miles 
of 18 inch line from Green River to Coal- 
ville, and the 34 miles of 16 inch line from 
Coalville junction to Green River junction 
is completed; the 66 miles of 16 inch line 
from Hiawatha Dome to Green River is 
completed; the 8 inch line from Baxter 
basin to Green River, 18 miles, is com- 
pleted while 80 per cent of the 40 mile line 
from Coalville to Ogden is completed. 

(Continued on page 74) 
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Youll Find It Profitable to 
Sell Time-O-Stat Clock Controls 


ESIGNED for absolute dependability and constant 

accuracy, the Time-O-Stat Clock Control is an out- 
standing feature that will help you sell automatic gas 
heat. Its attractive appearance immediately catches 
the eye, and when you demonstrate. its simple, faithful 
operation you have a story of convenience and ac- 
euracy which is unrivaled in this field. 





The time-keeping mechanism of the Time-O-Stat Clock 
Control is the product of one of America’s oldest and 
best known clock manufacturers—Seth Thomas, Its 
accuracy is assured; it requires winding but once 
every eight days, and is so constructed that if this wind- 
ing is neglected the clock will run for several additional 
days. Handsomely designed and finished, it presents 
the maximum in good appearance as well as in satis- 
factory service. It can be removed by merely pressing 
a button .. . easy to wind and easy to set! ene <r 


The simplicity and proven efficiency of the Time-O- Seen od om totter antque,, She 
Stat Clock Control . . . the exclusive snap action blade Seuseiines cmlines ote ant 
feature of the room temperature regulator ... are et een 
points that mean improved performance and more 


sales. Write today for booklet, if full details are not 


ran sesiemcemniiaaial 


CONTROLS COMPANY 


Dept. 3 
Elkhart, Indiana 


Successor to 


Absolute Con-Tac-Tor Corporation Time-O-Stat Corporation 
Leachwood Company Cramblet Engineering Corporation 


Manufacturers of AUTOMATIC CONTROLS for Oil Burners—Gas Burners—Coal Burners—Electrie Refrigerators—Furnace Fans—Mechanical 


Stokere—Industrial Ovens—Ice Machines—Unit Heaters—Water Heaters .. . 


als . Sign Flashers—Mercury Switeches—Electric Heaters— 
Corrugated Metal Bellows. 
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Natural Gas News from Utah 
(Continued from page 72) 


The 40 miles of 10 inch line between Salt 
Lake and Ogden which will serve Bounti- 
ful, Centerville, Kaysville, Farmington 
and Layton, has been completed. 

Construction of the main line is said 
to be one of the most difficult tasks of its 
kind in the history of this work in the 
United States. The main transmission line 
reaches an altitude of around 8000 feet 
above sea level, passing over the rugged 
ranges of the Wasatch and almost paral- 
leling the air mail route. 


+ 


New Incorporation Law in Indiana 


Since the new incorporation law went 
into effect in Indiana, many firms in the 
trade are re-organizing their corporate 
bodies along the lines of the new law, 
which is much broader in scope than the 
old law. Also many more firms are in- 
corporating in the state, firms which for- 
merly incorporated under the laws of 
other states. 

A recent ruling by the attorney general 
of Indiana is to the effect that, corpora- 
tions re-organizing under the new codi- 
fied Indiana corporation law are not re- 
quired to add the word “Incorporated” to 
their official name. The attorney general, 
in answer to a request for a ruling from 
the secretary of state’s office, said how- 
ever, that new corporations formed under 
the codified laws must add the word “In- 
corporated” or a similar term to the of- 
ficial title. 


—_—_§&—____ 


Franchise Granted 


The town board of Rockville, Ind., has 
granted to the Sheridan Gas Utilities 
Company an indeterminate franchise for 
a gas system for the city. The franchise 
will be revoked unless work on the gas 
plant is'under way within two years. In 
that event a reasonable amount of time 
will be allowed for the completion of the 
project. 


—__ +>-—__——. 


Public Service Company of New Hamp- 
shire to Have New Building 


J. Brodie Smith, general manager of the 
Public Service company of New Hamp- 
shire, with headquarters at Manchester, 
announced recently that contract for the 
construction of a two story brick and 
sandstone building which will house the 
local office and sales force when com- 
pleted, has been awarded and that work 
on the construction of the new building 
would start at once. The new structur: 
is expected to be completed for occupancy 
about Dec. 1 of this year. 

The contract calls for the building to be 
constructed with a sandstone front, the 
balance to be of brick. It will be fire 
proof throughout, and two stories high at 
the present, although the foundation will 
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New Building of the Public Service Company of New Hampshire 


be sufficient for six stories in line of 
future development. 

The building will have a frontage of 63 
feet and will be 99 feet deep. There will 
be six large show windows on the ground 
floor which will also contain an office for 
ihe Nashua manager, Walter F. Norton, 
and rooms for the accounting department, 
and supplies. 


File Articles of Incorporation 


Articles of incorporation have been filed 
with the secretary of state of Indiana by 
the Indiana Utilities Corporation of In- 
dianapolis. The corporation has an ini- 
tial capital stock of 10,000 shares of o 
par value and is formed “to mine for, 
prospect for, drill, produce, buy, market, 
transport and distribute natural gas.” The 
incorporators are L. K. Edmondson, Al- 
bert H. Murphy and E. E. Wilson. 


ane —_fo—___— 
U. G. I. to Issue New Stock 


Stockholders of The United Gas Im- 
provement Company, Philadelphia, at a 
special meeting recently unanimously ap- 
proved converting and increasing the com- 
pany’s capital stock from 6,000,000 shares 
of the par value of $50 each, aggregating 
$300,000,000. par value, to 40,000,000 shares 
without nominal or par value, the new 
stock to consist of 5,000,000 shares of pre- 
ferred and 35,000,000 shares of common. 

John E. Zimmermann, president of the 
U. G. L., who was chairman of the meet- 
ing, stated that this action revising the 
company’s financial structure approved the 
recommendations of the Board of Direc- 
tors made at their meeting on May 24, 
1929, and that the new stock would now 
be issued on the basis of one-eighth of a 
share of preferred and five shares of 
common for each of the 3,974,867 shares 

f the company’s $50 par value stock now 
utstanding. 

“In addition to the 19,874,335 shares of 

ymmon and 496,85834 shares of preferred 


Plans also call for a good size audi- 
torium where general employes’ meetings 
and the meetings of the women’s commit- 
tees may be held. This will also be used 
for demonstrations of heating and cook- 
ing appliances and the like. 

In the rear of the building there will be 
a lot 59 feet by 50 feet for a garage, and 
the parking of automobiles. 


- - — 


to be issued for the old outstanding stock,” 
Mr. Zimmermann said, “the action author- 
izes the issuance and disposal of the re- 
mainder of the authorized but unissued 
shares from time to time for such con- 
sideration and upon such terms and con- 
ditions as the Board of Directors may. fix 
and determine. 

“As previously announced by the com- 
pany, it is proposed to make a 10 per cent. 
allotment of the no par common stock to 
be offered for subscription at $20.00 a 
share to common stockholders of record 
October 31, 1929, such stock to be paid for 
on or before December 31, 1929, and to 
participate in dividends paid after Janu- 
ary 1, 1930. 

“New U. G. I. preferred stock is en- 
titled to $100 upon liquidation or dissolu- 
tion and to cumulate dividends at the rate 
of $5.00 a share annually, payable quarter- 
ly, and is redeemable at $110 a share and 
accrued dividends. The first quarterly 
dividend of $1.25 on the preferred stoc 
will be paid December 31, 1929. Divi- 
dends on the no par common stock will be 
inaugurated at the rate of $1.00 a share 
annually, the first quarterly dividend of 25 
cents a share to be payable December 31, 
1929.” 

In announcing the U. G. I. refinancing 
proposal made by the directors on May 
24, Mr. Zimmermann said: 

“It is believed that changing the stock 
of the company into smaller units will 
result in a wider distribution of the shares 
and will make them available for the small 
investor, which should be advantageous to 

(Continued on page 79) 
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29 years*of 
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making ~ 
water heaters Bi 
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last longer 
than a lifetime 
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Cleveland Gas Meters have a reputation for depend- 
able service, the result of over thirty years’ experience in 
manufacturing. 


Our thoroughly organized and completely equipped 
factory assure you that the workmanship, materials, ac- 
curacy and general efficiency are unequaled. 


“A” Type Meters “B” Type Meters 


THE CLEVELAND GAS METER COMPANY 


2168-2180 East 65th Street Cleveland, Ohio 
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ANY a profit “leak” 

M can be traced to meter 
depreciation and high 

maintenance. Needless loss can be pre- 


vented by using Mueller Rigid Bar 
Meter Hangers. 


Mueller Meter Hangers provide an 
exact 90 degree angle between meter 
connections and meter spuds. Therefore, 
meters can be set correctly and quickly. 
Leaky installations, frequent servicing 
and meter strain are avoided because 
Mueller Hangers are scientifically de- 
signed from an experience gained in 72 
years of successful manufacture. Every 
Mueller Hanger is subjected to a 100- 
lb. air pressure test before it gets the 
final O.K. 







Mueller Rigid Bar Meter Hangers are 
your assurance against needless profit 
“leaks.” They are made in standard 
types to meet every need of the gas in- 
dustry. A request will bring complete 
information. 








MUELLER CO. (Established 1857), 
Decatur, Illinois; Branches: New York, 
Dallas, San Francisco, Los Angeles; 
Canadian Factory: MUELLER, Lim- 
ited, Sarnia. 

















MUELLER 


PLUMBING BRONZE AND VITREOUS WARE 
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GAS COMPANY IMPRINT 
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Impressions Plus Response 


Advertising in most instances, does 
nothing more nor less than create impres- 
sions on the minds of prospective users. 


The great advantage of the impressions 
created by a good calendar, is the fact 
that they are delivered to the minds of 
the same people every day, sometimes 
ten or more times and obviously daily re- 





minders will make more sales than oc- 
casional reminders. It is in reality 
‘Poster Advertising” in nine colors right 
in the home of your customer or prospec- 
tive one, selling both Good Will and 
Merchandising at a cost of about one half 
a penny a month, that is in the form of a 
souvenir, displayed in your customers 
home. Samples are now available. 


Sign and Mail coupon today. 
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AMERICAN GAS JOURNAL 
53 Park Place, New York 


Send further information regarding 
America Service” Art Calendar, for 1930. 
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U. G. I. to Issue New Stock 
(Continued from page 74) 


the company. This is in line with similar 
action being taken by banks, trust com- 
panies and other public utility holding 
companies.” 


——_______- 


Southern Indiana Gas & Electric 
Contracts for Natural Gas 


The Indiana Oil & Gas Corporation, 
which laid the first natural gas line from 
the extensive fields east of Princeton, 
Ind., into Princeton, Vincennes and Wash- 
ington, has completed a contract with the 
Southern Indiana Gas & Electric Com- 
pany at Evansville, Ind., to supply that 
company with natural gas from the same 
field. Frank J. Haas, vice president of 
the Evansville Company and J. E. Bauer 
and R. Steinhorst of the Indiana Company 
arranged the details. The Gibson county 
field was given a thorough test by the ar- 
tificial gas manufacturing company. The 
volume of gas in the field is placed by 
tests at a figure which will guarantee an 
adequate supply for the next twenty years. 


ee 


Natural Gas Production Increased 


Natural gas production for transporta- 
tion by the Missouri-Kansas Pipe Line 
Company in Daviess county, Kentucky, 
has increased approximately 40 per cent 
or nearly 5,000,000 cubic feet of gas per 
day, it has been announced by Frank P. 
Parish, president. One well showed an 
open flow test of 1,100,000 cubic feet. 
Shell Petroleum Corporation of St. Louis, 
brought in a 3,000,000 cubic feet open flow 
well August 2, near the Missouri-Kansas 
lease. 

a ye 


New Gas Line Nearing Completion 


Work on the construction of a new gas 
line which will connect Columbia City, 
Roanoke and Fort Wayne, Ind., is pro- 
gressing rapidly and gas soon will be 
piped from the manufacturing plant there 
to Columbia city. A line to Roanoke al- 
ready is in use and a continuation of this 
line from that city to Columbia City will 
form a connection with the Northern In- 
diana Public Service Company in Fort 
Wayne. 

a f-—_—_—— 


United Gas Reports Earnings 


The United Gas Company and con- 
trolled companies, with headquarters in 
Houston, Texas, report consolidated gross 
revenues for the six months ending June 
30, 1929, of $6,484,749 and consolidated 
of $4,103,896. Balance 
available for federal taxes, depreciation 
and depletion was $1,299,711, after deduct- 
ing all prior charges and minority com- 
mon stock interest of controlled com- 


gross earnings 
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panies, and United Gas company pre- 
ferred stock dividends. 

These earnings do not reflect the com- 
pany’s 20.7 per cent interest in the Mis- 
sissippi River Fuel corporation or its hold- 
ings in Consolidated Gas Utilities com- 
pany. 

a q-—___- 


New Schedule of Rates Approved 


The Massachusetts Public Utilities 
Commission has announced its approval 
of the new schedule of rates of -the Bos- 
ton Consolidated Gas Company and or- 
dered that it become operative on October 
1. The schedule was filed by the com- 
pany last February to be effective on April 
1, but customers of the company protested 
and hearings were held by the commission 
and the date for the schedule to become 
operative had to be advanced each time. 
The new rate allows for a service charge 
of 50 cents a month. 


- te 


File Articles of Incorporation 


Articles of incorporation have been filed 
with the secretary of state in Indianapolis 
by the Wabash Consolidated Utility Cor- 
poration, with a principal place of busi- 
ness in Vincennes, Ind. The corporation 
has an initial capital stock of 1,000 shares 
of no par value and is formed “to carry 
on the business of mining and of drilling 
and exploring for natural gas and oil.” 
The incorporators are S. M. Newton, F. 
L. Tormey and C. E. Josten. 


Gets Huge Gas Well 


The R. & G. Corporation, recently ac- 
quired by the Moody-Segraves interests 
brought in, early in August, a gas well 
known as R. & G. Corporation’s No. 2 
Ed Allen, in the Agua Dulce field, western 
Nueces county, Texas, making 100 mil- 
lion cubic feet of gas daily. The well is 
1,986 feet deep. 


—+ 


Natural Gas Service Established 


On August 15 natural gas was blown 
into the pipes in the city of Evanston, 
Wyoming. The test was successful and 
on August 20, “Gas Day” was observed 
with a general jollification and jubilation. 
This is part of the gas line from the 
Hiawatha dome, Wyoming, to Ogden and 
Salt Lake City, Utah. 


enatincinsnilesianinsip 


High Pressure Gas Pipe Line Under 
Construction 


Construction work on the new high 
pressure gas line being built from New 
Albany to Jeffersonville by the Interstate 
Public Service Company, Indianapolis, 
Ind., will be completed soon, according to 
an announcement by Interstate officials. 

The new pipe line, 8 inches in diameter, 
is approximately six miles long and is 
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being built at a cost estimated at $60,000. 
Completion of the line will connect the 
New Albany and Jeffersonville gas plants 
into one system. Both are operated by 
the Interstate Public Service Company. 

The new line will insure better operat- 
ing conditions and uniform pressure. 


— —-$—_—_—__ 


Approve Petition to Issue Stock 


The Massachusetts State Qepartment of 
Public Utilities has approved the petition 
of the North Adams Gas Light Company 
for authorization to issue additional 
capital stock of the par value of $200,000. 
Proceeds from the sale will be applied to 
the retirement of debt incurred from ad- 
ditions, extensions and improvements to 
the plant and property which have been 
made and for similar improvements which 
are contemplated. 


—_—__—__—__ 


Dixie Gas & Utilities Company 
Earnings 


Report of the Dixie Gas and Utilities 
Company, a subsidiary of the United Gas 
Company, for June shows net income of 
$35,039 after all charges compared with 
$25,461 earned in May and a deficit of 
$9,998 for June, 1928. Many economies 
have been effected in recent months 
through consolidation of operating organ- 
izations and subsidiaries of the company 
and these improvements are finding reflec- 
tion in the operating ratio of the parent 
company. Gas sales are showing a steady 
volume expansion and with current earn- 
ings running at the rate of $3.54 a share 
for the common stock, it is officially stated 
that the outlook for the last half of the 
year indicates a possible gain over this 
estimate. 


Natural Gas Concern Makes Change 


The Missouri-Kansas Pipe Line Com- 
pany, large conveyors of natural gas, has 
moved its executive office from Kansas 
City to No. 10 LaSalle street, Chicago. 
President Frank P. Parish says that this 
was done so as to be in better position to 
handle its financial matters. Its operating 
end will continue in Kansas City, under 
the jurisdiction of B. R. Bay, vice presi- 
dent and general manager. 


—+ 


Gas Property at Fort Scott, Kansas, 
Purchased by Gas Service Co. 


Announcement that the Gas Service 
Company had bought the gas interests of 
the Kansas Utilities Company in Ft. Scott, 
Kansas, was recently made. The Gas 
Service Company took over this property 
on August 1. 

The property which has been purchased 
by the Gas Service Company also includes 
all the pipelines in the city and all of the 
holdings of the Kansas Utilities Company 
outside of the city connected with its gas 
service. 
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R. C. Brosius, who has been Superin- 
tendent of the Hutchinson Gas Company, 
will be the manager of the Ft. Scott prop- 
erty. 

The Cities Service Gas Company has 
announced that an eight inch pipeline is 
to be laid from the Petrolia compressor 
station to the Ft. Scott city gate. This 
will assure Ft: Scott an ample supply of 
gas for all purposes. 

The new Ft. Scott company will be 
operated as gqne of the Union Public Serv- 
ice properties. 


ae eee 


New Gas Shop Being Built in Pompton 


Work has been started on the construc- 
tion of a gas distribution shop for Public 
Service Corp. of New Jersey in Pompton, 
at a cost of $45,000. Construction work is 
being done by the Alberg Construction 
Company of Paterson, under the super- 
vision of Public Service Production Com- 
pany. 

Plans call for the erection of a one- 
story building which wiil include a store- 
room, garage and offices and also for the 
installation of four steel tanks in which 
gas will be stored. These tanks, each 
forty-two feet long and 10% feet in 
diameter, will be placed in a horizontal 
position. 

Manufactured at the Harrison Works 
and pumped to Pompton, the gas will be 
stored in these tanks for distribution to 
Pompton Lakes, Butler, Riverdale, Bloom- 
ingdale, Haskell, Midvale and Wanaque. 





Personals 











John P. Ohmer, since April 1, 1906 
superintendent of the Elkhart, Ind., dis- 
trict of the Indiana & Michigan Electric 
Company now wears a gold diamond- 
studded button indicating 25 years’ serv- 
ice in the American Gas and Electric 
Company or its subsidiaries. The button 
was presented him by Thomas F. English 
of South Bend, head of the Indiana & 
Michigan company, which supplies power, 
light and gas to a wide area in northern 
Indiana. 


Patrick J. McIntyre retired from 
active work with The Brooklyn Union 
Gas Company, September 1 after 55 years 
of continuous service, which he began at 
the age of 19 years. He will receive the 
diamond set medal for 55 years service 
on October 1. 

In 1874 Mr. McIntyre joined the staff 
of The Brooklyn Gas Light Company, 
which was merged with his present em- 
ployer, The Brooklyn Union Gas Com- 
pany, in 1895. 

é His first position in the company was 
in the coal gas plant where he measured 
coke. He soon became a general utility 
man, doing whatever was required, which 
sometimes included painting gas holders. 
From general utility man, Mr. MclIn- 
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tyre advanced. to fitter’s helper and 
worked in what was then called the meter 
shop, driving a wagon. In time he be- 
came a fitter or meter setter. Being espe- 
cially trustworthy and careful, he was 
given the job of night man at 180 Rem- 
sen Street. In this capacity he had to 
watch the building, go out on night com- 
plaints and to fires. 





Patrick J. McIntyre 


Mr. McIntyre collected from prepay- 
ment or “quarter” meters, and in doing 
his duty in protecting his company, he 
often had arguments with the cash custo- 
mers who used these meters, as he seldom 
found one that did not contain foreign 
coin, slugs and other substitutes for 
money. In his 6 or 7 years of collecting 
from prepayment meters he was thor- 
oughly convinced that the “quarter” 
meters created more ill will and disagree- 
ments than the service they afforded were 
worth. 

In recent years Mr. McIntyre has been 
given a desk in the Brooklyn Branch 
where he has busied himself with matters 
pertaining to collections. 


Nicholas Elbogen recently resigned 
his position as Industrial Engineer for the 
Lafayette District of the Northern 
Indiana Public Service Company to be- 
come associated with the Derby Gas & 
Electric Company, Derby, Connecticut. 

In his capacity of Gas Sales Engineer, 
Mr. Elbogen will promote the sales of 
gas for industrial and house heating pur- 
poses in the cities of Derby, Shelton, An- 
sonia, and Wallingford, which are subsi- 
diary properties of the Utilities Power & 
Light Corporation. 


W. S. Dicken has recently resigned 
his position as gas sales manager of the 
Puget Sound Power & Light Company, 
Bellingham, Wash., to accept a position in 
San Francisco with the Kellman Laundry 


Co. 


James A. Rees, who has been field 
manager of the Securities Department of 
Henry L. Doherty & Co., at Des Moines, 
Ia., has been selected to be the head of a 


field office in Little Rock, Ark., and 
Shreveport, La. Mr. Rees also will have 
charge of an office at Memphis, Tenn. 
At Little Rock the office is being opened 
in the new building occupied by the Ar- 
kansas Natural Gas Corporation. 

His place at Des Moines has been taken 
by Russell P. Jones, formerly a salesman 
in the office. 


William B. Knight, who has been as- 
sociated w'th the North Attleboro, Mass., 
Gas Light Company for 42 years as sup- 
erintendent, has resigned and will retire 
from active work. Mr. Knight located in 
North Attleboro in 1877 to assume the 
position of superintendent of the gas 
plant. 


S. J. Nyswonger has been transferred 
from Meadville to Erie, Pa., where he 
has assumed the duties of Sales Director 
of the Northwest Region of the Pennsyl- 
vania group of properties of the Asso- 
ciated Gas & Elec. System. Messrs. H. 
W. Barrett and William Fitch have been 
established in Meadville and Warren, re- 
spectively, as Assistants to Mr. Nys- 
wonger. 


H. D. Keiller has recently been made 
manager of the Utah Valley Gas & Coke 
Company, Provo, Utah. Mr. Keiller was 
formerly of Los Angeles. 


R. Leidy, former superintendent of 
distribution at the Wichita Gas Company, 
has been promoted to operating superin- 
tendent of the Hutchinson, Kansas Gas 
Company, succeeding R. C. Brosius who 
recently was promoted to manager of the 
Ft. Scott Gas Company. 

Hal F. Goode has been promoted to 
superintendent of distribution at Wichita, 
taking Mr. Leidy’s job. Mr. Leidy has 
made very rapid progress and has had 
quite a number of promotions since he en- 
tered the gas business in Wichita in 1920. 


P. L. Smith recently terminated his 
connection with the North American 
Light & Power Co., Chicago, to become 
associated with the National City Com- 
pany, the investment banking department 
of the National City Bank, He will have 
charge of the company’s public utility 
financing, at which he is a recognized 
authority. 

Mr. Smith started with the Company in 
1916, as bookkeeper for Scott Brown. He 
later became assistant secretary and as- 
sistant treasurer. He handled many de- 
tails of the reorganization in 1926, and 
at that time became treasurer of the Com- 
pany, a position he held until his resig- 
nation. 


Gordon M. Peterson has _ recently 
been appointed Director of Educational 
Work, Commercial and Accounting De- 
partments, Electric and Gas Company, 
Public Service Corporation of New Jer- 
sey, succeeding Walter S. R. Dickinson, 
who resigned to take a position as di- 
rector of personnel for a large Chicago 
department store. 


(Continued on page 82) 
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OUR DEALER nace coil eats into your domestic gas sales in the 
PROPOSITION ly winter months? 

Then think of it this way: 

The average family is spending from three to six 
dollars per month for furnace-heated water, and do 
not know they are spending it, because they have 
been led to believe that the furnace coil gives them 
hot water free. 

That three to six dollars per month per customer 
should be yours — and can be if you will go after it. 


The new Humphrey’s fall sales plan is designed to 
help you get that business. 


Send for your copy today. 


UMPHRE 


KALAMAZOO 
AUTOMATIC GAS WATER HEATER.T 
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Personals 
(Continued from page 80) 


George B. Webber was appointed As- 
sociate Director of Educational Work, in 
charge of vocational training. 

Mr. Peterson graduated from Prince- 
ton University in 1925 and started with 
Public Service as a commercial cadet that 
year. He completed the cadet course in 
August, 1928, when he was made assist- 
ant to Mr. Dickinson. 

Mr. Webber graduated from Cornell 
University in 1925, and took his Master’s 
degrees, M.S. in 1926. He also started 
with Public Service as a commercial cadet 
and completed the course in July, 1929. 


Frederick C. Freeman, vice-president 
of the Providence Gas Company and 
David Daly, president of the Blackstone 
Valley Gas & Electric Company, have 
been elected as members of the Indus- 
trial Development Council of the Provi- 
dence, R. I., Chamber of Commerce. The 
council includes 18 leading business men 
of the state, who will develop Provi- 
dence to its full industrial potentialities. 


George L. Cullen recently resigned as 
secretary of the Pennsylvania Gas Asso- 
ciation and Frank W. Lesley has been 
elected to the office. 

Mr. Lesley has been comptroller of the 
Pennsylvania Gas and Electric Company, 
York, Pa. since December, 1928. Pre- 


viously, for six years he was field auditor 
in the Consolidated Corporations Division, 
Income Tax Unit, Treasury Department. 
He is a graduate of the Wharton School 
of the University of Pennsylvania. 











Frank W. Lesley 


Mr. Cullen, who is sales manager of 
The Harrisburg Gas Company, served as 
secretary-treasurer of the Association for 
the past eight years. At the April meet- 
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ing in Philadelphia he resigned as treas- 
urer and was succeeded by W. G. Ster- 
rett of the Philadelphia Suburban-Coun- 
ties Gas and Electric Company. 

As a token of appreciation of Mr. Cul- 
len’s long and capable service, Council of 
the Association voted him the Associa- 
tion’s medal, which ordinarily is given 
only to past presidents. 


Robert J. Phillips was recently ap- 
pointed to the position of manager at the 
14th Street District Office of the Com- 
mercial Department of the Consolidated 
Gas Company of New York. Mr. Phi- 
lips has had an interesting and rapid ad- 
vancement through the various district 
office positions and now enjoys the dis- 
tinction of being the youngest District 
Office manager in the company. 


George R. Armstrong has been 
named general superintendent of construc- 
tion for the Louisville Gas & Electric 
Company to succeed A. G. Butler, under 
whom he had served as assistant. Mr. 
Butler was promoted to manager of the 
Pittsburgh Branch of the Byllesby En- 
gineering and Management Corporation. 

Mr. Armstrong, who was born in Terre 
Haute, Ind., October 6, 1898, entered the 
employ of the Company in 1922. Previ- 
ous to that time he was for two years 
with the Armstrong Vann Cotton Co., of 
Muskogee, Okla. He was graduated from 
Rose Polytechnic Institute, class of 1921, 
with a bachelor’s degree in chemical en- 
gineering. 


Don Daykin, who has been superin- 
tendent of the Jackson, Mich. Gas Plant 
of the Consumers Power Co., for several 
years has been transferred to the Saginaw 
River Gas Plant where he is now super- 
intendent. Mr. Daykin is succeeded by 
Frank Dees, who has been assistant sup- 
erintendent for some time. 


Horace G. Taylor has been apponted 
manager of the Lawrence, Mass. Gas & 
Electric Company with general supervi- 
sion over both the gas and electric de- 
partments. Mr. Taylor has had an un- 
usually broad experience in gas engine- 
ering work, having previously followed 
this type of work in England, Holland, 
New Zealand, Australia and various cities 
in the United States. 


F. A. Leach, Jr., recently retired 
from active service as vice-president and 
general manager of the Pacific Gas & 
Electric Company, San Francisco. Mr. 
Leach entered the employ of the Oakland 
Gas Light & Heat Company, long ago 
taken over by the Pacific Gas & Electric 
Company, 31 years ago as a clerk. He 
will be succeeded by Paul M. Downing, 
for years vice-president in charge of elec- 
trical construction and operation. 


W. G. Jens, formerly manager of the 
Pittsburgh Branch of Byllesby Engineer- 
ing and Management Corporation, has 
been appointed operating manager of the 
Duquesne Light Company at Pittsburgh, 
according to a recent announcement. A. 
G. Butler, formerly general superintend- 


ent of construction for the Louisville Gas 
and Electric Company, Louisville, Ken- 
tucky, succeeded Mr. Jens as manager of 
the Pittsburgh Branch of Byllesby En- 
gineering and Management Corporation. 





Obituary 











JAMES T. HUTCHINGS 


James T. Hutchings, vice president of 
The United Gas Improvement Company 
in charge of engineering development, died 
suddenly on Saturday, August 17, at 
Ocean City, N. J. Heart disease was the 
cause. 





James T. Hutchings 


He is survived by a widow, formerly 
Miss Frieda Schick, of Philadelphia, and 
one daughter, Mrs. H. H. Parcher, Jr. 

Mr. Hutchings entered the employ of 
The U. G. I. Company in 1920, as assist- 
ant general manager. In August, 1921, 
he became general manager, and two 
years later was elected vice president in 
charge of operations. In February, 1927, 
he became vice president in charge of 
engineering development. 

He attended Amherst public schools and 
was graduated from Massachusetts Agri- 
cultural College with the degree of 
bachelor of science in 1889. His first 
position after graduating was with the 
Thomson-Houston Electric Company, of 
Amherst, in which he remained about 
four months. In that same year he came 
to Philadelphia to accept a position as 
foreman of wiring with the Germantown 
Electric Company, and later became 
superintendent of the West End Electric 
Company, in which position he remained 
until that company and numerous other 
small companies in the city were consol- 
idated into the Philadelphia Electric Com- 


(Continued on page 84) 








September, 1929—American Gas Journal 





“The Ridgways Know How” 


Said the Elevator Inspector. 
What he meant was this :— 


We make only one thing. That one thing is Freight 
Elevators. 


Consequently we make the Greatest thing in Freight Ele- 
vators ever produced. 


In other words 

WE ARE SPECIALISTS IN FREIGHT ELEVATORS. 

And as the Elevator Inspector who spends his life day after 
day going over all sorts of elevators, says 

“Ridgway Knows How” 

3y the way, one of the best elevator men said to “Old Hook 
er” the other day at the Elevator Erectors Banquet, with a 
grin :— 

“Ridgway you have a wonderful machine in that elevator 
of yours and it is the hardest thing to fight. If a man has 


steam he is a darn fool if he don’t get your elevator regardless 
of price. But you bet I don’t tell him that.” 


And he laughs at the fellow who don’t 
“HOOK ’ER TO THE BILER” 





Craig Ridgway & Son Co. cosresvuzr, pa 


Elevator Makers to Folks Who Know Over 3,000 in daily use 
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James T. Hutchings 
(Continued from page 82) 


pany. From 189 to 1904 he was employed 
by the latter company as assistant elec- 
trical engineer. 

Then followed sixteen years with the 
Rochester Gas and Electric Corporation 
during which he held the positions of 
superintendent of the Electric Depart- 
ment, assistant manager, general manage1 
and president. He capably filled the latter 
position for two years, until 1920, when 
he entered U. G. I. employ. 





Trade News 


and 


Construction 











United Engineers & Constructors, Inc. 
Activities 

Societe Financiere De Transports Et 
D’Esterprises Industrielles of Brussels, 
Belgium have placed a contract for a 6’ 
Carburetted Water Gas Apparatus to- 
gether with the necessary operating floor, 
blower unit, blast pipe, pump, boiler and 
miscellaneous small piping for La Plata, 
South America. 

The lowa Electric Company of Cedar 
Rapids, Iowa, has contracted for an addi- 
tional water gas apparatus for their Mus- 
catine, Iowa, plant. This apparatus will 
consist of a 6’ U. G. I. Carburetted Water 
Gas Plant, arranged for soft coal opera- 
tion, and with the set will be provided the 
necessary operating floor for the new set, 
and re-construction of the floor for the 
old set. 

The. Utica, N. Y., Gas and Electric 
Company has awarded a contract for an 
8’ 6” U. G. I. Producer, and the necessary 
auxiliary apparatus and gas connections. 

The Philadelphia Gas Works Company 
has purchased an additional U. G. | 
High Duty 4-pass condenser, for installa- 
tion in the Station “B” Plant. 

The Societe Financiers De Transports 
Et D’Enterprises Industrielles of Brussels, 
Belgium has awarded a contract for a 
Gas Booster Unit. This Booster will be 
installed in the water gas plant at Rosario, 
South America. 

The Connecticut Light and Power Com- 
pany of Waterbury, Conn., have ordered 
for their Norwalk, Conn. Plant, a U. G. 
I. 4-pass, High Duty Condenser and gas 
connections. 


Ross C. Cornish Joins Semet Solvay 
Engineering Corp. 

Ross C. Cornish, of Philadelphia, has 
resigned from the U. G. I. organization 
to become chief engineer, Gas Division, 
Semet-Solvay Engineering 
effective September 1. 


Corporation, 
His headquarters 
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are at 40 Rector Street, New York City. 

Mr. Cornish, who was graduated from 
the University of Wisconsin in 1897, has 
had broad experience in the gas industry. 
He began his career as superintendent of 
distribution for the Milwaukee Gas Light 
Company, and later was assistant superin- 
tendent of the company’s coal and water 
gas plant. In 1900, he became superin- 
tendent of operations and construction for 
the Racine Gas Light Company and three 
years returned to the Milwaukee 
company as assistant engineer. While in 
Milwaukee he was associated with R. B. 
Brown in consulting work for a number 
of mid-west and western plants, chief of 
which was the Utah Gas and Coke Com- 
pany, Salt Lake City. 


later 





Ross C. Cornish 


In 1908, Mr. Cornish became manager 
of the St. Joseph (Mo.) Gas Company 
and in 1910, chief engineer of the Amer- 
ican Gas Company, Philadelphia, in charge 
of design, operation and maintenance of 
that company’s gas and electric subsidiary 
properties. When the American Gas 
Company was acquired. by U. G. I. in 
1925, he was appointed assistant to the 
vice president in charge of engineering 
and development 

While with the American Gas Company, 
Mr. Cornish was also engaged in consult- 
ing work for the Old Colony Gas Com- 
pany, Weymouth, Mass. and the Panama- 
Colon Company at Panama and on 
valuation werk and the prep- 
aration of data used in various rate cases. 


( 7as 


and 


report 
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General Refractories Company Adopts 
New Selling Plan 


General Refractories Company, has re- 
cently adopted a new policy of selling 
their high temperature cements, GREFCO 
Chrome High Temperature Cement and 
STANDARD Silica Bonding Cement. 


The new policy involves selling through 
dealers in all industrial centers through- 
out the country. 

The dealer plan itself includes liberal 
discounts, exclusive territories, complete 
protection, sales and correspondence 
service, sales and advertising literature, 
and advertising service. 

Many dealers have already shown con- 
siderable interest in this new policy and 
territories are rapidly being closed by this 
plan. 

G. R. High Temperature Cements can 
now be obtained more quickly through 
dealers. 


R. V. Burnette With Pittsburgh Equit- 
able Meter Company 


After completing the Pittsburgh Equit- 
able Meter Company special salesmen’s 
training course, which includes thorough 
instruction and training in different de- 
partments of the factory and offices at 
Pittsburgh, R. V. Burnette now represents 
that company from the Chicago office. 

Burnette was formerly with the Stand- 
ard Tank Car Company, National Malle- 
able and Steel Castings Company, and the 
Standard Seamless Tube Company. His 
work in actually building Pittsburgh 
Equitable products has given him valuable 
experience. 


——_— - 


Time-O-Stat Distribution Expanding 


The Time-O-Stat Controls Company, 
Chicago, Ill, announces that Ray G. 
Schott, has recently been appointed man- 
ager of the New York office, located at 
11 West 42nd Street. 

Mr. Schott knows the automatic con- 
trol business thoroughly, and his long ex- 
perience in this business is certain to 
prove helpful to the trade of the eastern 
seaboard. The establishment of the 
various Time-O-Stat branches has given 
to the company the opportunity of very 
closely contacting the entire trade. 
Prompt, thorough, nationwide service is 
now available. 

Simultaneously, the announcement was 
made that Gerald E. Spates has been ap- 
pointed by Time-O-Stat to take charge 
of the Detroit office, 4270 Second Boule- 
vard. Mr. Spates, for the past three years, 
has been sales engineer at the factory, and 
has a background of diversified experi- 
ence. He will handle all contacts with 
the trade in the Detroit territory, render- 
ing a full measure of helpful cooperative 
assistance. 

Mr. Carl A. Scholle, who until recently 
was in charge of the New York office, 
will give all his time to the distributing 
organization. He will be in constant 
touch with Time-O-Stat Distributors 
throughout the country, and will travel di- 
rect from the home offices. 

As announced immediately following 
the merger, Time-O-Stat policy calls for 
nationwide distribution, with complete 
stocks at the several points and competent 
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LARGER GAS SALES to OLD CUSTOMERS 


“THERE’S A ROBERTS UNIT FOR EVERY 
SIZE and TYPE of HEATING PLANT” 






TRADE 


MARK 


OBERTS 


GAS HEATING UNIT 


Josh Whitehead once said, ‘Makin’ money in the grocery biz’ness ’aint huntin’ up new 


customers all the time, it’s sellin’ yer old ones ev’rything from soup to nuts.” 


That’s true in the gas business. The Roberts Controlled Gas Heating Unit changes your gas 
range customers with niggardly sized monthly gas billings into real profit making house heat- 


ing accounts. 


There is nothing complicated or difficult in selling your customers the convenience and com- 
fort of gas for house heating. This is particularly true when you offer them the Roberts Unit. 
Its many exclusive features make even the most energetic home owner enjoy staying away from 


the furnace. Write to-day for the Roberts Sales Plan with complete house heating data. 


ROBERTS-GORDON APPLIANCE CORPORATION 
SUCCESSORS TO ROBERTS GAS BURNER CORP. 
Delaware Ave. at Tupper Street, Buffalo, N. Y. 


MOST HEAT PER DOLLAR 
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engineers in all important localities. -From 

time to time announcements of new Dis- 

tributors have been published, and the 
most recent appointments are :— 

Braid & Haberkorn, Inc., 940 Speer 
Boulevard, Denver, Colorado; J. H. Lym, 
724 McIntyre Bidg., Salt Lake City, Utah; 
Cline Company, 535 W. Main Street, 
Oklahoma City, Okla.; J. Sylvan Bowers, 
Heating Specialty Co., 3805 Page Boule- 
vard, St. Louis, Missouri; Northwest 
Time-O-Stat, Distributors, 2707 E. Lake 
Street, Minneapolis, Minn.; American Ap- 
pliance Co., 1214 Harvey Street, Omaha, 
Nebraska. 

——_+--—___- 

Three Companies Consolidate and Form 
the Stacey Engineering Company 
On Saturday, August 31st, negotiations 

were completed whereby The Stacey En- 
gineering Company, a new Ohio corpora- 
tion operating as a holding company, took 
over the following manufacturing con- 
cerns: 


The Stacey Bros., Gas Construction 
Company of Cincinnati, Ohio. 

The Connersville Blower Company of 
Connersville, Indiana. 

Wilbraham-Green Blower Company of 
Pottstown, Pennsylvania, 
all of which have for a long period of 
years been engaged in the construction of 
gas holders, blowers and other apparatus 
used by gas, by-product gas companies and 
oil companies. In addition to these three 
companies, the new concern has a sub- 
stantial interest in other allied concerns. 

The new concern is headed by Beman 
G. Dawes, Chairman of the Board of The 
Pure Oil Company, who has had many 
years’ experience in both the gas and oil 
business, and with him are associated 
Carmi A. Thompson of Cleveland, F. S. 
Heath of Columbus, and others, as well 
as a number of the operating heads of the 
concerns named. 

The Stacey Engineering Company is in- 
corporated with an authorized capital of 
$2,500,000 of 6% preferred stock, 150,000 
shares of “A” stock and 200,000 shares of 
“B” stock, none of which will be offered 
to the public at this time. The Directors 
of the new company are as follows: B. 
G. Dawes, F. S. Heath, Carmi A. Thomp- 
son, Wayne Stacey, William A. Miller, 
John T. Wilkin and Chas. A. Ward; and 
the Directors have elected the following 
officers: B. G. Dawes, Chairman; Carmi 
A. Thompson, President; John T. Wilkin, 
F. S. Heath and Wayne Stacey, Vice- 
Presidents; D. H. Mulloney, Secretary; 
Chas. A. Ward, Treasurer. 

All three of these companies will be 
officered by their present organizations. 
It is the purpose of the new compafy to 
furnish additional capital for a large ex- 
pansion of the business. In addition to 
this, many economies will be effected by 
uniform operations of the several com- 
panies in reaching similar markets. It is 


also expected that a largely increased busi- 
ness with the oil trade will be built up, 


a market which these companies have only 
touched upon in the past. 

The home offices of The Stacey En- 
gineering Company will, for the present, 
be located in Columbus, Ohio. 


——-— 4 —--- 
New Literature on Orifice Meter 
Utilization and Operation 

A new 6 x 9 book, bound in durable 
Castillian cover, containing 104 pages, 
about 100 illustrations and numerous 
tables, has just been published by Metric 
Metal Works of American Meter Com- 
pany for use in the operation of Westcott 
orifice meters for gas, air, steam, oil or 
water. 

This book has been designated as Bulle- 
tin E-2 and is distinct from the new Cata- 
logue EG-2 on Westcott orifice meters, 
which has also been made available to 
present and prospective users of this type 
of meter 

Other publications that have just been 
issued by Metric Metal Works of Amer- 
ican Meter Company are: 

Metric Rate-Volume Controller Bulle- 
tin E-5, describing the method of installa- 
tion of rate-volume controllers for auto- 
matically controlling the rate of flow of 
air, gas, oil, steam, water and other 
liquids. 

Bulletin E-3 Metric Indicating Flow- 
meters for gas, air, steam, oil and water. 

Laboratory Bulletin E-1l, containing 
complete description of American Meter 
Company’s laboratory at Metric Metal 
Works, Erie, Pa., with detailed discussion 
of preparation of equipment and proced- 
ure during test. 


—__}-____ 


McCoy Appointed General Sales Man- 
ager Judelson Dryer Corp. 

William P. McCoy has been appointed 
General Sales Manager of the Judelson 
Dryer Corporation, Moundsville, W. Va., 
manufacturers of Judelson Clothes 
Dryers. 

Mr. McCoy was formerly Sales Man- 
ager of The Cleveland Gas Burner and 
Appliance Co., Cleveland, Ohio, and for 
three years was Sales Manager of the 
Gas Range Division of Abendroth Bros., 
Port Chester, N. Y. 

Prior to his connection with the latter 
company he was, for twelve years, on 
the Home Office Sales Promotion Staff 
of the Welsbach Company, Gloucester, 
N. J. 

Mr. McCoy is well equipped for his 
new work and is widely known in the 
gas industry. 

— + —— 


New Judelson Dryer Plant Completed 


Judelson Dryer Corporation announces 
the completion of their new manufactur- 
ing plant in Moundsville, W. Va. 


This factory is under the personal 
management and supervision of Mr. Julius 
Judelson, who has been engaged continu- 
ously in the manufacture of drying equip- 
ment since 1892. 
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Judelson Clothes Dryers have been 
manufactured for many years by the Do- 
mestic Laundry Equipment Corporation 
of Long Island City, New York. Most 
of the work done at the Long Island City 
plant was built to order upon specifications 
by leading architects and involved large 
installations. 


The Moundsville plant will make two 
styles of dryers in several sizes for the 
gas company and dealer trade. The 
drawer, or extension rack type, will be 
furnished in two and three drawer sizes. 
The two drawer size has a twelve sheet 
rack capacity, the equivalent of sixty-five 
feet of clothes line. The three drawer 
size has an 18 sheet rack capacity, equiva- 
lent to 9714 feet of clothes line. 


The standard cabinet type will be fur- 
nished in two sizes. The larger has a 
twelve sheet rack capacity, the equivalent 
of sixty-five feet of line—which capacity 
is in excess of the full load of a domestic 
washing machine. 


A smaller cabinet type dryer will be 
furnished in a size suitable for installa- 
tion in kitchens or other convenient lo- 
cations in homes or apartments. This 
dryer has a rack capacity equivalent to 
thirty-six feet of clothes line. 


The Domestic Laundry Equipment 
Corporation will continue as before, and 
will be under the management of Mr. 
Allan H. Judelson. It will be kept run- 
ning at full capacity to supply special 
equipment to the architects, builders and 
contractors in New York City and vi- 
cinity. 

The officers and executive personnel of 
the Judelson Dryer Corporation is as fol- 
lows: Julius Judelson, President and Gen- 
eral Manager; H. C. Ogden, Vice Presi- 
dent; R. W. Nelson, Treasurer; J. F. Col- 
lins, Secretary; W. P. McCoy, General 
Sales Manager. 


es enc 


A Fine Piece of Publicity 


Servel Sales, Inc. New York and 
Evansville, Ind., recently issued a pam- 
phlet entitled, “The Secret of Silence in 
Refrigeration,” which is entirely edu- 
cational along the lines of gas refrigera- 
tion. It shows the developments of 
Electrolux from the beginning, illustrat- 
ing each step up. They use the elements, 
alcohol and air for the formula, and they 
first ask you to try a simple experiment 
as follows:—Pour a little alcohol on the 
back of your hand (rubbing or wood 
alcohol will do) and blow on the alcohol. 
The spot will feel cool. Blow on your 
other hand where there is no alcohol and 
it will not feel cool. This is the foun- 
dation for the development, and it takes 
you along through the various stages of 
gas refrigeration, with illustrations each 
step. 


It is a booklet of great educational 
value to every one who has to answer 
questions on gas refrigeration. Servel 
Sales, Inc., will send a copy on request. 
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AN 
OUTSTANDING 
CONTRIBUTION 


to 
GAS 
HEATING 


VAPOR-TENSION 
THERMOSTATIC PILOT 


OPERATES ON PRESSURE 
CAUSED BY VAPORIZING A 
VERY VOLATILE LIQUID. AFTER 
INITIAL SETTING NO FURTHER 
ADJUSTMENT REQUIRED .... 


FOUND ONLY ON 


IDEAL 
GAS BOILERS 


MADE BY 


AMERICAN RADIATOR COMPANY a 





SOLD BY 
AMERICAN GAS PRODUCTS 


CORPORATION 
376 LAFAYETTE STREET . . NEW YORK 


2 































LOCATE THE LEAK 
before you dig up the 
















pipe... 





Make 
search holes in 


two 


the street pave- 
ment where the 
leak is sus. 
pected and 
place the indi- 


cator over the = ge oa 














search hole 





























with porous tile 
downward 
— and it will 
indicate the ex- 
act location of 


the leak! 


Short & Mason 


(English 
Manufacture) 


With this hypersensitive Tycos Gas-Leak Indicator. 
you can locate a leak in the main exactly—without 
having to do any hit-or-miss digging. With crowbar 
or pick make two search holes about fifteen feet apart 
in the street pavement directly over the line of the 
main where the leak is suspected. Place the indicator 
over the search hole with the porous tile downward, 
packing the space surrounding the instrument with 
clay or other substance to prevent leakage of gas. 

The Tycos 
cator is constructed on 
weli-known 
ple of 
nd 


diffusion of 
2 its mechanical 
tion is effected by 
ployment 


} 


chamber with a 





No. 3405 tor prices 


ROCHESTER, N. 


CANADIAN PLANT 
TYCOS BUILDING 
TORONTO 


Y., U. S. A. 


MANUFACTURING DISTRIBUTORS 
IN GREAT BRITAIN 
SHORT & MASON, LTD., LONDON 


bottom 


COS 


Gas-Leak Indi- 


the 


scientific princi- 

gases, 
applica 
the em- 
of an elastic metal 


porous tile, through which 
he diffusion takes place. 
This instrument should be 
part the equipment of 
every gas company’s main- 
department. Write 


Taylor Instrument Companies 


775 
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TRADE CATALOGS 


Published by manufacturers of Gas Equipment and Ap- 
Order by number, using coupon on 








PLANT EQUIPMENT 


A. B. C, SELF CLINKERING GENERATOR 

The Western Gas Con- 

struction Co. 88 

AUTOMATIC GOVERNORS 

Connelly Iron Sponge & 

Governor Co. 289 
BALANCE GOVERNORS 

Connelly Iron Sponge & 

Governor Co. 290 
BACK PRESSURE VALVES 

Connelly Iron Sponge & 

Governor Co. 295 
BECKER TYPE COMBUSTION COKE & 

GAS OVENS 
The Koppers Construction 
Co. 


B. H. CO. THICKENER 

The Bartlett Hayward Co. 56 
B. H. CO. VERTICAL SCRUBBER 

The Bartlett Hayward Co. 57 
CAMPBELL SOLID METAL WINDOW, 

THE 

The Bartlett Hayward Co. 53 
COAL AND ASHES GATES 

C. W. Hunt Co., Inc. 233 
COAL PRODUCTS TREE 

The Koppers Construction 

Co. 234 
COKE FIRED GAS FRODUCER OPERATION 

The Koppers Construction 

0 
CONTINUOUS 
TION OVENS 

The Koppers Construction 

Company 238 
COUNTER BALANCE MANHOLES 

Connelly Iron Sponge & 

Governor Co. 299 
DEHYDRATION OF MANUFACTURED 


VERTICAL COMBINA- 


GAS 
The Koppers Construction 
Co 


DISTRICT L. C. GOVERNORS 

Connelly Iron Sponge & 

Governor Co. 293 
DR. OTT-LUX-GAS TESTER 

The Alpha Lux Co., Iac. 23 
DRY QUENCHING 

Dry uenching FEquip- 

ment Corp. 206 
DRY QUENCHING OF COKE 

ry uenchivg Equip- 


ment Corp. 204 
DUPLEX VALVES 
Andale Co. 45 


PASTS FL.EXIPLE COUPLING 

The Ba:tlett Hoyward Co. 54 
FORGED STV.EL GATE VALVES 

Darling Valve & Mfg. Co 20 
GAS CONDENSERS 


Isbell Porter Co. 140 
GAS COOLER 
Andale Co. 46 


GAS DISTRIBUTION 

The U. G. I. Contracting 

Co. 76 
HAND COLORIMETER 

The Alpha Lux Co. Inc. 22 
HIGH EFFICIENCY GAS CONDENSERS 

Isbell Porter Co. 13 
HOWARD CHARGER 

The Western Gas Con- 


struction Co. 8&7 
INDUSTRIAL RAILWAY 
C. W’. Hunt Co., Inc. 230 


HIGH TEST WELDING ROD 
Union Carbide & Carbon 
Corpn. 255 
JET PHOTOMcTERS 
Connelly Iron Sponge & 
Governor Co. 
KENNEDY AUTOMATIC CONTROL 
The Bartlett Hayward Co. 55 
KOPPERS COMPANY'S COAL GAS 
PLANTS, THE 
The Koppers Construction 
Co. 
LA MONT WASTE HEAT STEAM GEN- 
ERATOR 
The Bartlett Hayward Co. 52 
LIQUID PURIFICATION 
The Western Gas Con- 
struction Co. &5 
LUX RECORDING GAUGE 
The Alpha Lux Co., Inc. 21 
MACKENZIE EXHAUSTERS 


Isbell Porter Co. 141 
MANUEL OF DRY BOX PURIFICATION 
J. Levino and Co. 276 


MERCURY SEAL GOVERNORS 
Connelly Iron Sponge & 
Governor Co. 291 


MITCHELL ELECTRIC VIBRATING 
SCREENS 
C. W. Hunt Co., Inc. 229 
NAPHTHALENE ABSORPTION PLANTS 
The Western Gas Con- 
struction Co. &4 


NRW APPARATUS FOR THE REMOVAL 
OF NAPTHALENE AND GUM FORM- 
ING CONSTITUENTS FROM GAS 

The Koppers Construction 

Co. 2 
NEW METHODS OF GAS PURIFICATION 

The Koppers Construction 

Co. 241 
OBSERVATIONS ON LUX-MATERIAL 

The Alpha Lux Co., Inc. 24 
PIVOTED BUCKET CONVEYORS 

C. W. Hunt Co., Inc. 232 
PRESSURE GAUGES 

Connelly Iron Sponge & 

Governor Co. 296 

PURIFICATION OF OPEN HEARTH 
FUEL GAS, THE 

The Koppers Construction 
Co. 


RELIANCE SERVICE REGULATORS 
Isbell Porter Vo. 139 
ROADLESS BARROWS 
Isbell Porter Co. 133 
ROTARY SELF-CLEANING STRAINER 
Andale Co. 47 
SERVICE GOVERNORS 
Connelly Iron Sponge & 
Gorernor Co. 292 
SERVICE D. C. GOVERNORS 
Lonnelly Iron Sponge & 


Governor Co. 294 
SKAVING SCRUBBERS 

Isbell Porter Co. 133 
SKIP HOISTS 

C. W. Hunt Co., Inc. 231 


SMOOT CONTROL OF COMBUSTION AS 
APPLIED TO TRAVELING GRATE 
STOKERS 

Smoot Engineering Corpn. 69 

SMOOT CONTROL AS APPLIED TO 

UNDERFEED STOKERS 
Smoot Engineering Corpn. 67 

SMOOT CONTROL AS APPLIED TO 

WATER GAS SETS 
Smoot Engineering Corpn. 68 

SMOOT STEAM ACCUMULATOR AND 

CONTROL SYSTEM 
Smoot Engineering Corpn. 66 


SPECIFICATIONS ON HIGH AND LOW 
PRESSURE HOLDERS 
The Stacey Bros. Gas. 
Constrn. Co. 74 
“STACEY BULLET” 
The Stacey Bros. Gas 
Constn. Co. 73 


STREET DEPARTMENT TOOLS 
Connelly Iron Sponae & 


Governor Co. 297 
STREET MAIN GOVERNORS 
Isbell Porter Co. 134 


SULZER DRY QUENCHER TYPE C 
Dry Quenching Equipment 


Corpn. 
THROTTLE GOVERNORS & CCMPEN- 
SATORS 
Isbell Porter Co. 142 
U. G. I. BARRING DOWN MACHINE, 


THE 
The U. G. I. Contracting 
Co. / 
a: a & 
OVENS 
The U. G. I. Contracting 

Co. 


INTERMITTENT CHAMBER 


U. G. I. MECHANICAL GENERATOR 
AND CHARGER, THE 
The U. G. I. Contracting 
Co. 79 
Uv. G. I. MODEL “B” AUTOMATIC 
CONTROL, TEE 
The U. G. I. Contracting 
eo. 


78 

VALVES 

The Western Gas Con- 

struction Co. 8A 
VALVES & SPECIALS 

Isbell Porter Co. 144 
VALVES 

Darling Valve & Mfg. Co. 35 


WATER GAS 

The Western Gas Con- 

struction Co. 89 
WATERLESS GAS HOLDERS 

The Bartlett Haynard Co. 58 
WEST GAS 

West Gas Improvement Co. 175 


(Continued on page 99) 
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ROPER GAS FIRED FURNACES 


NEW 


in construction 


NEW 


in beauty - - - -- 


NEW 


in dependability - 


NEW 


in convenience! 
* 


Many new great features ... Rugged Cast- 
Iron heating unit for long life. Meets all 
exacting requirements of the American Gas 
Association Testing Laboratory. Neat, beau- 
tiful design, with finish bright Crystal Green. 
All automatic equipment concealed behind 
door at front of furnace. Simple to install. 
New construction produces greater fuel 
economy and prevents scorching of air cir- 
culated through the rooms. Innumerable 
new selling points. 


Push the sale of new Roper Gas-Fired Warm 
Air Furnaces to increase gas consumption. 
Write or wire for complete information. 


GEO. D. ROPER CORPORATION 


Rockford, Ill. 





vases moos 
epee cor ore ace  Comen 


GAS FURNACES 


Gas Ranges—Hotel and Restaurant 
Equipment — Radiantfire Sheetflame 
Space Heaters. 


Be sure the Roper purple line === and the Roper complete oven control are on the gas appliance 
you sell, 




















































Atr- 


Type 2560 American Mercury 
Operated Temperature Controller for All Tem- 
peratures from Minus 40 to 1000° F 


Actuated, 


You can actually check profits with American 
Temperature Controllers. Many plants in every in- 
dustry have found that out. When the difference 
of a few degrees in temperature means spoilage, or 
loss of power and heat, or poor quality, or loss of 
time, or decreased production—then Temperature 
Controllers pay. 


If any heating or cooling operation requires reg- 
ulation, it can be done better automatically. Write 
us about your problems, 


The American Mercury-Actuated Temperature 
Controller is the result of long experience in re- 
search and design. The spiral steel spring used is 
the same as that in American Recording Thermom- 
eters. There are no connecting levers or links—the 
movement of the spring being transmitted to the 
air valve directly, thus eliminating friction and 


backlash. 


It is simple in construction and positive in opera- 
tion. Each instrument is thoroughly tested before 
shipment. Accuracy is guaranteed. Short or long 
ranges from minus 40 to 1000° F. Accuracy is the 
same for any temperature within the range. 


Specify Catalogs Desired 


American Gas Maker’s Gauge ......... P.7 
American Recording Thermometer .... . H-7 
American Temperature Controller ...... R-7 
American Recording Gauge ........... E-7 
American Glass Thermometer ......... F-7 


CONSOLIDATED ASHCROFT HANCOCK CO., INC. 
Bridgeport, Conn. 
Subsidiary of Manning, Maxwell & Moore, Inc. 


AMERICAN 


INSTRUMENTS 
SINCE 1851 
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LOSITIVE PRESSURE BLOWERS 
The Connersville Blower 
Co. 61 
ROOTS ACME GAS PUMPS 
ine fF. 8. Oo FR. . 
Roots Co. 212 


ROOTS ACME GAS PUMP IiINSTRUC- 
TIONS AND PARTS LIST 
jee OB HLS F. MM. 
Roots Co. 211 


ROOTS GAS PUMP INSTRUCTIONS AND 
PARTS LISTS 


fa - 2; 8... F. 
Roots Co. 213 
ROOTS POSITIVE DISPLACEMENT 
METER 
The P. H. & F. M. 
Roots Co. 209 


ROTARY DISPLACEMENT METERS 
The Connersville Blower 


Co. 
STANDARD DUTY GAS PUMP CON- 
STRUCTION 
ier. #. & F. &. 
Roots Co. 216 
INSTRUMENTS 
BRISTOL’S AIR OPERATED CONTROL- 
LERS 
The Bristol Co. 122 
BkISTOL’S AUTOMATIC ELECTRIC 


CONTROL VALVES 
The Bristol Co. 126 
BROWN AUTOMATIC TEMPERATURE 
CONTROL CATALOG 
The Brown Instrument Co. 166 


BROWN ELECTRIC FLOW METER 
CATALOG 
The Brown Instrument Co. 170 
BRISTOL’S LONG DISTANCE TRAN®& 
MITTING GAUGES 
The Bristol Co. 129 
BRISTOL’S PYROMETERS 
The Bristol Co. 130 


BLOWN PYROMETER CATALOG 
The Brown Instrument 


Co 171 
BRISTOLS PYROMETER CONTROLLERS 
The Bristol Co. 123 
BRISTOLS RECORDING BAROMETERS 
The Bristol Co. 125 
BRISTOL’S RECORDING LIQUID LEVEL 
GAUGES 
The Bristol Cx 128 
BRISTOL'S RECORDING MILLIVOLT- 
METERS FOR ELECTROLYSIS 
SURVEYS 
The Bristol Co. 127 
PRISTOL’S RECORDING PRESSURE & 
VACUUM GAUGES 
The Bristol Co. 137 
BRISTOL'S TEMPERATURE CONTROL- 
LERS 
The Bristol Co. 124 
BRISTOL’S RECORDING THERMO- 
METERS 
The Bristol Company 132 


HOW THE OTHER FELLOW DOES IT— 
(FEATURING TEMPERATURE CON- 
TROL IN 22 GAS FIRED INDUSTRIAL 
HEATING jyors) 

The Brown Instrument Co. 165 

INSTRUMENTS FOR GAS INDUSTRY 

no. 600 
Taylor Instrument Co., 219 
MEETING YOUR IDEAS ON THE FLOW 
PROBLEM 
The Brown Instrument Co. 164 
PRESSURE GAUGE CATALOG 
The Brown Instrument Co. 169 
RECORDING THERMOMETERS CATALOG 
The Brown Instrument Co. 168 
RESISTANCE THERMOMETERS CATALOG 
The Brown Instrument Co. 167 

REGULATORS 

AUTOMATIC TRUCK-CLOSING 
VACUUM VALVE 

Reynolds Gas Regulator , 
0. < 
FULTON GAS FUEL BOILER GOVERNOR 
The Chaplin Fulton Mfg. 

Co. 248 
FULTON GAS REGULATOR CATALOGUE 
The Chaplin Fulton Mfg. 

Co. 247 

HIGH PRESSURE LINE REGULATORS 
AND HIGH PRESSURE RELIEF 
VALVES 

a Gas Regulator 
0. 


ANTI- 


HIGH PRESSURE SERVICE REGULATORS 
Reynolds Gas Regulator 
Co. 279 

LITTLE GIANT HOUSE REGULATOR 
Reynolds Gas Regulator 

0. 28: 

LOW PRESSURE SERVICE REGULATORS 
Reynolds Gas Regulator 
Co. 28 

METER HANGER CATALOG 
Mueller Co. 2 

PERFORMANCE IS PROOF 


Groble Gas Regulator Co. 175 
POCKET HAND BOOK—DIRECTIONS 
FOR SETTING AND OPERATING 
FULTON GAS REGULATORS 
The Chaplin Fulton Mfg. 
Co. 24 
REGULATOR CATALOG 
Mueller Co. 3 
REGULATOR CATALOG 
Reynolds Gas Regulator 
Co. 
REGULATORS FOR HIGH & MEDIUM 
PRESSURES 
Sprague Meter Co. 225 
RELIANCE BALANCE VALVE DISYRICT 
REGULATOR 
Isbell Porter Co. 135 
RELIANCE LOW PRESSURE OR APPLI- 
ANCE REGULATORS 


Isbell Porter Co. 136 
SINGLE DISTRICT & DOUBLE DISTRICT 

REGULATORS 

Reynolds Gas 


Regulator 


0. 
REFRACTORIES 
ADAMANT-ADACHROME SUPER-REFRAC- 

TORY MIXTURES 

Botfield Refractories Co. 192 
APAMANT FIRE BRICK CEMENT 

Botfield Refractories Co. 193 
ADAMANT GUN, THE 

Botfield Refractories Co. 191 
ADAPATCH PLASTIC PATCHING RE- 

FRACTORY 

Botfield Refractories Co. 199 
BIASBRIX 

General Refractories Co. 8 
CEMENTING JAMP JOINTS 

Quigley Furnace Special- 


tres Co. 
CHOOSING A HIGH TEMPERATURE 
CEMENT 
General Refractories Co. 11 
GENUINE HIGH TEMPERATURE 
CEMENT, A 
General Refractories Co. 10 


GREFCO CHROME HIGH TEMPERATURE 
CEMENT 
General Refractories Co. 12 

HIGH TEMPERATURE CEMENT IN THE 
GAS PLANT 
Quigley Furnace Special- 
ties Co. 158 

HOT PATCHING RETORTS 
Quigley Furnace Special- 
ties Co. 

HYTEMPITE IN THE GAS PLANT 
Quigley Furnace Special- 
ties Co. 

METHODS OF RESEARCH 

APPLIED TO REFRACTORIES 
General Refractories Co. 9 
PROTECT YOUR PLANT & EQUIPMENT 
—A PROTECTIVE COATING 
Quigley Furnace Special- 


NEWLY 


ties Co. 161 
QUICK CARBURETOR REPAIRS MADE 
HYTEMPITE 
Quigley Furnace Special- 
ties Co. 


QUIGLEY REFRACTORY GUN, THE 
Quigley Furnace Special- 


ties Co. 162 
REFRACTORIES (CATALOG OF) 
General Refractories Co. 25 


STANDARD SILICA BONDING CEMENT 
General Refractories Co. 277 
E 


AMERICAN GAS ASSOCIATION STAND- 
ARD SPECIFICATIONS 

United States Cast Iron 

Pipe and Foundry Co. 145 
CAST IRON PIPE 

United States Cast Iron 

Pipe & Foundry Co. 149 
CAST IRON PIPE & FITTINGS 

McWane Cast Iron Pipe 

Co. 203 
COMPARATIVE DATA 

Pittsburg Steel Products 

Co. 1 
COUPLINGS AND SPECIALTIES FOR 
NATURAL GAS 


S. R. Dresser Mfg. Co. 43 
COUPLINGS FOR MANUFACTURED GAS 
MAINS 


S. R. Dresser Mfg. Co. 42 
FOR EVERY JOINT ON THE LINE 
Victaulic Co. of Amer. 13 


WESTLING VALVE 
Bartlett Hayward Co. 275 
WOODALL-DUCKHAM VERTICAL RE- 
TORTS 
Isbell Porter Co. 143 
BLOWERS 


CONNERSVILLE GAS EXHAUSTERS, 
BOOSTFRS AND METERS 
The Connersville Blower 
f. 
Co. 60 
COVERS INDUSTRY LIKE A BLANKET 
he P. H. & M. M. 


Roots Co. 218 


(Continued on page 92) 
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BRISTOL’S RECORDING INSTRUMENTS SIMPLIFY OPERATION CONTROL 











Larger Gas Machines Emphasize Need 


of Correct 1 em peratures 





UE to increased consumption, 
larger machines are 
used for making carbureted water 


being 
gas. This emphasizes more than 
ever the necessity of keeping oper- 
ating temperatures within proper 
limits at all times. 

Because larger machines use such 
great volumes of air, steam and gas, 
it is possible for some parts to get a 
hundred or more degrees too hot or 
too cold within a very few minutes. 
Naturally, the efficiency of the pro- 
cess is lowered 

To prevent such temperature fluc- 
tuations, many plants are using 
Bristol instruments. Furnishing 
accurate data on conditions within 
the machine, they help the operator 
maintain the correct temperature. 
For example, a Bristol Recording 
Pyrometer on the carburetor. If the 
temperature is too low, the oil is 
not completely cracked and the oil 
efficiency is impaired. 
temperature on the 


Excessive 
other hand, 


Bristol’s 
Round Chart 
Form Record- 
ing Pyrometer. 
This type of 
inetru- 
ment can be 
furnished to 
record in de- 
sired ranges 
up to 3000° F. 








causes the formation of lampblack 
and napthalene, resulting in stop- 
page and napthalene troubles in the 
distribution system as well as de- 
creased oil efficiency 

At other places on the machine and 
also on the purification equipment, 
Bristol Instruments give equally 
In one place, it 
may be a thermometer. 


valuable service. 
At another 
place, a pressure gauge, sometimes, 


Recta n- 
gular Form 
Bristol’s Re- 
cording Pres- 
sure Gauge. 
Case is of 
dust- and 
moisture-proof 
construction. 





an indicating instrument. Again, a 
recording instrument 

But whatever kind or type, it has 
certain characteristics of all Bristol 
Instruments. Always registering 


accurately, its reliability continues 


It is simple and rugged 
in construction. It is dust, mois- 
ture and fume proof. It will stand 
up under the stiffest operating con- 


for years. 


ditions. 


Engineering Service Without 
Obligations 


have made 
these high quality instruments. We ° 
have adapted them for hundreds of 
applications that increase plant effi- 
ciency. You get the benefit of this 
experience by asking Bristol’s Sales 


For forty years, we 


Engineers to make a survey of the 
instrument your 
plant. There is no obligation. Write 


possibilities in 


today. 








TRADE MARK 


BRISTOLS 


REO.U.6.PAT. OFFICE 


The Most Extensive Line of Re- 
cording Instruments and Auto- 
matic Control Equipment ’ 


Pressure Gauges for both per- 
manent mounting and portable 
test work; Vacuum Gauges, 
Liquid Level Gauges, Thermom- 
eters, Pyrometers, Psychrome- 
ters, Voltmeters, Ammeters, 
Wattmeters, Electrical Opera- 
tion Recorders, Mechanical Mo- 
tion Recorders, Tachometers 
etc. Also Automatic Control 
Equipment and Controller 
Valves for controlling tempera- 
ture, pressure, liquid flow, liquid 
levels, etc., etc. 











Lhe BRISTOL Company 


Waterbury, Conn. 


BRANCH OFFICES. 


Boston Pittsburgh St. Louis 
New York Detroit Akron 
Philadelphia Chicago Denver 


Birmingham 


San Frencisco 




















































FULTON 


BACK 
PRESSURE 
REGULATORS 


are made to stop the flow of gas in a pipe line 
when the pressure falls to a point lower than is 
considered advisable. 


Like all Chaplin-Fulton equipment they can 
be dependea upon for accurate and reliable 
service. Forty-five years of successful experi- 
ence in the manufacture of gas and steam regu- 
lators make us confident we can serve you to 
advantage. 


Write for catalogue. 






OUTLET 





The Chaplin-Fulton Mfg. Co. 


28-40 Penn Ave. Pittsburgh, Pa. 
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TRADE CATALOGS 


(Continued from page 90) 


HANDBOOK OF CAST IRON PIPE (DIS- 
TRIBUTED TO GAS OFFICIALS AND 
ENGINEERS ONLY) 

Cast Iron Pipe Research 
Assn. 

HANDBOOK OF CAST IRON PIPE FOR 
GAS SERVICE 
United States Cast Iron 
Pipe & Foundry Co. 148 

HANDBOOK OF DE LAVAUD CENTRIF- 
UGALLY CAST IRON PIPE 

United States Cast Iron 
Pipe and Foundry Co. 146 
JOINTS ON DE LAVAUD CAST IRON 
PIPE FOR GAS SERVICE 
United States Cast Iron 
Pipe and Foundry Co. 147 
MECHANICAL TUBING 
Pittsburgh Steel Products 
Co. 286 


NAYLOR SPIRAL-WELD TONCAN IRON 
PIPE 
Naylor Pipe Co. 177 
PIPE COUPLINGS 
Victaulic Co. of Amer. 14 
STEEL PIPE COUPLINGS 
S. R. Dresser Mfg. Co. 41 


STORY OF PITTSBURGH SEAMLESS 
Pittsburgh Steel Products 
Co. 285 
STREET DEPARTMENT SUPPLIES 
Safety Gas Main Stopper 


Coa. 
MONEL WET TYPE METERS 
Superior Meter Co. 223 


PIPE (Coatings, Couplings, Joints, 
Welding Equipment) 
EMCO DEMAND METER 
Pittsburgh Equitable Meter 
Co. 268 
EMCO LARGE CAPACITY POSITIVE GAS 
METERS 
Pittsburgh Equitable Meter 
Co. 266 
EMCO NO. 5 LARGE CAPACITY PRESSED 
STEEL GAS METER 
Pittsburgh Equitable Meter 
0. 267 
FIELD DIRECTIONS FOR APPLYING 
BITUMASTIC ENAMEL 
Wailes Dove-Hernuston 
Corpn. 201 
HIGH TEST WELDING ROD 
The Linde Air Products 
Co. 82 


LONG PIPE LINES WITH OXWELDED 
JOINTS : 
The Linde Air Products 
Co. 


MILE AFTER MILE 


Wailes Dove-Hermistom 

Corpn. 200 
OXWELD 

The Linde Air Products 

Co. 83 


OXY-ACETYLENE TIPS 
The Linde Air Products 
Co. 80 
PROTECTION FOR SERVICES AND 
OTHER SMALL DIAMETER PIPE 
Wailes Dove-Hermiston 
Corpn. 199 


METERS 


APPARATUS BULLETINS 

American Meter Co. 119 
CAST IRON GAS METERS 

Sprague Meter Co. 284 
EMCO STANDARD DOMESTIC AND CURB 

BOX METERS 
Pittsburgh Equitable Meter 
Co. 265 


EMCO TIN METER _ 
Pittsburgh Equitable Meter 
Co. 2 
IRONCLAD CAST IRON DRY GAS METER 
Pittsburgh Equitable Meter 
Co. 264 
DREADNAUGHT TYPE METERS 
Sprague Meter Co. 227 
GAS METERS AND APPARATUS 
Lambert Meter Co., Inc. 173 


INSTRUCTIONS FOR THE PROVING 
AND TESTING OF METERS 
American Meter Co. 120 
METER CATALOG 
American Meter Co. 121 
METERS AND DIAPHRAGMS 
Superior Meter Co. 224 
RECORDING DEMAND FLOWMETER 
Lambert Meter Co. 172 


AUTOMATIC CONTROLS 


AUTOMATIC CONTROLS FOR’ GAS 
BURNERS IN 1929 
Time-O-Stat Controls Com- 
pany 44 


Gas Appliances 


INCINERATION 
SALESMEN’S CATALOG SHEET 


Kernit Incinerator Co. 150 
SAID ONE NEIGHBOR TO ANOTHER 

Kernit Incinerator Co. 151 
MODERN DISPOSAL OF WASTE 

Kernit Incinerator Co. 152 


ARCHITECTS AND BUILDERS FOLDER 
Kernit Incinerator Co. 


INDUSTRIAL EQUIPMENT 

AUTOMATIC BOILER FEED SYSTEMS 
P. M. Lattner Mfg. Co. 287 

GAS FIRED HIGH PRESSURE BOILERS 


P. M. Lattner Mfg. Co. 286 
PROFITABLE BAKING 


Bruce McDonald Co. 39 
THE RED DEVIL OVEN 
Bruce McDonald Co. 38 


HOUSE HEATING 


ARCHITECT'S CATALOG 
American Gas Products 
Corpn. 246 
BOILER TRADE CATALOG 
American Gas Products 
Corpn. 245 
BOILER CONSUMER CATALOG 
American Gas Products 
Corpn. 244 
EFFICIENT HOUSE HEATING WITH 


GAS 
Pittsburgh Water Heater 
Co. 


HEAT WITH GAS ; 
Franklin Gas Appliance Co. 4 
HOMESTEAD FIRES 
The Homestead Heater Co. 19 
IDEAL GAS BOILER HANDBOOK 
American Gas Products 
Corpn. 243 
HOUSE-HEATING SYSTEMS 
The Cleveland Heater Co. 184 
REX HOUSE-HEATING UNITS 
The Cleveland Heater Co. 187 


(Continued on page 94) 


LAUNDRY EQUIPMENT 
LAMNECK SERVICE BOOK 

The W*. E. Lamneck Co. 65 
MAKES WASHDAY EASIER 

The W. E. Lamneck Co. 64 


THE WASH DAY IN JUNE 
The W. E. Lamneck Co. 63 


RANGES 
THE CAREFREE HOSTESS 

American Stove Co. 252 
SUNDAY DINNER 

American Stove Co. 251 
THE SECRET OF HAPPY HOMES 

American Stove Co. 250 
GAS RANGES 

American Stove Co. 253 
ADVERTISING MANUAL 

George D. Roper Co. 48 
IDEAL HOUR COOK BOOK 

Chambers Mfg. Co. 194 


MERCHANDISING GAS APPLIANCES TO 
THE HOUSEWIFE 


Geo. D. Roper Corpn. 49 
MONTHLY BULLETIN 
Chambers Mfg. Co. 195 


ONE THING IS SURE--THE RANGE 
THAT COOKS FOOD BEST, MAKES THE 
MOST FRIENDS 


Chambers Mfg. Co. 19% 
RANGE CATALOG 
Chambers Mfg. Co. 196 
RANGE CATALOG 
eo. D. Roper Corpn. 51 


RANGE CATALOG 
New Process Stove Co. 269 
RANGE CATALOG 


Dangler Stove Co. 262 
ROPER GAS RANGES—APPLIANCES 

Geo. D. Roper Corpn. 288 
SALESMAN’S MANUAL 

Geo. D. Roper Corpn. 50 
SECRETS OF MODERN COOKERY 

Chambers Mfg. Co. 1s? 
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Get Your Ww Me 
Aof this 4 
‘\Book 


Pages 


of information on 
interesting new flow 
metering develop- 
ments and applica- 
tions. 


Write for 
THE BROWN INSTRUMENT CO. 


ys 
4473 Wayne Avenue, _ Philadelphia, Pa. free Copy NOw! 


Branches in 20 principal cities. 


Brown Electric Flow Meter 


on the Inductance Bridge Principle 


“To measure is te economize” 



















































What You Can Expect 
From the LAMNECK 
LAUNDRY DRYER 


AST year the Eastern Service Company of Bos- 
ton conducted a representative washday test 
in a family of four over a period of six washdays. 
Appliances used: 
Gas heated washer, Lamneck Dryer, 48° ironer and 
a 32 gallon water heater. 
Results of this test, as printed in the 1928 Domes- 
tic Laundry Equipment Commitee Report showed 
the following consumption of gas per washday: 


Water heater ............ 108 cu. ft. 
Lamneck Dryer ........... 308 cu. ft. 
ES 5 lyse wate bas 8 eu. ft. 


Weekly Washday Consumption 424 cu. ft. 


On that basis, figuring 1 washday per week per 
year—52 X 424 = 22,048 cu. ft. average annual 
consumption per family from washday alone! 

If you hope to increase—or even hold your present 
volume of domestic gas consumption—you must 
keep the washing at home. The Lamneck Laundry 
Dryer does just that and merits a prominent place 
in your merchandising efforts from now on! 


The W.E. Lamneck Company 


444 Dublin Avenue 
COLUMBUS, OHIO 
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TRADE CATALOGS 


(Continued from page 92) 


PAINT 
REX AUTOMATIC 
HEATERS 


STORAGE WATER 


The Cleveland Heater Co. 186 
REX DUAL BURNERS 
The Cleveland Heater Co. 180 


REX PARTNERSHIP PLAN FOR GAS 

COMPANIES 

The Cleveland Heater Co. 189 

RIVAL AUTOMATIC WATER HEATERS 
Cleveland Heater Co. 185 

SPEE-DEE BOILERS 


The Cleveland Heater Co. 179 

| WARM FRIENDS (RADIANT GAS 
HEATERS) 

Welsbach Co. 71 


WATER HEATERS 
nee Water Heater 
257 


sons ‘stoana YEAR ROUND BUSINESS 
Humphrey Co. 7 
GAS WATER HEATERS 
Humphrey Co. 6 
ASPHALTUM BASE PAINTS 


Cheesman-Elliot Co., Inc. 31 
CE-CO-PAINTS FOR PUBLIC SERVICE 
PLANTS 
Cheeseman-Elliot Co., Inc. 34 
COLOR HARMONEY 
Cheesman-Elliot Co., Inc. 26 
EXTERIOR BUILDING PAINTS 
Cheesman-Elliot Co., Inc. 30 
| HEAT RESISTING PAINTS 
Cheesman-Elliot Co., Inc. 32 
LOW VISIBILITY—(PAINT) 
Cheesman-Elliot Co., Inc. 27 
METAL PRESERVATIVE PAINTS 
Cheesman-Elliot Co., Inc. 29 
PAINTS FOR RESISTING STAINS AND 
DAMPNESS 
Cheesman-Elliot Co., Inc. 28 
TPCHNICAL PAINTS 
Cheeseman-Elliott Co., Inc. 33 


OFFICE EQUIPMENT 


AGE OF STEEL IN BUSINESS AFFAIRS 
Remington Rand Business 
Service, Inc. 112 

AIDS TO THE ECONOMICAL CONDUCT 

OF BUSINESS 
Remington Rand Business 
Service, Inc. 

ANALYSIS AND INDEXING SERVICE 
Remington Rand Business 
Service, Inc. 

BAKER VAWTER-KALAMAZOO 

LEAF EQUIPMENT 
Remington Rand Business 
Service, luc. 


LOOSE- 


YouR 


THE DOOR THAT GUARDS 
RECORDS 
Remington Rand Business 
Service, Inc. 


FOR ALL THE WRITING YOU REQUIRE 
ON A TYPEWRITER 
Remington Rand Business 
Service, Inc. 105 
IS FLOOR SPACE AT A PREMIUM IN 
YOUR OFFICE? 
Remington Rand Business 
Service, Inc. 

KARDEX VISIBLE RECORD EQUIPMENT 
Remington Rand Business 
Service. Inc. 

MACHINE BILLING OF 

ACCOUNTS 
Remington Rand Business 
Service, Inc. 


102 


113 
CUSTOMERS 


91 
A MODIFIED SYSTEM OF LEDGERLESS 
BOOK-KEEPING 
Remington Rand Business 
Service, Inc. 
NEW BILLING METHOD REDUCES 
OPERATORS AND SPEEDS WORK 
Remington Rand Business 
Service, Inc. 92 
NO BUILDING IS IMMUNE 
Remington Rand Business 


Service, Inc. 100 
NOISE—IT’S ON YOUR OFFICE PAY- 
ROLL 


Remington Rand Business 
Service. Inc. 


| Company 
Address 





Eptror, AMERICAN Gas JourNAL, 53 Park PLace, 


Please send (at no expense to me) the following booklets. 
(Insert numbers from list) 


HE PUBLIC UTILITY OFFICE AND 
THE PUBLIC 
Remington Rand Business 
Service, Inc. 
THE PUBLIC UTILITY OFFICE AND 
THE GENERAL MANAGER 
Remington Rand Business 
Service, Inc. 

PURCHASING DEPARTMENT PROCEDURE 
Remington Rand Business 
Service, Inc. 117 

REMINGTON RAND SECTIONAL STEEL 

SHELVING 
Remington Rand Business 
Service, Inc. 

REMTICO TYPEWRITER SUPPLIES 
Remington Rand Business 
Service, Inc. 

RUSSELL-SOU N DEX 
Remington Rand Business 
Service, Inc. 

SAFE-CABINET RECORD PROTECTION 
Remington Rand Business 
Service, Inc. 101 

THE SAFE-FILE 
Remington Rand Business 
Service, inc. 98 

STOCK CONTROL 
Remington Rand Business 
Service, Inc. 

3'4 MILES OF CARDS IN 20 SQ. FT. OF 

SPACE 
Remington Rand Business 
Service, Inc. 


106 


TO READ THE METER AND MORE 
Remington Rand Business 
Service, Inc. 96 

A TYPEWKITER BUYER’S PRESCRIP- 

TION 
kemington Rand Business 
Service, Inc. 104 


VERTICAL FILING ’ 
Remington Rand Business 


- Service, Inc. 109 
WHATS PUBLIC ABOUT PUBLIC 
UTILITIES 
Remington Rand Business 
Service, Inc. 97 
WHAT YOU CAN DO IN FIFTEEN 
SECONDS 


Remington Rand Business 
Service, Inc. 
WHY DOES THE TYPEWRITER HAVE 
ONLY TEN NUMERALS? 
Remington Rand Business 
Service. Inc. 


MISCELLANEOUS 


ALCO CARBIDE GAS BURNERS FIX- 
TURES AND LIGHTING ACCESSORIES 


American Lava Corpn. 36 
THE WAY UP AND WHY THEY GOT 
THERE 
The Craig Ridgway & 
Son Company 5 


REFRIGERATION 
LOW PRESSURE REFRIGERATION 


Welsbach Co. 70 
SECRET OF SILENCE IN REFRIGERA- 
TION 
Servel Sales, Inc. 301 
WATER HEATING 
ADEQUATE HOT WATER CO 
Pittsburgh Water Heater 
Co. 265 
BOOK OF REFERENCE FOR DEALERS 
AND ARCHITECTS 
Humphrey Co. 274 
CONSTANT HOT WATER 
Welsbach Co. 72 


EFFICIENCY OF WATER HEATERS 


The Cleveland Heater Co. 182 
HEATING HARD WATER 
The Cleveland Heater Co. 183 
KOMPAK BOOK 
Kompact Co. 263 


LARGE HOT WATER SUPPLY SYSTEMS 
The Cleveland Heater Co. 181 

NEVER FAILING HOT WATER 
Pittsburgh Water Heater 
Co. 25 


NEWSPAPER CAMPAIGN FOR TANK 
HEATERS 
The Cleveland Heater Co. 188 
New York 
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For Less than it Costs you 
to make one call to correct 
Ice Box or Water Heater 
Pressure troubles you can 
make a permanent cure 
by installing a 


SPRAGUE No. “O” 








Weight under two pounds 
14” inlet and outlet 
Dead weight 






Set for 3 inches unless ordered otherwise 


Request a Sample Today 





THE SPRAGUE METER CO. 
Bridgeport, Conn. 





















LOW PRESSURE REGULATOR | 
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Are you still paying for valves 
that couldn't stand the gaff ? 





With production costs what they are today, even the largest opera- 


tors can ill-afford a valve whose qualities have not been proven in 
the field. 


Darling Gate Valves cover all the points required for a perfect 
valve regardless of the severity of service. They open and close 
readily. They last for years—and seldom need repairing or replac- 
ing. Repairs, if any, can be made on the spot. 


Why? Self-aligning, self-cleaning discs. No pockets or ribs to col- 


lect sand and scale. Simple and compact — will not jam or disas- 
semble. 


“How” and “Why” Darlings have this reputation is shown in a 
catalog we will gladly mail you on request. 


DARLING VALVE & MFG. COMPANY 
Williamsport, Penna. 


New York Chicago Oklahoma City Houston 


Dar.LING 


GATE VALVES 
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When It Is Coated With 


CE-CO TECHNICAL PAINT 
It Is Really Protected 


Unprotected metal surfaces are an indirect 
cause of high overhead and expensive gas 
plant upkeep. The replacement bill for un- 
cared-for and destroyed metal surfaces reaches 
an appreciable sum which eats into profits. 


CE-CO Metal Preservative Paints will pro- 
long the life of holders, tanks, piping and 
other metallic structures, and through the 
longer service and better protection that CE- 
CO Paints render, the cost of upkeep and re- 
placements is lessened. 


The old reliable No. 31 “Williamsport Red” 
Gas Holder Paint has never been outdone in 
durability, during its over half a century of 
existence. It is one of the best protectors 


against corrosion. Sulphur gases and dilute 
acid and alkaline fumes do not affect it. 


Other CE-CO Gas Holder Paints are made in 
a number of practical, inconspicuous shades— 
Low Visibility Gray, Public Service Gray, 
Public Service Drab, Stainless Drab and Beige, 
etc. With this range of colors your holders 
can present a lasting good appearance, be- 
sides receiving the ultimate in protection from 
corrosive influences. 


An experience of over half a century formu- 
lating protective paints especially designed for 
the preservation of metallic structures around 
the gas plant, has given us the necessary years 
to prove that CE-CO Technical Paints really 
do all we claim for them. 


Send for color chart and special literature peitaining to paints 
for gas holders and other structures. 


CHEESMAN-ELLIOT COMPANY, Inc. 


Established 1876 
TECHNICAL PAINT MAKERS 


639-647 Kent Avenue 


Works at Brooklyn, N. 


- Brooklyn, N. Y. 


’ and Williamsport, Pa 
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TYPE “C” BAGS g 


ANVAS-covered, for use in mains coated with FOLD it and 
tar or oil or wherever a plain rubber bag will WRAP it and 
not hold. The cover is treated to resist the action DROP it in PLACE 
of tar and oil, and this bag IS USED IN OIL 
LINES while welding is being done. Meets many 


conditions. 


Carried in stock 2” to 48”. Size 12” and larger 
furnished with valves. Valves on smaller sizes, IF 
SPECIFIED, on order. OUR PUMP WILL 

BREAK THE CORD 


SAFETY GAS MAIN STOPPER CO. 


523 ATLANTIC AVENUE, BROOKLYN, N. Y. 


Cc. B. BABCOCK CO. Cable Address THE EASTERN SERVICE CoO. 
San Francisco, Cal. Gastopper, N. Y. Boston, Mass. 












































BAROMETERS 


PHILADELPHIA, THE WORKSHOP OF THE WORLD 
has 14,000 Manufacturing Establishments of which 
many have World-Wide Reputations. 


“PRINCO” STANDARD FORTIN 
MERCURIAL BAROMETERS 


are in World-Wide use because they, 
too, have a “World-Wide Reputation” 


THEY ARE GOOD BAROMETERS 
THEY ARE REASONABLE IN PRICE! 


For more than a decade they have been made in such manner that they can 
be shipped safely and successfully wherever there is a common carrier. This 
has been recognized as an achievement in Barometry. 


PRECISION THERMOMETER & INSTRUMENT COMPANY 


1439 BRANDYWINE STREET - - - - - PHILADELPHIA, PA. 
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HERE’S 


ERE is a trencher, of original and indi- 
vidual design, manufactured to meet a 
special need and specific conditions. The 
Cleveland Baby Digger is made to measure for 
Gas Trench Digging. 


In fact, Gas Companies now using this trencher 
find that it is able to dig practically all of their 
work, the average cost being less than 25% of 
the former cost of digging by hand. 


The Baby Digger is extremely compact, being 
but 58” in extreme width, thus enabling it to 
slip easily around or between poles, trees and 
other obstructions. 


There’s abundant power for the toughest job 
in the. hardest soil; there’s 
plenty of huskiness and 
strength to withstand the con- 
stant shocks and strains of dig- 
ging, and to guarantee steady, 
uninterrupted operation over a 
long period of years. 


TRUE VALUE AND ECONOMY—WORTH INVESTIGATING—WRITE 





TO DIG YOUR TRENCH 


There’s mobility, which you must have to get 
the most out of your trencher. In five minutes 
you can load the Baby Digger on its own 
trailer and move it safely from place to place 
at truck speed. 


There are many other features, such as speed 
of digging, flexibility, operator’s visibility of 
work, single lever controls, one man operation 
and wheel-type digging mechanism, that make 
the Baby Digger the ideal method of digging 


gas trench. 


Built into the Baby Digger are the materials, 
craftsmanship and ideas that make it the finest 
trencher that money can buy, assuring you 
quality that saves, and serves and satisfies. 


THE CLEVELAND 
TRENCHER COMPANY 


“Pioneers of the Small Trencher” 
20100 St. Clair Ave. Cleveland, Ohio 


TODAY FOR 
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COOLING GAS 
AFTER 
COMPRESSION 


Reduces drip pumpage. Eliminates leak- 
age from pipe expansion and contraction 
by stabilizing the temperature of the pipe. 
We build coolers to reduce gas tempera- 
tures to as close as within 5 degrees of the 
cold water temperature and with small 
cooling water requirements. 


ANDALE COMPANY 
1600 ARCH STREET 
PHILADELPHIA 








HTT UI CATT ~ 


The Standard Bituminous 
Coal for Water and Coal 


Gas Manufacture 


This is one of the Bituminous Coals men- 
tioned as used successfully in the manufac- 
ture of Water Gas at the A. G. A. Produc- 
tion Conference, Baltimore, May 1929. 








= 
= 
= 


Amherst-Logan County Coal Corporation 


Kanawha Valley Building, 
Charleston, W. Va. 


“GAS COAL= 


S= te 











For Purifying 
Gas at Least 
Cost 


Excels in Endur- 
ance, Activity 
and Revivability 


Let us Solve Your 


Purifying 
Problems 
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Something To Think About 


A Screwdriver and a pair of Pliers are 

the only tools required to make com- 

plete repairs to a GROBLE SERVICE 

oe while in the Service 
ine. 


GROBLE GAS REGULATOR COMPANY 


Office and Factory—Anderson, Indiana 
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TARTING in Louisiana, this 208-mile 18-inch gas line reached 

Memphis in 92 days. Laying the:line involved the crossing of 
cotton fields, gumbo, swamps, the Mississippi and four other rivers; 
nine railroads; canals, ditches and bayous—about the full range of 
experiences that would likely be encountered in laying a pipe line 
anywhere. 

While much credit belongs to the skill of workmen and the wise 
supervision of the job, still a share may go to an ever-ready and 
adaptable pipe whose characteristics—more particularly strength, 
ductility and well-finished ends, meant much in the general success 
of laying the line. 

There is much satisfaction in knowing that when difficult installa- 
tion problems are encountered which place extra strain on the pipe, 
such as, crossing rivers and deep ravines, that the pipe can be count- 
ed upon to meet these special conditions in a thoroughly satisfactory 
manner. The extensive use of NATIONAL for lines involving unus- 
ual engineering problems is substantial evidence of the reliability of 
this pipe for special and difficult conditions—one of the reasons why 
NATIONAL is 

AMERICA’S STANDARD PIPE FOR GAS LINES 


NATIONAL TUBE COMPANY - Pittsburgh, Pa. 
Subsidiary of United States Steel Corporation 
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Engineers and 
Contractors for 
Complete 
Gas Works 


NEWARK 


ISBELL-PORTER COMPANY 


A 


Manufacturers 


of All Kinds 


of Gas 


Apparatus 
NEW JERSEY 














“THE EFFIC 


The Sponge 
with the large 
Tough Shavings 
Always Uniform 








NEW YORK 


LAVING OXIDE 
LAVING SPONGE 


E. J. LAVINO and COMPANY - BULLITT BLDG. 
CHICAGO 


Intensely Active. 
High Total Sulphur 
Absorption at 
Minimum Cost. 


IENT PURIFIER” 


- PHILADELPHIA, PA. 
PITTSBURGH 








The Quigley Gun 


Speeds Refractory Repairs 
and Construction 








The Quigley Refractory Gun 
shoots plastic refrac- 
tory mixtures with great 
velocity af any 
place in wall, arch 
or baffle of fur- 
nace. It makes 
the material stick 
where hand troweled or ram- 
med-in applications might fail to 
hold, 

Gas Plants use the Quigley Gun 
to: Fill cracks or holes, Restore 
burned out walls, Resurface new 
or old walls, Repair leaky baffles, 
ae aes baffles, etc. Booklet 
RG; 


-HYTEMPITE 


“The Standard for Comparison in High 
Temperature Cements” 


Universally used for laying up firebrick in ali 











t turnaces 





boiler settings, arches, etc. (and when mixed with « rushea old 
firebrick or Ganisand) for monolithic cons ruction, | nities. panehen, 
repairs, special shapes and tile, et booklet H10‘ 
QUIGLEY s2:! COM PANY, 
SPECIALTIES 
56 West 45th Street New York 


REFRACTORY MATERIALS FOR FURNACE oe ON AND MAINTENANCE 
ACID PROOF CEMEN CID AND ALKAL! PROOF COATINGS 


Stock and Service through Agents in Every Industrial Center 











HHOUNT 

| PIVOTED 
BUCKET 

CONVEYOR 








The peculiar system of driving by pawls, of 
which the Hunt is the only type existent, re- 
lieves the wheel of all stress. The Hunt con- 
veyor can assume twists impossible with a 
sprocket driven machine. 


WE DESIGN AND BUILD: 


Industrial Railways, Automatic Railways, Cable 
Railways, Cars, Tracks, Switches, Motor Cars, 


Scales, Conveyors, Skip ‘Hoists, Electric Vibrating 
Screens, Cut-off Valves, or Gates, Weighing and 
“Stevedore” 


Measuring Devices, Coal Crackers, 


Transmission Rope. 


C.W.HUNT CO. Inc. 


WEST NEW BRIGHTON, 
STATEN ISLAND, N. Y. 


Chicago - Montreal - Boston 
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The illustration below 
shows the testing of a 
section of cast iron pipe 
for tensile strength. The 
metal in modern cast 
iron pipe must show a 
tensile strength of 
20,000 Ibs. per square 
inch. 





The ‘‘Q-check’’ symbol shown above has been adopted as the trade 
mark of The Cast Iron Pipe Research Association. Insist on this 
“*Q-check’’ mark when specifying cast iron pipe for gas, water, sewer 
or industrial service. For complete information write to The Cast 
Iron Pipe Research Association, Thomas F. Wolfe, Research 
Engineer, Peoples Gas Building, Chicago. 


CAST IRON PIPE 
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NE of the important industrial achievements of the 
past two decades has been the progress of the cast 
iron pressure pipe industry. Today, uncertain “rules of 
thumb” have been superseded by laws of metallurgical 
science. Today, the age-defying quality and uniformity 
of every length of cast iron pipe is tested and checked 
with scientific certainty. Small wonder that modern cast 
iron pipe is recognized as longest-lived and most eco- 
nomical for water and gas mains. 
y P a 
The Cast Iron Pipe Researeh Association is a service organization of 
leading pipe founders, formed»to. promote tije scientific improvement and 
proper use of Cast Iron Pipe. Pipe: bearing the Association ‘‘ Q-check’’ 
mark may be obtained from the following: American Cast Iron Pipe Co., 
Birmingham, Ala.; James B. Clow & Sons, 219 N. Talman Ave. , Chicago, 
Ill.; Donaldson Iron Company, Emaus, Pa.; Glamorgan Pipe and Foun- 
dry Co., Lynchburg, Va.; Lynchburg Foundry Company, Lynchburg, 
Va.; National CastIron Pipe Company, Birmingham, Ala.; United States 
Pipe & Foundry Company, Burlington, N. J.; Warren Foundry and Pipe 
Company, 11 Broadway, New York City. 
Copyright 1929, by C. 1. P. R. Ass’n. 
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We can furnish Valves for work- 
ing pressures up to 1200 lbs. 
per sq. in. 

Send for Circular 5 


The lL,.U DLOW 


VALVE MANUFACTURING COMPANY 


———— “ccc 8 = = ee ee a a a a a a a a a a 


TROY, N. Y. 

New York Boston Philadelphia 
81 Fulton St. Tremont Bidg. Harrison Building 
Chicago Pittsburgh Kansas City 
The Rookery Oliver Bldg. R. A. Long Bidg. 
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RITER-CONLEY CoO. 


STEEL CONSTRUCTION 
PITTSBURGH 


STEEL PLATEWORK 
FOR 
THE GAS INDUSTRY 


Gas Holders 
Pressure Tanks 
Steel Pipe 
Steel Barges 
Oil Tanks 


Purifiers 


BRANCH OFFICES 


New York — Boston — Baltimore 
Chicago — Philadelphia — Detroit 
Cleveland — Cincinnati — Seattle 


San Francisco — Los Angeles 























LEADING 
GAS COMPANIES 
USE 
LAMBERT METERS 


Meters 
Diaphragms 
Repairs 
Provers 
Pumps 
Calorimeters 
Wet Meters 
Gauges 
Apparatus 


All sizes 
up to 
3,400 cu. ft. 


capacity 





LAMBERT METER CO. 


BUSH TERM. BLDG. 4, BROOKLYN, N. Y. 























Byllesby Engineering and 


Management Corporation 





CHICAGO NEW YORK 


Pittsburgh San Francisco 
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From Ore to Fin- . 
ished Pipe or Tube ‘a 
—Pittsburgh Seam- 


less is the product 
of one Company’s 
Resources and 


Skill. ... 




















Casing 
Oil Well Tubing 
Drill Pipe 
Line Pipe 
Sizess 4” to 14” O.D., Lengths up to 


45 feet, depending on Size and Wall 
Thickness. 
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TUBE ROUNDS 
are “‘made’’ 
in the FURNACE 


The most modern of blast furnaces and open-hearth 
furnaces with which our plant is equipped play an 
important part in the manufacture of Pittsburgh 
Seamless, yet these alone cannot assure the perfect 
tube round. 


But, with more than a quarter century of “knowing 
how,” combined with selected materials and im- 
proved modern equipment—we cast the ingot from 
which Pittsburgh Seamless draws its quality—with 
perfect assurance that the result will fully measure up 
to the standard established for “Pittsburgh” products. 


Pittsburgh Steel Products Co. 


tvisio 








Pittsburgh New York Chicago Detroit St. Louis Houston Tutss 











— | 
Pillsburgh Seamless) 
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Buyers’ Reference Index 


See page 117 for advertisements of these products 








A B. C. SELF CLINKERING 
GRATES 
Western Gas 

Company. 


Construction 


ACCUMULATORS—STEAM 
Yhe Gas Machinery Co. 
Kuth’s Steam Accumulator Co. 


A. O. Smith Corp. 
Smoot E ngineering Corp. 
he Western Gas Construction 
Company. 
United ISngineers & Constructors, 
Inc. 
ACETYLENE 


The Prest-O-Lite Co., Inc. 


Oxweld Acetylene Co. 


ACETYLENE EQUIPMENT 
American Lava Corp. 


ACCOUNTING MACHINES 
Remington Rand, Inc. 


AMMONIA CONCENTRATORS 
Bartlett Hayward Co. 
Cruse-Kemper Co. 

The Gas Machinery Co. 

Isbell-Porter Company. 

Semet-Solvay Engineering Corp 

The Stacey Mig. Co. 

ohn S. Unger. 
he Western 
Company. 


AMMONIA CONCENTRATED 
UOR PLANTS 
The Gas Machinery Co. 
Semet-Solvay Engineering Corp 


AMMONIA PIPE 
National Tube Company. 
AMMONIA RECOVERY APPA- 
RATUS 


Gas Construction 


The Koppers Construction Co 

Semet-Solvay Engineerimg Corp. 

The Western Gas Construction 
Company. 


AMMONIA STILLS 
Bartlett-Hayward Co. 
Cruse-Kemper Co 
The Gas Machinery Co. 
Isbell-Porter Company. 

he Koppers Construction Co. 
Semet-Solvay E ngineering Corp. 
The Stacey Mfg. 

ohn S. Unger. 

he Western Gas 
Company. 


AMMONIA TEST 
American Meter 


Constructien 


Co. 


APPRAISALS & INVENTORIES 
Stacey Bros. Gas Construction Co. 
United Engineers & Constructors, 


Inc. 
APPARATUS 
Laboratory Experimental 
American Meter Co. 
Service 
American Meter Co. 


ASH STORAGE BINS 
C. W. Hunt Co., Ine. 
_Semet-Solvay Engineering Corp. 
Riter-Conley Co. 

The Stacey Mfg. Co. 


AUDITS 
vanes Engineers & Constructors, 
ne. 


AUTOMATIC CONTROLS FOR 
WATER GAS APP 
The Brown Instrument Co. 
United Engineers & Constructors, 
ne. 
AUTOMATIC RAILWAYS 
C. W. Hunt Co., Inc. 


BACK PRESSURE VALVES 
Connelly Iron Sponge & Gover 
nor Co. 


BACKRUN GAS EQUIPMENT 


Semet-Solvay Engineering Corp 


BAGS 

Safety Gas Main Stopper “Co. 
BAROMETERS 

Connelly lron Spenge & Gover 


nor Cu 


Cousvlidated Ashcroft Hancock 
Co., luc 
Precision Thermometer & Instru- 
ment Company. 
Twior Instrument Companiec 
BENCHES 


Improved Equipment-Russell En- 
gineering Corp. 

Isbell-Porter Company. 

The Gas Machinery Co. 

The Stacey Mig. Co. 

United Engineers & Constructors, 
nc 

The Western Gas Construction 
Company. 

BENZOL 
Bartlett-Hayward Co. 
Indugas, Inc. 

The Koppers Construction Co. 
BENZOL RECOVERY PLANTS 
Semet-Solvay Engineering Corp. 

BLOWERS 
Connersville Blower Co 
Gas Engineering Co. 


. The. 


The Gas Machinery Co. 

Pittsburgh Equitable Meter Co 

The P. H. & F. M. Roots Com- 
pany. 

United Engineers & Constructors, 
Inc. 

The Western Gas Construction 


Company. 
BLUE GAS PLANT 
Bartlett-Hayward Ca, 
Indugas, Inc. 
Gas Engineering Co. 
Semet-Solvay Engineering Corp. 
The Stacey Mfg. Co. 
United Engineers & 
Ine. 

The Western 
Company 
BOILERS (GAS FIRED) 

P. M Lattner Mig. Co. 

BOILERS—WASTE HEAT 

Bartlett-Hayward Co 

Combustion Engineering 

Improved Equi _—e Russell 
gineering C« 

Isbell- Porter Caneaie. 

United Engineers & Constructors 
Inc. 

West Gas Improvement Co. 

The Western Gas Construction 
Company. 


BOOKKEEPING MACHINES 


Constructors, 


Gas Construction 


Corpn. 
En 


Remington Rand, Inc. 
BOOSTERS 
Connelly lron Sponge & Governor 
Co 
Connersville Blower C The 
BRICK 


Fire and Checker 
Botfield Refractories Co 
The Gas Machinery Co. 
General Refractories Co. 
Improved Equipment Co.-Russel! 
Eng. Coro. 
United Engineers & Constructors 
Inc 
United States 
Silica 
The Gas Machinery 
Imp: oved Equipment-Russell 
gineering Corp. 
F. J. Lavino & Company. 
United States Refractories Corp. 
BRUSHES, PIPE CLEANING 
Safety Gas Main Stopper Co. 
BL T. U. INDICATORS 
Alpha-Lux Co 
BUILDINGS 
United Engineers & 
tae 
BURNERS (Industrial) 
American Lava Corp. 
The C. M. Kemp Mfg. 
Conversion 
Clevel ow: Gas Burner 
Scameeion House Heating 
Roberts Gas Burner Corp. 
Fuel 
Cleve 


Refractories Corp. 


Co. 
En 


Constructors, 


Co. 


o 


& Appli 


a Gas Burner & Appli- 
BY- PRODUCT Sone 


BY. PRODUCT PL ANTS 


3artlett-Havyward Co. 
Ind nana, Inc 
t he Gas Machinery Co. 


International Coa' Carbonization 


Lo 


lhe Koppers Construction Co. 

Semet-Solvay Engineering Corp. 

fue Stacey Mig. Co. 

West Gas Imorovement Co. 
CABLE RAILWAYS 

C. W. Hunt Co., Ine. 

Alpha-Lux Company. 

American Meter Co. 


Consolidated Ashcroft Hancock 
Inc., Co. 
CALORIMETERS 
John J. Griffin & Company. 


CALORIMETER ACCESSORIES 


American Meter Co. 


CARBIDE 

Union Carbide Sales Co. 
CARBONIZATION 

The Gas Machinery Co. 


Low Temperature 
International Coal 
Co, 
CARBURETTED WATER GAS 
lhe Western Gas Construction 
(lo. 


CARBURETTED WATER GAS 
PLANTS 


Carbonization 


Bartlett-Hayward Co. 

The Gas Machinery Co. 

Semet-Solvay Engineering Corp. 
e Stacey Mfg. Co. 


—_ ed Engineers & Constructors, 
Ine. 
CARS 
C. W. Hunt Co.. 
CASINGS, SEAMLESS STEEL 


National Tube Co. 
CAST IRON PIPE 
1 


Be 

Cast Iron 
Spigot 

Cast Iron Pipe Research Ass'n. 

CEMENTS 
Acid-proof 

Rottield Refractories Company. 

General Refractories Co. 

Quigley Furnace Spec. 
Firebrick 

Botfield Refractories Company. 

General Refractories Co. 

Improved Equipment-Russell 
gineering Corp. 

United States Refractories Corp. 
High Temperature 

Alpha-Lux Company. 

Botfield Refractories Company. 

General Refractories Co. 

E. J. Lavino & Co. 

Quigley Furnace Spec. Co., Inc. 
JInited States Refractories Corp. 
Refractory 

Botfield Refractories Company. 

General Refractories Co. 
Improved Equipment-Russell 
gineering Corp. 
1D Lavino & Co. 

United States Refractories Corp. 

CHAMBER OVENS 
United Engineers & Constructors, 


Inc. 
CHARGING MACHINERY 
Bartlett-Hayward Co. 
The Gas Machinery Co. 
Improved Equipment-Russell 
gineering Co 
Isbell- Porter Company. 
Semet-Solvay Engineering Corp. 
The Western Gas Construction 
Company. 
CHUTES 
C. W. Hunt Co., Ine. 
Riter-Conley Comnany 
Robins Conveying Belt Co. 


Semet-Solvay Engineering Corp. 


Pipe Research Ass’‘n. 


Co., Ine. 


En- 


En- 


En- 


The Stacey Mfg. Co. 

CLAMPS (PIPE) 
R. Dresser Mfg. Co. 

CLOCKS & WATCHES, Stop 

American Meter Co. 
COALS 

Boone County Coal Corpn. 

Logan County Coal Corp. 


Westmoreland Coal Co 
es GAS APPARATUS 
ett-Hayward Co. 

indenaie Inc. 

The Gas Machinery Co. 

Improved Equipment- Russell 
gineering Corp. 
Tsbell-Porter Company. 

The Koppers Construction. Cc 

Semet-Solvay Engineering Corp. 

The Stacey Mfg. Co. 

United Engineers & Constructors, 


En- 


ne. 
West Gas Improvement Company. 


‘ 


The Gas 


Company. 
COAL & COKE BINS CASTINGS 


The Koppers Construction Co. 
The Stacey Mfg. Co. 


COAL AND 4 HANDLING 

MACHIN 

Bartlett- - meen Co. 

Dry Quenching Equipment Corp. 

C. W. Hunt Co., Inc. 

Isbell-Porter Company. 

The Koppers Construction Co. 

Semet-Solvay Engineering Corp. 

Say ay Engineers & Constructors 
ne. 


COAL TAR PRODUCTS 


International Combustion, Tar, and 
Chemical Corpn. 

The Koppers Construction Co. 

Semet-Solvay Engineering Corp 


= TUBES 


Western Construction 


. W. Hunt Co., Inc. 
eter 
American Meter Ce. 
Superior Meter Co. 
Service 
American Meter Co 


COKE CRUSHERS 


The Koppers Construction 


COKE QUENCHING 
Dry Quenching Equipment Corp. 
The Koppers Construction Co. 
Semet-Solvay Engineering Corp. 


Co. 


COKE RECLAMATION  SyY8- 
TEMS 
C. W.-Hunt Co., Ine. 


COMPUTERS 
Heating Value 
— Engineers & Constructors, 
nc 


CONDENSERS 
Bartlett-Hayward 
Cruse-Kemper Co. 
Gas Engineering Co. 

The Gas Machinery Co. 
Isbell-Porter Company, 
Semet-Solvay Engineering Corp. 
Co. 


Co, 


The Stacey Mfg. 
The Western Gas _ Constructios 
Company. 
High Duty 
Stacey Bros. Gas Const. Co. 
United Engineers & Constructors 
Inc. 
CONTRACTORS’ TUBS 
C. W. Hunt Co., Inc. 
CONTROLS 
The Bristol Company. 


The Brown Instrument Co. 

Robertshaw ‘Thermostat Co. 

Time-O-Stat Controls Co. 
Combustion 

Smoot Engineering Corp. 
Gas Pressure 

Smoct Engineering Corp. 
Gas Producer 

Smoot Engineering Corp. 
Hot Water Heat System 

The Cleveland Heater Company. 
Water Gas Machine 

Smoot Engineering Corp. 


CONVEYORS 
C. W. Hunt Co., Inc. 
Isbell-Porter Company. 

The Koppers Construction Co. 


COOLERS 
The Gas Machinery Co. 
Semet-Solvay Engineering Corp 
The Western Gas Constructios 
Company. 
ir 
Andale Company. 
Ammonia _ Liquor 


Andale Company. 


as 
Andale Company. 
Oil 

Andale Company. 

COOLING COILS 
The Gas Machinery Co. 
Semet-Solvay Engineering Corp. 
The Western Gas Construction 
Company. 








You Can 
Carry Twice 


The Load When 
It's NAYLOR Pipe 


“AN this job four forty foot lengths of ten inch 
Naylor Pipe make a wagon load. With ordi- 
nary wrought pipe only two lengths could be carried. 
Due to its unique, electric welded spiral lock- 
seam structure, Naylor Pipe is the lightest pressure 
pipe you can buy. It carries the same pressures as 
standard weight wrought pipe, yet weighs only about 
half as much. 
Particularly where going is difficult this weight 
saving means a time saving and a haulage saving. 
Naylor Pipe saves one-third and more in pipe 
laying costs, and then keeps on saving, for Toncan 
Iron has a superior resistance to rust and corrosion 
that makes Naylor Pipe last longer. 














Many miles of Naylor Pipe are now proving wen 
economy in pipe line service, conveying oil, gas 
and water. 


NAYLOR PIPE COMPANY 


Main Office and Plant, 1230 East 92nd Street, Chicago 


Sales Offices: 
New York Philadelphia Detroit 
25 Church Street Witherspoon Building 1500 Cadillac Sa. Bidg 


Tulsa, 507 Philtower Building 
DUCOMMUN CORPORATION 





Los Angeles San Francisco 
Exclusive Distrib 
California Arizona Nevada and Utah 
Montreal, C da: Mechanical Equi it Company, New Birks Building 

















Mo-lyb-den-um 





Toncan Copper Molybdenum Iron 





Standardized Naylor Pipe is made 

in sizes 6” to 12” |. D. and 14” to ' RO Ni SS 
20” ©. D. in any uniform length est and most highly specialized 
desired up to 40’ 0”. Ends made Where corrosion resistance alloy steel prod itp 

to wrought pipe standards for all is not a factor, Naylor Pipe @ superior corrosion resistance, 


types of coupling. can be furnished in steel. making it the favored pipe ma- 
terial. 
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COUPLINGS 
Bartlett-Hayward Co. 
S. R. Dresser Mig. Co. 
National Tube Co. 
Pittsburgh Equitable Meter Co. 
The P. H. & F. M. Roots Com- 


pany. 
Victaulic Co. of Amer. 
Copry tues Shes reLe 
The P. & F. M. Roots Com- 
pany. 
CUBIC FOOT SasTLEs 


S$ r Met 
CULTING APPARATUS & SUP- 
PLIE 


Union Carbide & Carbon Co. 
CRUSHERS 
Riter-Conley Company. 
CUBIC FOOT BOTTLES 
American Meter Co. 
ambert Meter Co. 
DE-EMULSIFIERS 
Semet-Solvay "Gas Con Corp. 
The Western Construction 
Company. 
DEHYDRATORS, GAS 
Andale Company. 
Semet-Solvay Engineering Corp. 
West Gas Improvement Co. 
The Western Gas Construction 
Company. 
DEMONSTRATION METERS 
Lambert Meter Co. 
aiarenaene (Meter) 
lambert Meter Co. 
Superior Meter Co. 
American Mete! 
DISCHARGING "MACHINERY 
Bartlett-Hayward Co. 
Improved Buipment Russell, En 
gineering 
Semet-Solvay iincating Corp. 
DRAFT GAUGES 
Brown Instrument Co., The 
Consolidated Ashcroft Hancock 
Co., Inc. 
Pr oer 
ment Company. 
Taylor Instrument Companies. 
DRYERS (Laundry) 
W. E. Lamneck Co. 
ELECTRIC LOCOMOTIVES 
wd . Hunt Co., Inc, 
ELEVATORS 
ol ant Co, — a 
Crai idgway on Co. 
Conve Belt Co. 
ENGINE INDICATORS 
Consolidated Ashcroft 
.» Inc. 
ENGINEERS 
American Meter Co. 
The Gas Machinery Co 
Combustion 
Bartlett-Hayward Co. 
The C. M. Kemp Mig. Co. 
Smoot Engineering Corp. 
United Engineers & Constructors, 





ter & Instru- 


Hancock 


ne, 
Consulting 
> egg a Co. 
dw. A, Dieterle 
Uased Engineers & Constructors, 


Inc, : 
George H. Waring. 
The Western as 

Company. 

Contracting 
Bartlett-Hayward Co. 
Pong oe ee Co. 

oS Engineering Company. 

= Co., Inc. 
Fabel ‘Porter Company. 
Riter-Conley Company. 


Construction 


Stacey Gros. Gas Const. Co. 
United Engineers & Constructors, 
Inc. 


West Gas Improvement Co. | 
The Western Gas Construction 
Company. 
Distribution 
United Engineers & Constructors, 
Inc. 
Measurement 
American Meter Co. 
EXHAUSTERS 
Connersville Blower Co., 
The Gas Machinery Co. 
Isbell- Porter Company 
ve P. H. & F. M. 


th Western Gas Construction 
Company. 


The 


Roots Com- 


EXPANSION BENDS 
I'he Gas Machinery Co. 
Semet-Solvay Engineering Corp. 


FILES (Steel and Wood) 
Remington Rand, Inc. 

FILES (Visible) 
Remington Rand, Inc. 


FILTERS, Gas 
American Meter Co. 
FIREBRICK, CEMENT 
General Refractories Co. 
Quigley Furnace Specialties 
In 


Co., 


FIREBRICK CHECKER BRICK 
(See Brick) 
Botfield Refractories Company. 
The Gas Machinery Co. 
General Refractories Co. 
{mproved Equipment-Russell 
gineering Corp. 
United Engineers & Constructors, 
inc. 
The Western 
Company. 
FIRST AID EQUIPMENT 
United Engineers & Constructors, 
Inc. 
FITTINGS 
Isbell-Porter Company. 
Semet-Solvay Engineering Corp. 
The Stacey Mfg. Co. 
U. S. Cast Iron Pipe and Foun- 


En- 


Gas Construction 


dry Co. : 
The Western Gas Construction 
Company. 


Plain End and Flanged 
Cast Iron Pipe Research Associa- 
tion. 
FIXTURES 
American Lava Corp. 


FLOORS, IRON, BRICK, AND 
STEEL 
The Gas Machinery Co. 
Ritez-Conley Company. 
Semet-Solvay Engineering Corp. 
United Engineers & Constructors, 


imc, 
The Western Gas 
Company. 
FLOW METERS 
Brown Instrument Co., 
Lambert Meter Co. 
FLUE PIPE (Cast Iron Oval) 
Semet- aueed Engineering Corp. 
FURNACES 
Combustion Engineering Corpn. 


. Kemp Mfg. Co. 
Gas Soldering 
American Meter Co. 
GAS ANALYSIS APPARATUS 
Metric Metal Works. 


Construction 


The 


GASKETS 
American Meter Co. 
Consol ious Ashcroft Hancock 


Co., In 

Pittsburgh. “Equitable Meter Co. 

Superior Meter Co. 
GAS COAL 

Boone County Coal Corpn. 
GASOMETERS (Test) 

American Meter Co. 
GAS PLANTS, COMPLETE 

Indugas, Inc. 

Ges Engineering Co. 

Tsbell-Porter Company. 

ar = Engineers & Constructors, 

ne. 

West Gas Improvement Co. 
GASSING MACHINE 

American Meter Co. 

Lambert Meter Co. 

Superior Meter Ce. 
GAS TAPE 

Connelly Iron Sponge & Governor 


Co 
GAS TESTING APPARATUS 
Metric Metal Works. 
GATE VALVES (See Valves) 
GATES—WIND BLAST 


The P. H. F M. Roots Com- 
pany. 
GAUGE BOARDS 
The Bristol Company. 


Brown Instrument Co., The 

Connelly Iron Sponge & Governor 
Co. 

The Gas Machinery Co. 

Lambert Meter Co. 

United Engineers & Constructors, 
Inc. 


The Western 
Company. 
GAUGES 
American Meter Co. 
The Bristol Company. 
Brown Instrument Co., The 
Connelly Iron Sponge & Governor 


Co. 

The Gas Machinery Co. 

Lambert Meter Co. 

Maryland Meter Co. 

Metric Metal Works. 

Pittsburgh Equitable Meter Co. 

The P. & F. M. Roots Com- 
pany. 

Superior Meter Co. 

Taylor Instrument Comeqonien. 

Tagliabue Mfg. Co., C. J. 

The Western Gas 
Company. 
Mercury 

Precision Thermometer & Instru- 
ment Company. 

Pressure- Recordin, 


Gas Construction 


Construction 


Consolidated Ashcroft Hancock 
Co., Inc. 

D. McDonald & Co. 

Precision Thermometer & Instru- 


ment Company. 
Tagliabue Mfg. Cc., C. J. 
Siphon 
Precision Thermometer 
ment Company. 
Tank 
Precision Thermometer 
ment Company. 
Water 
Precision Thermometer 
ment Company. 
GLOVES 
Rubber 
Safety Gas Main Stopper Co. 
GOVERNORS 
Pittsburgh Equitable Meter Co. 
Automatic 
The Chaplin Fulton Mfg. Co. 
er. ad Iron Sponge & Governor 
° 
Gas Industries Laboratories. 
Groble Gas Keguiator Co. 
Reynolds Gas Regulator Co. 
Smoot Engineering Corp. 
The Sprague Meter Co. 
GOVERNORS (Calorimeter 
Double Dry) 
American Meter Co. 
Coke Oven 
The Chaplin Fulton Mfg. Co. 
Cer Iron Sponge & Governor 


. 

The Gas Machinery Co. 

Reynolds Gas Regulator Co. 

Smoot Engineering Corp. 
District 

The Chaplin Fulton Mfg. Co. 

er “aad Iron Sponge & Governor 


& Instru- 
& Instru- 


& Instru- 


and 


! 
Groble Gas Regulator Co. 
Helme & MclIihenny. 
Isbell-Porter Co. 
Smoot Engineering Corp. 
Exhauster 
— Iron Sponge & Governor 
°. 
Connersville Blower Co., The 
The Gas Machinery Co. 
Isbell-Porter Co. 
The P. 


H, & F. M. Roots Com- 
pany. 
Smoot Engineering Corp. 
High Pressure 


The Chaplin Fulton Mfg. Co. 
a aged Iron Sponge & Governor 


Grobie Gas Regulator Co. 

Reynolds Gas Regulator Co. 

Smoot Engineering Corp. 

The Sprague Meter Co. 
Laboratory 

American Meter Co. 

Connelly Iron Sponge & Governor 


o. 
Lambert Meter Co. 
D. McDonald & Co. 
Reynolds Gas Regulator Co. 
Low Pressure 
The Chaplin Fulton Mfg. Co. 
—— Iron Sponge & Governor 
° 
Groble Gas Regulator Co. 
Lambert Meter Co. 
Reynolds Gas Regulator Co. 
Smoot Engineering Corp. 
The Sprague Meter Co. 
Retort House 





Isbell-Porter Company. 
Station 
Helme & Mcllhenny. 
GRATES for Water Gas Generators 
Semet-Solvay Engineering Corp. 


GRAVITOMETERS 
Precision Thermometer & {nstru- 
ment Company. 


GRIDS, for Scrubbers 
Semet-Solvay Engineering Corp. 


HEATERS 

Feed Water 
Andale Company. 

House 
American Gas Products Corp. 
American Stove Company. 
Homestead Heater Company. 
Welsbach Company. 
The Cleveland Heater Company. 
Humphrey Company. 
Kompak Company. 
Welsbach Company. 
Pittsburg Water Heater Co. 


HIGH CAPACITY METERS 
Lambert Meter Co. 


HIGH PRESSURE PIPE LINES 
The Western Gas Construction 
® Company. 


HOISTS 
The Gas Machinery Co. 
C. W. Hunt Co., Inc. 


HOLDERS 
Bartlett-Hayward Co. 
Cruse-Kemper Co. 
Gas Engineering Co. 
Riter-Coniey Company. 
Stacey Bros. Gas Const. Co. 
The Stacey Mfg. Co. 


HOPPERS—COAL AND COKE 
Bartlett-Hayward Co. 
Cruse-Kemper Co. 
. Hunt Co., Inc. 
Riter-Conley Company. 
The Stacey Mfg. Co. 


HOTELS 
Shelburne Hotel. 


HOWARD AUTOMATIC 
CHARGERS 
he Western Gas 
Company. 


HYDROGEN GAS APPARATUS 

Bartiett-Hayward Co. 

Gas Engineering Co. 

Improved Equipment-Russell 
gineering Corp. 

Semet-Solvay Engineering Corp. 

The Stacey Mig. Co. 

— Engineers & Constructors, 
ne. 


HYDROGEN SULPHITE TEST 
(Apparatus) 
American Meter Co. 


HYDROMETERS 
The Brown Instrument Co. 
Precision Thermometer & Instru 
ment Company. 
Taylor Instrument Companies. 


INCINERATORS, GAS-FIRED 


Kernit Incinerator Co. 


INDUSTRIAL GAS MIXERS 
The C. M. Kemp Mfg. Co. 
Roberts Gas Burner Corp. 
Smoot Engineering Corp. 


INDUSTRIAL TRACK 
C. W. Hunt Co., Inc. 


IRON BORING OXIDE 
Gas Purifying Materials Co., 


IRON SPONGE 
aa ag Iron Sponge & Governor 
o. 


INSTRUMENTS 
Alpha-Lux Company. 
The Bristol Company. 
Brown Instrument Co. 
Consolidated Ashcroft 

Co., Inc. 
Lambert Meter Co. 


Construction 


En. 


Inc. 


The 
Hancocs 


Metric Metal Works. 

Precision Thermometer & Instre 
ment Company. 

Tavlor Instrument Companies. 

Time-O-Stat Controls Co. 





September, 1929—American Gas Journal 





109 















Leaves this Counter | f= 
with a Grievance Mi ia 








. = “7 \ i SS 











Szevice observers of a mid-west utility reported 
that most customer complaints were traceable to faulty 
records. Flagrant cases of record errors were found in the 
Service Application Department. Mistakes in addresses 


and account numbers ... duplications a misspelled names. 


Remington Rand was asked to 
help. Their Representative, a pub- 
lic utility accounting specialist, 
completed an exhaustive survey 


. . Suggested a remedy. 


The new system brought order 





out of chaos. Record 





control was establish- 
ed for the service, 
credit and collection departments. Service to customers 
speeded up . . . time and labor saved . . . errors reduced 


to a minimum ... credit losses stemmed. 


Remington Rand maintains a staff of specialists who 
are qualified by long experience to assist public service 
companies in solving any sort of record-keeping prob- 
lems. Their services are yours for the aski..g—without 


cost or obligation. 


Public Utility Department 


Remington Rand 


BUSINESS 


SERVICE 


BUFFALO, NEW YORK 
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Buyers’ 


Reference Index 


See page 117 for advertisements of these products 








Recording 
American Meter Co. 
—s" (Pipe) 
Dresser Mig. Co. 
ui. S. Cast Iron Pipe & Foundry 
Co. 
Insulating 
United Engineers & 
Inc. 
Victaulic Co. of Amer. 
JOINT RUNNERS 
Safety Gas Main Stopper 
LAMP POSTS 
General Gas Light Co. 


CAgmMDEY EQUIPMENT 
W. E. Lamneck Co. 
LAVA BURNER GRIDS 
American Lava Corp. 

LAVA PILOT TIPS 
American Lava Corp. 
LINING—REFRACTORY 
(See peenetars Linings 

LOCKER 
on rend Rand Co. 
LOOSE LEAF EQUIPMENT 
Remington Rand Co. 
LUX MATERIAL 
Alpha-Lux ed 
LUX SPONG 
Alpha-Lux as 


Constructors. 


Co, 


ay <a am AND WIRE ROPE 
W. Hunt Co., Inc. 
MANOMETERS 
Brown Instrument Co., The 


Precision Thermometer & instru 
ment Company. 
MANTLES 
General Gas Light Co. 
Welsbach Company. 
MASKS—GAS 
Safety Gas Main ee. Co. 
MAST & er OUT 
C. W. Hunt Co., Inc. 
MEASURING CHUTES 
C. W. Hunt Co., Inc. 
MECHANICAL GENERATORS 
for Water Gas App 
vase Engineers & , 
ne. 


METER CONNECTIONS 
American Meter Co. 
Bartlett-Hayward Co. 

Ss. Dresser Mig. Co. 
Lambert Meter Co. 

D. McDonald & Co. 

Maryland Meter Works. 
Pittsburgh Equitable Meter Co. 
Superior Meter Co. 

Nathaniel Tufts Meter Works. 
METER REPAIRING 
Lambert Meter Co. 
Superior Meter Co. 

METER TESTER, 

matic 
American Meter Co. 

METERS 
Brown Instrument Co., The 
roe Equitable Meter Co. 

ft 
American Meter Co. 
Connersville Blower Co., The 
The Gas Machinery Co. 
Lambert eter Co. 
D. McDonald & Co. 
Metric Metal Works. 


Hydro-Pneu 


The P. H. & F. M. Roots Com 
oan. 

The Spragu arog Co. 

Superior hoor Co. 


Nathaniel Tufts Meter Works. 
United Engineers & Constructors 


ne. 
The 


Western Gas Construction 
ny. 
Artificial 


American Meter Co. 

Connersville Blower Co., The 

Helme & Mcllhenny. 

Lambert Meter Co. 

ecee Meter Works. 
McDonald & Co. 

Metis Metal Works. 

The P. H. & F. M. Roots Com 
my. 

The Spraeve Meter Co. 

Superior Meter Co. 

Nathaniel Tufts Meter 

Demand 
American Meter Co. 


Works 


Connersville Blower Co., The 
Tohn J. Griffin & Company. 
Jannen Meter 


McDonald & Co. 
The P. H. & F. M. Roots Com 
pany. 








Superior Meter Co. 
Demonstrauun 

American Meter Co. 
Dry 

Superior _— er ( 

aVee davesls i U. 

John J. G “iff n & Company. 

ase eter Co 

) id Meter Works. 

>. ‘McDonald & Co 

Metric Metal W<« ; 

The P. H. & F. M. Roots Com- 

gue Meter Co. 

Superi Meter C 

Nathaniel Tufts Meter Works. 
Exhibition 

American Meter Co. 
Natural Gas 

American Meter Co. 

Connersville Blower Co., The 


John J. Griffin & Company. 
lLlelme & Mcllhenny. 
Lambert Meter Co. 
Maryland Meter Works, 

D. McDonald & Co. 


Metric Meter Works. 

The P. H, & F, M. Roots Com- 
pany. 

The SP ague Meter. Co. 

Superior Meter Cu. 
Oil 


American Meter Co. 


Connersville Blower Co., The 

The Gas Machinery Co. 
Orifice 

American Meter Co. 
Positive 

‘he Sprague Meter Co. 
Prepayment 


American Meter Co. 

John J. Griffin & Company. 
Maryland Meter Works. 

D. McDonald & Company. 
Metric Metal Works 

The Sprague Meter Co. 
Superior Meter Co 

Nathaniel Tufts Meter Works. 


Proportional 

The P. H,. & F. M. Roots Com- 
pany. 
Station 


American Meter Co. 

Connersville Blower Co., The 

John J. Griffin & Company. 

Maryland Meter Works. 

D. McDonald & Co. 

Metric Metal Works. 

The P. H. & F. M. Roots Com- 
pany. 

Nathaniel Tufts Meter Works. 

The Western Gas Construction 
Company. 
Steam 

American Meter Co. 

The Gas Machinery Co. 

United Engineers & Constructors. 


Inc. 

The Western 
Company 
Test 

American Mete: Co. 

Tohn J. Griffin & Company. 

Marviand Meter Works. 

D. McDonald & Company. 

Metric Metal Works. 

The Sprague Meter Co. 

Superior Meter Co. 

Nathaniel Tufts Meter Works. 
Wet Test 

American Meter Co. 

METER LEATHER 
Besse, Osborn and Odell, Inc. 
MILLER GRIP PACKING 
Connelly Iron Sponge & Governor 


Oo. 
MIXERS, GAS 
Roberts Gas Burner Corp. 
Semet-Solvay Engineering Corp. 
Smoot Engineering Corp. 
MOISTURE DETERMINATORS 
United Engineers & Constructors, 


Tne 

MOTOR CARS 

C. W. Hunt Co .,Inc 
NAPHTHALENE EXTRACTORS 

Rartlett-Havyward Co. 

The Gas Machinery Co. 

Semet-Solvay Engineering Corp. 

The Western Gas Construction 


Company 
OFFICE FURNITURE 
Remineton Rand, Inc. 
ORE. CHROME 
E. T. Lavino & Co 
OVFNS (REF. TYPE BAKE) 
The Bruce McDonald Co. 


Gas Construction 


OVENS—COKE AND GAS 
indugas, Inc. 
The Gas Machinery Co. 
Semet-Solvay Engineering Corp. 
The Stacey Mfg. Co. 

OXIDE 
Alpha-Lux Company. 
Conatity Iron Sponge & Governor 


Cx 
Gas "Pu rifying Materials Co., Inc. 
E. J. Lavino & Co. 


OXYGEN 
Linde Air Products Co. 
OXYGEN AND HYDROGEN 
METERS 
Lambert Meter Co. 
Superior Meter Co. 
PACKING 
Asbestos 
Safety Gas Main Stopper Co. 
PAINTS 
Cheesman-Elliott Co. 
Safety Gas Main stopper Co. 
The Stacey Mfg. Co. 
Wailes Dove-Hermiston Corp. 
Metal Protective 
Semet-Solvay Co. 
PAINTS, ANTI ACID AND 
ALKALI 


Cheesman-Elliott Co. 
Quigley Furnace Spec. Co., 
PAINTS, RUSTPROOF 
Cheesman-Elliott Co. 
Quigley Furnace Spec. 
PHOTOMETERS 
Connelly Iron Sponge & Governor 
Co. 
PILOTS-SAFETY 
Time-O-Stat Controls 
PIPE 
Waylow Pipe Co. 
Hedges-Walsh-Weidner 
National Tube Co. 
Naylor Pipe Co. 
The Stacey Mig. Co. 
Rell 
American Meter Co. 
Seraet-Solvay Engineer.ng Corp. 
McWane Cast Iron Pipe Co. 
Bell and Spigot 
o> Cast Iron Pipe & Foundry 


Inc. 


Co., Ine. 


Co. 


Co. 


Cast Iron 
McWane Cast Iron Pipe Co. 
—- Cast Iron Pipe & Foundry 


Flange 
Semet-Solvay Engineering Corp. 
U. S. ‘Cast Iron Pipe & Foundry 


‘o. 
Screw Joint Cast Iron Pipe 
McWane Cast Iron Pipe Co. 

Seamless Steel 
Pittsburgh Steel Products Co. 

Spigot 
McWane Cast Iron Pipe Co. 
Semet-Solvay Engineering Corp. 
A. . Smith Corp. 

Naylor Pipe Co. 

Steel 
Bartlett-Hayward Co. 
Cruse-Kemper Co. 

The Gas Machinery Co. 

Naylor Pipe Co. 

National Tube Co. 
Pittsburgh Steel Products Co. 
Riter-Conley Company. 
Semet-Solvay Engineering Corp. 
A. ©. Smith Corn 

Spiral Welded Pipe 
Naylor Pipe Co. 

Welded Steel 
Bartlett-Hayward Co. 
Cruse-Kemper Co. 
The Gas Machinerv 
Mational Tube 
Riter-Conley Company. 
Semet-Solvay Engineering Corp. 
A. O. Smith Corp. 

PIPE COATINGS 
Wailes- Dove-Hermiston Corp. 
PLANTS—GAS, COMPLETE 
The Gas Machinery Co. 

Improved — -Russell En- 

gineering 
The Koppers Construction Co. 

Stacey Bros. Gas Const. Co. 
The Stacey Mfg. Co. 

—_ Engineers & Constructors, 


Co. 


West. Gas Improvement Co. 
The Western Gas Construction 


Company. 


PLATES 
Cruse-Kemper Co. 
C. W. Hunt Co., Inc. 
The Stacey Mfg. Co. 
The Western Gas 
Company. 
Floor 
Gas Engineering Co. 
The Gas Machinery Co. 
Riter-Conley Company. 
— Engineers & Constructors, 


PLUGS. SERVICE AND MAIN 
Rubber 
Safety Gas Main Stopper Co. 
Soft Wood 
Safety Gas Main Stopper Co. 
Pest ARES TEST METERS 
JLambert Meter Co 
Superior Meter Co. 
PRODUCER GAS PLANT 
Gas Engineering Co. 
The Koppers Construction Co. 
Semet-Solvay Engineering Corp. 
The Stacey Mfg. Co. 
United Engineers & Constructors, 


Construction 


Inc. 
The Western Gas Construction 
ompany. 
PRODUCER GAS STEAM 
American Meter Co. 


PROVERS—Critical Flow for H. P. 
Field Testing 
American Meter Co. 
PROVERS—METER 
John J. Griffin & Company. 
Helme & Mcllhenny. 
Lambert Meter Co. 
D. McDonald & Co. 
Pittsburgh Equitable Meter Co 
Superior Meter Co. 
MP 


PU 
Drip 
American Meter Co. 
The Gas Machinery Co. 
Lambert Meter Co. 
D. McDonald & Co. 


Gas 

The P. H. & F. M. Roots Com- 
pany. 
Gas Bag 

Safety ond Main Stopper Co. 


and 
Linabese Meter Co. 
Oil 
Connersville Blower Co., The 


he Gas Machinery Co. 
D. McDonald & Co. 


The P. H. & F. M. Roots Com- 
pany. 
Power 
Connersville Blower Co., The 
e P. H. & F. . Roots Com 
pany. 
Pressure 
Connersville Blower Co., The 
The P. H. & F. M. Roots Com 
pany. 
Service 


American Meter Co. 
Lambert Meter Co. 
Superior Meter Co. 
Service Cleaner 

American Meter Co. 

John J. Griffin & Company. 
Lambert Meter Co. 

Safety Gas Main Stopper Co. 
Superior Meter Co. 


Tar 
Connersville Blower Co., The 
The P. H. & F. M. Roots Com- 
pany. 
Water 
segenaie Blower Co., The 
he P. & F. M. Roots Com 
pany. 
Vacuum 
American Meter Co. 
Connersville Blower Co., The 
— bs H. & F. M. Roots Com- 


PURIFIERS 
Bartlett-Hayward Co. 
Cruse-Kemper Co. 

Gas Engineering Co. 
The Gas Machinery Co. 
Tsbell-Porter Company. 

e Koppers Construction Co 
Semet-Solvay Engineering Corp 
Stacey Bros. Gas. Const. Co. 
The Stacey Mfg. Co. 
Riter-Conley Company. 

— Engineers & Constructors 
ne. 
The Western Gas 

Company. 


Constr=-tie- 
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RE-CHROME 
METER LEATHER 


COLONIAL BRAND 


LOGICAL REASONS 


showing advantages of “COLONIAL— 
Re-Chrome” over bark-tanned leather 


l Longer years service, hence 
less repairs. 


More accurate measurement of 


gas. Eliminating slow and fast 
meters. 































































































3 More impervious to water. Will 
stand a five minute boiling test. 





Greater resistance to heat and 
climatic changes. 


5 Stronger fibre, makes it more 
durable. 


6 Absorbs more oil, less likely to 
dry out and harden. 





AANA 


\\ 


More flexible, easier to fabri- 
cate, sew and crimp. 






This trade-mark, 
stamped on each New 
Zealand Lamb skin, is 
our guarantee to you 
that each skin has re- 
ceived the _ greatest 


care in its. selection 
and tanning. 








Z Eliminates “floppy” dia- 
—S 
SY, phragms. 


GZ 
Yy In use by some of the 


WY Largest Gas Companies 


UW, in the country 
lf 
HU gy 


BESSE, OSBORN & ODELL, INC. 


51 SOUTH STREET - BOSTON, MASS. 


New York—177 William Street 
W. A. Smith—G. Norman Bankart, Representatives. 







We will be pleased 
to submit sample 








Tanneries: Clinton, Me. 


and Peabody, Mass. 
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Buyers’ Reference Index 


See page 117 for advertisements of these products 





PURIFYING MATERIALS 
Alpba-Lux Company. 
Connelly Iron Sponge & Governor 


Co. 
The Gas Machinery Co. 
Gas Purifying Materials Co., Inc 
The Koppers Construction Co. 
E. J. Lavino & Co. 
PURIFIER TRAYS 
Bartlett-Hayward Co. 
Connelly Iron Sponge & Governor 


0. 

Cruse-Kemper Co. 

The Gas Machinery Co. 
Semet-Solvay Engineering Corp. 
Stacey Bros. Gas Const. Co. 
The Stacey Mig. Co. 

United Engineers & Constructors, 


Inc. 
The Western Gas 
Company. 
PYROMETERS 
The Brown Instrument Co. 
Maryland Meter Works 
The Bristol Company. 
The Western Gas Construction 
Company. 
a 
The Gas Machinery Co. 
Taylor Instrument Companies. 
United Engineers & Constructors, 
ne. 
Radiation 
Tavlor Instrument Conipanies. 
Recording 
The Gas Machinery Co. 
Taylor Instrument Companies. 
— Engineers & Constructors, 
ne. 
RADIATORS 
Gas Steam 
American Gas Products Corp. 
RANGES—GAS 
American Stove Co 
RECORDERS—LIQUID LEVEL 
The Brown Instrument Co. 
Se DEMAND MET- 


Construction 


The Brown Instrument Co. 
Lambert Meter Co. 
Maryland Meter Works 
REFRACTORY CEMENTS 
Botfield Refractories Company 
The Gas Machinery Co. 
General Refractories Co. 
ioe weer icra, En- 
neerin ‘oO 
on & re Co. 
Guities Furnace Spec. Co. Inc. 
nited States Refractories Corp. 
REFRACTORY GUN 
Botfield Refractories Company 


Quigley Furnace Spec. Co. Inc. 
REFRACTORY LININGS 

Alpha-Lux Company 

Botfield Refractories Company 


The Gas Machinery Co. 

General Refractories Co. 

Improved Equipment—Russell En- 
gineering Corp. 


Quigley Furnace Spec. Co, Inc. 
nited Engineers & Constructors 
ne. 
The Western Gas Construction 
mpany 
United States Refractories Corp. 
REFRIGERATORS—GAS 
Servel Sales, Inc. 
REGULATORS 


American Meter Co. 

The Brown Instrument Co. 

The ar Ze Fulton Mfg. Co. 
Conners 

Connelly Iron +e & Governor 


Groble Gas Regulator Co. 
Isbell-Porter Co. 
Pittsburgh Equitable 
Reynolds Gas Regulator Co. 
Ro shaw Thermostat Co. 
Smoot Engineering Corp. 

The Sprague Meter Co. 
= Instrument Companies 


r Pressure 
Time-O-Stat Controls Ce. 
Smoot Engineering Corp. 
Coke Oven Suction Main 
Smoot Engineering Corp. 
Exhauster 
Smoot Engineering Corp. 
Furnace Pressure 
Smoot Engineering Corp. 


Meter Co. 





ven 
American Stove Co. 


Steam Pressure 
Smoot Engineering Corp. 
REPAIR PARTS 
Lambert Meter Co. 
RESPERATING OUTFITS 
Connelly Iron Sponge & Governor 
Lo. 
RETORTS 
Horizontal and Inclined 
Improved Equipment—Russell En- 
g’neering Corp. 


Vertical 

United Engineers & Constructors 
Inc 

West Gas Improvement Co. 


Silica and Clay 
Improved Equipment—Russell En- 
gineering Corp. 
The Gas Machinery Company 
United States Refractories Corp. 
RETORT CEMENT 
Alpha-Lux Company 
Botfield ”-“-sctories Company 
The Gas Machinery Co. 
Improved Equipment—Russell En- 
gineer Corp 
Quigley Furnace Spec. Co. Inc. 
United States Refractories Corp. 
REVERSE FLOW GOVERNORS 
Connelly Iron Sponge & Governor 
Co. 
REYNOLDS 
District 
Reynolds Gas Regulator Co 
RUBBER AND JUTE JOINTING 
MATERIALS 
Southwestern Pipe Joint 
Co. Inc 
SAFES 
Remington Rand Inc. 
SAFETY VALVES 
Connelly Iron Sponge & Governor 
Co. 


screers. ELECTRIC VIBRAT- 


& Eng. 


C. W. Hunt Co, Inc. 
SCRUBBERS 
Bartlett Hayward Co. 


Cruse-Kemper Company 
Gas Engineering Co. 
The Gas Machinery Co. 
Isbell-Porter Co. 
Semet-Solvay Engineering Corp. 
Stacey Bros. Gas Const. Co. 
The Stacey Mfg. Co. 
West Gas Improvement Co. 
The Western Gas Construction 
Company 

SERVICE BOXES 
The Stacey Mfg. Co. 

SERVICE CLEANERS 
American eter Co. 
Superior Meter €o. 

SERVICE PLUG-RUBBER 
Connelly Iron Sponge & Governor 


. 
Safety Gas Main Stopper Co. 


SHELVING (Steel) 
Remington Rand 


SKIP HOIST 
C. W. Hunt Co. Inc. 


SPECIFIC GRAVITY APPARA- 
TUS 


Meter Co, 
C GRAVITY GAUGES 


ux Company. 


Inc, 


American 
SPECI 

Alpha- 
SPONGE 

Alpha-Lux Company 

Connelly Iron Sponge & Governor 


‘o 
Gas Purifying Materials Co. Inc. 
SPRAYS, for Water Gas Machines 
Semet-Solvay Engineering Corp. 
STACEY BULLETT for High 
Pressure Storage ‘ 
Stacev Bros. Gas Construction Co. 
STATION METERS (See Meters 
Station) 
STEAM ACCUMULATORS 
(See Accumulators—Steam) 
The Gas Machinery Co. 
Smoot Engineering Corp. 
United Engineers & Constructors 


Inc. 
The Western 


Gas Construction 
Company 
STOPPERS 
Safety Gas Main Stopper Co. 
STRAINERS—GAS, STEAM, 
WATER 
Andale Company 


STREET DEPT.  *~i_peaaa aie 
American Meter ‘ 
Connelly Iron Seones & Governor 
Co. 
Satety Gas Main Stopper Co. 
STREET LAMPS 
Welsbach Street Lighting Co. 
SULPHUR AND AMMONIA 
TEST (Apparatus) 
American Meter Co. 
SYSTEMS 
Combustion Control 
The C. M. Kemp Mfg. Co. 
Smoot Engineering Corp. 
Hot Water Heat Control 
The Cleveland Heater Company 
Time-O-Stat Controls Co. 
TABULATING MACHINES 
Remington Rand, Inc. 
TACHOMETERS 


Brown Instrument Co., The 

The Bristol Company. 

Consolidated Ashcroft Hancock 
Co., Inc. 

Precision Searmnenates & Instru- 
ment Compa 


TANK REGULATORS 
Reynolds Gas Regulator Co. 
TANKS 
Bartlett-Hayward Co. 
Cruse-Kemper Company. 
Gas Engineering Co. 
Semet-Solvay Engineering Corp. 
A. O. Smith Corp. 
The Stacey Mfg. Co. 
The Western Gas 
Company, 
Gas, Oil, Storage 
Stacey Bros. Gas Const. Co. 
High Pressure 
The Gas Machinery Co. 
Riter-Conley Company. 
Stacey Bros. Gas Const. Co. 
TAPE SOAP—BINDING 
Safety Gas Main Stopper Co. 
TAR DISTILLING PLANTS 
Indugas, Inc. 
Gas Engineering Co. 
The Gas Machinery Co. 
Semet-Solvay Engineerin Comp. 
West Gas Improvement 
TAR DISPLACEMENT SYSTEM 
The Gas Machinery Co. 
TAR EXTRACTORS 
Bartlett-Hayward Co. 
Gas Engineering Co. 
The Gas Machinery Co. 
Isbell-Porter Co. 
Semet-Solvay Engineering Corp. 
West Gas Improvement Co. 
The Western Gas Construction 
Company. 
United Engineers & Constructors, 


Inc. 
TEMPERATURE CONTROLING 
DEVICE—Oven 
American Stove Co. 
The Bristol Company. 
Brown Instrument Co., The 
Coggelietes Ashcroft Hancock 
o., Inc. 
Robertshaw Thermostat Co. 
Tagliabue Mfg. Co., C. J. 
Taylor Instrument Companies. 
Time-O-Stat Controls Co. 
TESTING APPARATUS, GAS 
American Meter Co. 
Pittsburgh Equitable Meter Co. 
Precision Thermometer & Instru- 
ment Company 
THERMOMETERS 
American Meter Co. 
The Bristol Company. 
Brown Instrument Co., 
Lambert Meter Co. 
D. McDonald & Co. 
Metric Metal Works. 
Precision Thermometer & Instru- 
ment Company. 
Superior Meter Co. 
Taylor Instrument Companies. 
THERMOSTATS 
The Bristol Company. 
Brown Instrument Co., The 
The Cleveland Heater Company. 
Consolidated Ashcroft ancock 
Co., Inc.. 
Precision Thermometer & Instru- 
ment Company. 
Robertshaw Thermostat Co. 
Taylor Instrument Companies. 
Time-O-Stat Controls Co. 
TOASTERS 
American Gas Products Corp. 
Savory Co., Inc., 
TOOLS 
Semet-Solvay Engineering Corp. 


Construction 


The 


I 


TORCHES—WELDING AND 
CUTTING 
Oxweld Acetylene Co. 
Union Carbide & Carbon Co. 
TRAPS—STEAM 
Consolidated Ashcroft 
Co., Inc., + 
TRENCH DIGGERS 
The Cleveland _ Co. 
TUBES, BOILE 
National Tube bo. 
Pittsburgh Steel Products Co. 
TUBES 


Hancock 


Seamless Steel 
Pittsburgh Steel Products Co. 
TYPEWRITERS 
Consolidated Ashcroft 
Co., [ne., 
Remington Rand, Inc. 
U GAUGES 
American Meter Co. 
Connelly Iron Sponge & Governo 


oO. 
The Gas Machinery Co. 
Lambert Meter Co. 
Pittsburgh Equitable Meter Co. 
Precision Thermometer & Instru 
ment er 
Safety Gas ain. Stopper Co. 
Superior Meter Co. 
Taylor Instrument Companies. 
VACUUM GAUGES 
American Meter Co. 
The Bristol Company. 
Brown Instrument Co., 
Consolidated Ashcroft 
Co., Inc., 
Lambert Meter Co. 
Pittsburgh Equitable Meter Co. 
Precision Thermometer & Instru 
ment Company. 
Taylor Instrument Companies. 
VALVES 
Bartlett-Hayward Co. 
Consolidated Ashcroft 


Hancock 


The 
Hancock 


Hancocb 
‘o., Inc., : 
Darling Valve and Manufacturing 


Co. 

The Gas Machinery Co. 
Groble Gas Regulator Co. 
Hunt Co., Inc. 

The Ludlow Valve ae Ce 

Pittsburgh Equitable Meter ‘Co. 

Semet-Solvay Engineering Corp 
High Pressure Special 

Smoot Engineering Corp. 

Time-O-Stat Controls Co. 

VALVFS—BY-PASS 
The P. H. & F. M. Roots Com- 


pany. 
VALVES—DIAPHRAGM 
The P. H. & F. M. Roots Com- 
pany. 
Time-O-Stat Controls Co. 
VALVES & FITTINGS 
Darling Valve and Manufactur- 
ing Lo. 
The Gas Machinery Co. 
Pittsburgh Equitable Meter Co. 
a z H. & F. M. Roots Com 


Goene Séteay Engineering Corp 
The Stacey Mfg. Co. 


The Western Gas Constructioa 
Company. 
Time-O-Stat Controls Co. 
VALVES—HUNTOON 
The P. H. & F. M. Roots Com 
pany. 
Time-O-Stat Controls Co. 
VALVES—RELIEF 
The P. H. & F. M. Roots Com 


pany. 
VALVES—3 Way 
Semet-Solvay Engineering Corp 
WASHING MACHINE 
Perco-Steril Machine Corpn. 
WASTE HEAT BOILERS 
( Boilers) 
The Gas Machinery Co. 
Improved Equipment-Russel En 
gineering Corp. 
— Engineers & Constructors 
ne 
West Gas Improvement Co. 
The — Gas Constructior 
Compan 
WATER. GAS APPARATUS 
Bartlett-Hayward Co. 
The Gas Machinery Co. 
ioe: Soar Comenny. e 
et-Solvay Engineerin 
The Stacey Mfg. Co. aiid 
WELDING EQUIPMENT 
Oxweld Acetylene Co. 
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SERVICE 
TO THE INDUSTRY 


REORGANIZATIONS and MERGERS 


of the Public Utilities resulting in economies of 
operation have benefited the entire gas industry. 


MANUFACTURERS OF GAS APPLI- 


ANCES now realize the necessity of a similar 
development in their industry if they are to be 
of real service to the Utilities in the matter of 
future sales and dealer cooperation. 


INVESTIGATION OF THE INDUSTRY 


has shown decided opportunities for economies 
in manufacturing and marketing. Many manu- 
facturers can improve their situation by Reor- 
ganization, Merger or Refinancing. 


PERMANENT CAPITAL— 


is available through my association with reli- 


able banking institutions in Chicago—New 
York—Philadelphia. 


THIS SERVICE IS CONFIDENTIAL— 


May we have the pleasure of serving you? 


CHARLES W. WARDELL 


2401 CHESTNUT STREET, PHILADELPHIA, PA. 
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Gas-Fired 

High Pressure| — 

Automatic 
Steam 





BOILERS), 
for 


Clothing Manu- 
facturers— 
for garment 
presses and[€ 
steam irons; 

Laundries—tor laundry equipment and pressing 
machines, 

Restaurants and Hotels—for steam tables, coffee 
urns, etc., 

Hospitals—for sterilizing equipment; for kitchen and 
laundry equipment; 

Candy Manufacturers— for steam kettles; 

Bakeries—-for humidifying air in ovens and for 
steam proof boxes; 

Bottling Plants & Dairies—for cleaning and _ ster- 





izing; 
Printing Establishments— for heating matrix tables. 


P. M. LATTNER MFG. COMPANY 


_ Cedar Rapids, lowa 





The All-Purpose Gas Oven 


— 





For all baking operations, THE MEEK REEL 
OVEN, embodying the perfected principle of “motion 
in baking” is without a peer. Write us, telling us your 
problem. Our experience with thousands of oven users 
will be at your disposal. Ask for catalog. 


The Bruce McDonald Co., 


2015 Washington St., 
KANSAS CITY, MO. 








COX 
COMPUTERS 
FOR 
HIGH and LOW 
PRESSURE 


$5.00 EACH 


For Sale 
By 


AMERICAN GAS JOURNAL 
53 Park Place, New York 











CLARK 
INDUSTRIAL 
BURNER TIPS 





(Patented ) 


Employed in a wide variety of industrial 
burner applications, these tips are manufac- 
tured in gas capacities and forms adapted to 
specific needs. 


Low pressure fan blast systems adopt this 
type because of the dependability and endur- 
ance of Lava. 


We invite correspondence. 


American Lava Corporation 
29-59 William St. Chattanooga, Tenn. 


Manufacturers of Lava Tips & Heat Resistant Insulators 
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CLASSIFIED ADVERTISEMENTS 


Rate at $5.00 per inch for first insertion. 
of same Copy. Positions wanted—$2.00 


$4.00 per inch for each additional insertion 


per issue. 








POSITION OPEN | 


“GAS ENGINEER.” Gas Appatatus 
Manufacturing company desires serv- 
ices of technical man; age about 30 to 
35 years; must be good water gas opera- 
tor and be able to start up new equip- 
ment. Give experience and _ salary 
desired. Box No. 696, c/o American 
Gas Journal, 53 Park Place, New York 
City. 


“Commercial Gas Engineer required 
familiar large gas installations and appli 
ances and capable supervising meter 
shop. Location South America. Appli- 
cants should give full particulars educa 
tion, experience, references.” Address 
Box 968, c/o American Gas Journal, 53 
ratk: Place, N: ¥.. ©. 


Old established manufacturer of small 
gas appliance accessories located in _ the 
Middle West has opening for man with 
creative or inventive ability for the de- 
sign and development of new devices 
State age, education, experience and 
salary desired in first letter. Address 
Box 977, c/o American Gas Journal, 53 
Park Place New York City. 


Gas Engineer wanted in a growing 
property in the Middle West. In reply- 
ing give age, education, experience, mar- 
ried or single and salary expected. Also 
send small kodak picture. Address Box 
979, c/o American Gas Journal, 53 


Park Place, N. ¥: C. 


POSITION WANTED 


“A Technically educated Gas Engineer, 
now employed, with 15 years experience 
in Coal and Water Gas Operation, Dis- 
tribution and Industrial Sales, desires 
1ew connection.” Address Box No. 974, 
c/o American Gas Journal, 53 Park 
Place, New York City. 


Wanted—A position as Home Service 
Director of a Bureau by a thoroughly 
trained and experienced woman. Can 
give the best of references. Have had 
Home Economics training with food. Can 
lecture before clubs also do platform 
work in class lessons. Have had much 
experience in handling the general public 
and understand Home Service work in 
every phase Address Box No. 975, c/o 
American Gas Journal, 53 Park Place, 
eS a 


Position Wanted—Young man with 15 
years actual and practical experience in 
Engineering and Operating division of the 
Gas Industry. Would like to make con- 
nection as Sales Representative for a well 
established manufacturer of some kindred 
product to this industry. At present em- 
ployed as manager of Gas Utility. Can 
furnish highest character and ability ref- 
erences Address Box No. 978, c/o 
American Gas Journal, 53 Park Place, N. 


» | 


POSITION WANTED 


House Heating & Industrial Engineer, 
desires position with natural gas company 
having an opening for man with twenty 
years’ experience. Am thoroughly cap- 
able of organizing the department and sys- 
tem—can furnish best of reference re- 
garding past experience. Address Box 
No. 980, c/o American Gas Journal, 53 
Park Place, N. Y. C. 


Man married, 35 year of age, 15 years’ 
experience in the distribution of artificial 
gas, desire formanship in small artificial 
gas company in middle west. Address 
30x No. 981 c/o American Gas Journal, 


53 Park Place, N. Y. C. 


FOR SALE 
2 - 6 ft. American Meter Company 
Station Meters with Hinman Drums. 
For details apply, J. F. Hunter, N. Y. 
& Queens Gas Co., 4 Irving Place, 
Mi; Es: Gx 


aa ow 7 _ - — 


Two Sturtevant No. 16 Blowers. Belt 
Connected to 16” x 36” Horizontal Steam 
Engines, Capacity 1,000 M. c. f. per hour, 
where and as is. For details apply Mr. 
J. F. Hunter. New Amsterdam Gas Co., 
4 Irving Place, N. Y. C. 

















TRENTON, N. J. 





GAS ENGINEERING CO. 


| Manufacturers of Gas Production Equipment 








FOR HIGH AND LOW PRESSURE 


For Sale by AMERICAN GAS JOURNAL 


COMPUTERS 


Price $5.00 











CHICAGO 





EDWARD A. DIETERLE | 
Consulting Engineer | 
Peoples Gas Building | 











JOHN S. UNGER 


Specialist in Ammonia Recovery 
and Manufacture of Ammonia Products, 
Builder of Unger Ammonia Stills 


640 GRACE ST.. CHICAGO 


GAS ENGINEER 
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The New 1928 Improved 
FRANKLIN Gas Burner— 


Positively the last word in the practical and efficient 
combustion of the gases in which air and gas are 
mixed to the highest degree of perfection. Easily and 
quickly installed. Can be used on any coal-fired 
boiler or hot air furnace. 


Patented and Manufactured Exclusively by 


THE FRANKLIN GAS APPLIANCE CO. 
CINCINNATI, OHIO 











Automatic Cas 


| Pittsburé 


Water Heaters and 
CET Dinwem oleiiac 


MK vay 


The Pittsburg Water Heater Company 
Pittsburgh, Pa. 


American Gas Journal—September, 1929 


FOR BY-PRODUCT COKE OVENS 
GAS RETORTS and BOILER SETTINGS 


FINE GROUND CLAY — SILICA CEMENT 


U-S-REFRACTORIES CORPORATION 





MOUNT UNION, PA.— OLIVER BLDG. PITTSBURGH. 











HOMESTEAD FIRES 


Radiant “Coalfires’”’ 
Radiant ‘“‘Woodfires” 


Homestead Heater Company, Inc. 
Selvage St. and Fabyan PIl., Newark, N. J. 














find it.” 


For “The Gas Man who has 
tc DO THINGS” 


“You certainly have done yourself noble this eighth time. You 
have compiled in concise and practical form the data, that the gas 
man who has to do things and bring back the answer, needs in his 
daily rounds and not have to wade through a Carnegie Library to 














A Prominent Gas Engineer. 


This is but one of many splendid comments we have receivec 
from all those who have seen the Eighth, (1929) Edition of the 
AMERICAN GAS CATALOG AND HANDBOOK, although 


the book has been in the mails only a week. 


If you have not had the good fortune to have received a copy of 
this valuable work, write at once for particulars. 


PUBLISHED ANNUALLY BY 


AMERICAN GAS JOURNAL 


93 PARK PLACE - NEW YORK 














September, 1929—American Gas Journal 


ee ae se TH 





ALPHABETICAL LIST OF ADVERTISERS 


pS ee eee eee eee 12 & 13 


American Gas Products Corpn. .......... 
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American Schaeffer & Budenberg Corp., 

(See Consolidated Ashcroft Hancock Co.) 
Andale Engineering Co. ..:............. 
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Bessemer Engine Co. (See Cooper-Besse- 
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IRONCLAD 





HE design and construction of the EMCO Tin Meter 
meets the rigid standards already set up for types of meters 
and regulators bearing the EMCO name. After extensive re- 
search rigid specifications were established and are constantly 
maintained. 





Progressive, up-to-the-minute manufacturing methods share EMCO HIGH PRESSURE 


> ; BALANCED VALVE f} REGULATOR 
greatly in the success of this meter. The interchange- —=r 
ability of EMCO A and B Type meter parts, the easily ad- = 





justable tangent, the long wearing rock shaft and the fact that 
each meter is proved three times before passed as “OK” spell = J 
accuracy and reliability. Wn a 4 


EMCO—wherever you go. 
















WESTINGHOUSE 
FLUID POSITIVE A] 


Emco 
ORIFICE GAS METER 
GAS METER 








RECORD GAUGE 


PITTSBURGH EQU 
METER COMPANY 


MAIN OFFICE AND WORKS PITTSBURGH, PA. 


NEW YORK CHICAGO COLUMBIA,S.C. LOS ANGELES DALLAS 
TULSA SEATTLE KANSASCITY SALT LAKE CITY 
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Engineers cant all be beans. } | 
when they demand 













On the Amarillo-Denver 
line 87% of the protective 
coatings used were Bitu- 
mastie products. 





cai 








Four hundred _ miles 
(95%) of the Empire 
Line between Pampa, 
Texas and Kansas City, 
are coated with Bitumastic 
Enamel. 





These long pipe lines cost too much to 
take chances on the protective coatings. 
The selection of proper and adequate pro- 
tection from among the many kinds offered 
requires clear thinking and close applica- 
tion to the study of proven facts. 


The time-tested performance of Bitumastic 
Enamel on thousands of miles of oil and gas 
lines has led hundreds of Engineers to choose! 
it for important lines in preference to all 
other protective coatings. Time after time in 
the face of severe price competition 
Bitumastic Enamel has been used because 
it is the one protective coating which has 
proven its protective qualities over a period 
of years. When mile after mile on job after 
job are coated with Bitumastic Enamel the 
Engineers who choose it can’t all be wrong. 








Philadelphia Cleveland 











BITUMA 


The most difficult 
soil conditions on 
the Memphis Line 
were met by coat- 
ing 160 miles with 
Bitumastic Enamel. 

















Even though Bitumastic 

Enamel may not be used for 

the entire length of a long 

line, it is almost always selected 

for the stretches where the 
soil is most corrosive. 


And now the ma- 
jor portion of the 
new St. Louis line 
is being coated 
with Bitumastic 
Enamel. particu- 
larly on those sec- 
tions where soil 
conditions are most 
severe. 









‘REG. US, PAT. OFE 


Chicago Houston 


STIC 


ENAMEL 


Wailes Dove-Hermiston Corporation 
17 Battery Place, New York 





Tulsa 


The entire 500 
miles of the 
Atlantic Oil 
Line from Mid- 
land to Port 
Arthur, Texas, 
are coated with 
Bitumastiec 
Enamel. 














San Francisco 
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it cast 
2400 lbs. 


internal pressure 
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deLavaud... the pipe of 





greater carrying capacity 
and sreater strength 


HE diagram shown above graphically tells 

the story of deLavaud’s superiority over 
pit cast pipe. These two sections have pre- 
cisely the same outside diameter. Note, how- 
ever, that the deLavaud pipe has a greater 
inside diameter and therefore a greater carry- 
ing capacity. Yet, exhaustive tests 


The remarkable strength of deLavaud pipe 
results from the dense, close grained structure 
of the metal, and from its freedom from slag 
and blow holes. deLavaud pipe is made by 
pouring molten iron into a rapidly revolving 
cylindrical mould. Centrifugal force holds 
metal against sides of mould, driv- 





have proved that deLavaud pipe is 
more than 25% stronger than any 
pit cast iron pipe. 


In hydraulic bursting tests con- 
ducted by a well-known authority 
deLavaud pipe proved its superior 
strength by resisting an internal 
pressure of more than 3000 Ibs. per 
squ. in. This was far greater pressure 
than pit cast pipe withstood, 





Cast iron pipe made 
by this C 2 
hears the “Qeeheck ture of the metal. Let us send you 
trademark of The 
Cast Iron Pipe Re- 


search Association, 


ing out impurities with a force 40 
times greater than gravity. 


Also, the action of water-cooled 
deLavaud mouldand the subsequent 
annealing further improve the phys- 
ical properties and the microstruc- 


the deLavaud handbook and the 
complete facts and figures about 
deLavaud pipe. 








United States Pipe 
and Foundry Co., Burlington, New Jersey 


Sales Offices: 
New York 


Philadelphia 
Pittsburgh 


Cleveland 
Buffalo 


Chicago 
Dallas 


Birmingham 


Minneapolis 
Kansas City 


Seattle 


San Francisco 
Los Angeles 








